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Founded 1855 













A Barrow packed in a carton. Pro- 
tected from damage and dirt. Cheaply 
stored, handled and delivered. The 
complete Barrow is within the tray. 







strength and more attractiveness. Designed for hotne use 
it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by grown men. 


ral SCIENTIFICALLY designed wheelbarrow of greater 
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Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
VYarnished. 
Weight 341% lbs. 
Size over ‘all 
23 inches wide, 
50 inches long, 
24 inches high, 
’ Vou deliver it in 
the carton 






















HARDWARE AGE 


May 5, 1927 


‘lo the Classes—and the Masses 





“You are the most gorgeously extravagant person, Masriam! 
To bave every psece of your silverware, from compotes to candela- 
bras, made to order, to match your knives and forks!” 


Miriam smiled to herself. If her 1847 Rocers Bros 


cost Dut $43.50 
flarware, was ser * made-to-order."’ 


. t came 
merchant's stock 


Without extra expense, you can beve the **family 
if you choose 1847 Roctas Baos. Silverplate 


Family Plate . 











Silverplate suggested extravagance... whatadelight- “7 ee Oe Oe 
ful deceiver! TT Te ag +. 
ND TO THE MASSES . to over 


sixteen million readers of 15 of 
the country’s biggest publications 
. we're continuing to tell one of 
the greatest profit-making stories 
ever told... PIECES OF 8... 
the story that is converting buyers 
of “six of each” to “eight of each” 
thus raising the unit of sales 33 1/3 
per cent. 

Back covers, pages in color, pages in 
beautiful black and white... pages... 
pages . . . pages that will strike at the heart 
of 16,674,278 readers with two of the big- 
gest ideas ever launched! 


For display and advertising helps write Sales 
Promotion Department, International Silver Co., 
Meriden, Conn. 


1847 ROGERS BROS: 
2 SILVERPLATE f 


SALESROOMS: NEW YORK, CHICAGO, SAN FRANCISCO 
CANADA: INTERNATIONAL SILVER COMPANY OF CANADA, 








Why, ber knives and forks, with covers for eight, in the Piscas oF 8 set, 


' And her hollowware, mm the same mouf and design as her 
that way! Right out of the 
at prices that chrilled even the Scot 


“ 
- 





WO MERCHANDISING SCOOPS .. . 

and a doubled magazine circula- 
tion... that’s the 1847 Rogers Bros. 
advertising program for 1927. 


To reach the classes .. . we'll tell 
a “class” story with all the “class” 
flavor ...in the biggest “class” mag- 
azines. A unique campaign featur- 
ing silverware that intrigues the 
“class” taste ... a campaign that be- 
speaks quality, refinement, ultra 
smartness. 


These class magazines will broad- 
cast this novel, appealing campaign: 
Harper’s Bazar, Vanity Fair, House 
& Garden, Country Life, House 
Beautiful . a combined circula- 
tion of nearly 600,000 readers. 
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TIME AND TIDES ARE KINDLY TO COMELY CAPTAIN HOUSEWIFE 


MAY WE SEND YOU OUR HEW BOOK? 
a harereg ‘wile iwarrased ne 


“ *Srxss’ may do for the regular crew,” sighed the skipper of the good ship Homeland, 
“but for the sudden guest, I need a chest. . . with silver in Pisces or 8”... But no treas- 
ure-trove can forever elude the searches of Patience and Progress. So the dream of 
“eights” came true at last... A queenly silver service with covers for eight instead 
of the usual short-handed “sixes.” Gleaming knives, forks and spoons sufficient to 
take care of the extra mate and his lady . . . 34 pieces all told, of regal silver table- 
ware—in a gorgeous Spanish Treasure Chest, for $49.50 . . All silverware 
merchants are now starring the Pisces or 8 Chest in 1847 Roosas Bros. Silver- 
plate . . . with tea and dinner sets and supplemental pieces to match. 





; preter beaert folly camtgimeng 
eld meme of vugyzestrom for ite homen on bach forma! and rafermal ame aiming 
4 cpy yours for the astg, Betis o00. Adtron terested Siler 
Camper, 


Dope. 8, Morven, Come 


1847 ROGERS BROS; 


SILVER PLATE 
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LIMITED, HAMILTON, ONT. 











HARDWARE AGE, published weeklyr by the IRON AGE PUBLISHING 
class matter May 22, 1913, 


5c. each. 


at the Post Office at New te under the Act of March 8, 1879. 


S. A. Entered as second 


CO.. at 239 West 39th Street. New York, N. Y., U. 
$3.00 per year. Single copies 


(Printed in U. S. A.). 
Vol. 118, No. 18. 
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Vaughan’s 
Vanadium 
Hammer 


Easiest to Sell—and Every 



















Quick-Grip 





Sale Makes a Firm Friend a 
Vanadium 
’ ee Steel Claws 
The following distinctive features of V&B Vanadium 

Steel Hammers make it easy to close sales: 

1.Hammer head is forged from a solid bar of special analysis 
Vanadium Alloy Steel—and scientifically heat-treated. : 

! Shaping Here 

2. Patented Expansion Wedge—a forked barbed Red 
steel wedge driven between two copper pins that eauces 
make the steel claws spread out and sink deep into Vibration 
the wood. (Sample wedge for demonstration sent 
free on application.) wa 
3. Never Slip Claws—grip and hold any size nail—from spike to 
brad. Vanadium steel makes these claws resist a tremendous 
stress. 
4.Crowned Face prevents marring of woodwork when driving. 
The crown or “swell” on the sides of the hammer prevents denting 
wood in matching flooring and wainscoting. (To demonstrate this, 
a eon one mee - pen me _ mip : a ‘ae | Seasoned 
. opecia aping gives the handle a flexibility that takes all jar Bi ee . 
from the hand. hie, ’ Second 
6. Seasoned Second-Growth Hickory Handle. Hand shaved. No Growth 
other handle compares with the Vaughan. Hickory 
7. Wax Hole—a little ball of wax always on hand. Handle 


“+ 481+ 


V & B Drop Forged Steel Plane 


With a forged steel bottom that won’t break, no matter how far 
or how hard the plane falls. A bottom that holds the other parts 
in perfect alignment and allows quick and accurate adjust- 
ment. Makes a long, clean shaving, without chatter. 


ALSO 
Get Posted on V & B 


AXES CHISELS 
BRACES STAR DRILLS 
PUNCHES PINCERS 
WRENCHES Ete., Ete. 





Back of all V & B Tools are 5 years of practical tool making ex- 
perience, and a reputation for quality surpassed by none and 
equalled by few. , 


Send for our new 1927 catalogue 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Aakers or Fire Zoois 
Carroll Ave.~ ~ Chicago, Hh U.S.A, 


Wax Hole 


A little ball of wax 
always handy. 


























to. 2,766. 
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gags — Yesterday and ‘Today 
You now get 1000 bolts for what 30 


HARDWARE 


BOLT AND NUT INDUSTRY OF AMERICA 
M. 8UGG. 


Shactune for Oresmng Bot Heads 
Paterted Aug 3h. 1840 














|) pond making was a slow, hand 
operation before Micah Rugg de- 
vised equipment and methods for 
making bolts and nuts mechanically 
but little more than a century ago. 
Users were forced to make their own 
at great expense. The first “new fan- 
gled” machine-made bolts and nuts 
were bartered for other commodities 
instead of being sold for cash. 


The ingenuity, mechanical skill and 
business ability of the generations who 
followed the pioneers in the industry, 
however, have resulted in startling 
economies to present day consumers. 


St. Louis El Paso 


Los Angeles 


Detroit 
Sale Lake City 


Chicago 
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grames “) 


San Francisco 
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The ! € & a cul of a venetavic “ang mede boh + 
exact. «ge OF wh bes net defautey knows r ot 
e at least a century ago; atter which hand. 
prom ally fashoomed wntil the entrees 
chinery mm FS42 The cut Tom a phetoyraph furrishert 


by Henry MH. Clark, of Milldate, Co 

it as extremely probable that the indispeosaple article 
known in modern mechanical parlance as a “ bwyiy 
unknown to that busty old blacksmith. Vulcan 


was wholly 
whose bess 
ness it was to construct shields and armor for the heathen 
gads of the Olympian heights. He had an exaet knowledge 
i thunderbelts, no dows, hut. in fabricanny warlike imple 
ments from metal, his method of joining the various parts 
vas entirely confined to the use of rivets, witch were nothing 
gegre than short rods of iron, with “ swelled heads,” made 
te ( certain perforations of the several parts, wherein they 
. wee hammeted or riveted. and in the olden times, were 
wroigh by hand and made as they were needed This 








cost a purchaser as recently as 1847. 


Throughout its 61 year connection 
with the industry, the Lamson & Ses- 
sions Co. has constantly led the way in 
along list ofimprovements from which 

‘users are daily reaping the benefit. 


By the recent consolidation with 
another strong manufacturer—The 
Kirk-Latty Mfg. Co. of Cleveland— 
Lamson & Sessions is today able to 
give the trade even greater service and 
satisfaction in bolts, nuts, cotter pins, 
rope clips and special hot or cold up- 
set work. 


THE LAMSON & SESSIONS CO., 1971 WEST 85th St., CLEVELAND, OHIO 


mson & Se 


_Manufacturers of the most complete line of bolts in the country. 
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ARMSTRONG BROS. TOOLS 
are QUALITY Tools 


Skilled workmen prefer ARMSTRONG BROS. Pipe Tools because 
they know, from years of experience, that these fine tools stand up best under 
the strictest tests and all kinds of conditions. 


Wise dealers stock the Complete Line, in order to meet the constant 
demand. ARMSTRONG BROS. Tools assure greater turnover, more net 


profit and maximum satisfaction to customers. 





Sell the Line of Recognized Quality 


Over 33 years of fine tool making have convinced the tool- ° 
using world of the real merit of all ARMSTRONG products. 
Tool users, experienced in their selections, accept the ARM - 
STRONG Trade Mark as their Best Guarantee of Highest 





Write for This 


Quality Materials, Superior Design and Excellent Workman- Free Catalog 
ship. Play safe by handling the Quality Line. Shows the Complete ARM. 
STRONG BROS. Line of 


Quality Pipe Tools, which 
includes Stocks and Dies, 
Pipe Cutters, Pipe Wrenches, 
Chain Pipe Wrenches, Pipe 


Make us your source of supply and save money through Wieee, Sab, Aateetatie aaa 
: . and prices. Sent FREE, on 
freight allowances on shipments of 200 pounds or over. your request. 











ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. FRANCISCO AVE. CHICAGO, U. S. A. 
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s ell The Cross-Cut'Saws That 
Are TheWorlds FastestSellers 


More cross-cut saw sales and consequently 
more profit are available when you stock 
Simonds Crescent-Ground  Cross- 


Cut Saws. [These saws are known 


and used wherever timber is cut, 
and users demand them above all 
others. Quick turnover and cus- 
tomer satisfaction make 
Simonds Crescent-Ground 
Cross-Cut Saws a better 

Vis 



























Inspect your 
stock of cross- 
cut saws now 
and be sure that 
you have sufficient 
to meet your require- 
ments. Simonds Crescent- 
Ground Saws are standard 
and there is always a big de- 
mand for them. They are made 
ot high-grade steel, produced in 
Simonds own steel mill, and guar- 
anteed by the makers. Your jobber 
can supply you. 


SIMONDS 


SAW ano STEEL COMPAN Y 


Established I832 Fitchburg;\ Mass. 


dealer’s proposition. 
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Stock up 
with every 
electrician’s 
necessity 














nent customer. 











New York: 94 Reade St. 
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| HOME cannot have a Telephone, Door Bells 
and Electric Lights without wiring it—and a 
Home can’t be wired without Drills. 


For such electrical wiring, sell 


| Bell Hanger’s and Electrician’s Bits No. 109B 


THEY ARE 
NOT INJURED BY | 
| Plaster, Metal Lath, Nails and Fire Proofing 


Thus, these BELL HANGER’S AND ELECTRICIAN’S | 
BITS No. 109B make every electrician who uses them a perma- 


For Short Holes lay in a Stock of 
Wood Boring Brace Drills No. 109A. 


THE STANDARD [OOL (0: 


Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France—Burton Fils 
Copenhagen, Denmark—Nienstaed & Co. 
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Chicago: 552 W. Washington Blvd. 


——_ 
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A Library for the 
Advertising of 
NICHOLSON 
PUL... 
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Just as the modern library carries books 

and magazines covering nearly every 

conceivable subject, so NICHOLSON 

advertising for’27 includes newspapers 

and magazines covering practically all 
prospects for files. 


sop 











NICHOLSON 
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This 
“Advertising Library” 
Includes 


The Saturday Evening Post—Collier’s 
— thirty-six Metropolitan Dailies — the - 
Country Gentleman—eleven State Farm 
Papers and the Trade, Technical 
and Semi-Scientific Press 


The “readers” of this library total well 
over twelve million subscribers. Upon B= 
them constantly our advertising em- LA 
phasizes the importance of keeping gk 
enough files on hand so that they can 
use the right file for each filing job 


The teaching of this lesson will have a 


stimulating effect on sales. Especially as 
all NICHOLSON advertising urges the 


file user to buy from his hardware dealer 


OSy NICHOLSON FILE COMPANY 
USA. PROVIDENCE, R.1., U.S.A. 


(TRADE MARK: 


‘FILE 








~a File for 
Fvery Purpose 
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AMERICAN 
SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





“a cates 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Ilfinois 
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Graduation Presents 


Most boys who graduate from High 
School have studied manual training. 
Now that they can no longer use the 
school’s tools, they will want a set of 
their own. 


Stanley Tool Assortments make ex- 
cellent gift suggestions. Display them 
in your windows at graduation time. 


Let us furnish you with display material— 


1. Take advantage of the interest in suitable 
graduation presents for the boys in your com- 
munity by showing several attractive tool sets. 








2. To help you, we have an excellent three- 
piece window display on tools and tool assort- 
ments which we will be glad to send to you. Ask 
for Tool Display No. $150. 










THE STANLEY RULE AND LEVEL PLANT 
NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 










— 


Stanley Tool Display No. $150 


STAN LEY for Window and Counter 
(sw) 





















STANLEY TOOL 
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Mr. Robbins is expert 
in repairing furniture. 





Home 


v 


Mr. Robbins is the 
author of 6000 pub- 
lished articles. He 
saysPopularScience 
fills a niche that no 
other magazine 
can occupy. 





is his workshop 


—Popular Science 
=) -<= is his guide 


“DY profession I am a 
writer’’, says Mr. 
Robbins, “but around the 
house I am a plumber, 
blacksmith, decorator, car- 
penter, mason, painter and 
what-not. 
“Indoingworkandinbuy- 
ing tools, Popular Science 
is my guide. In every issue 
of this interesting magazine 
I learn ways of doing things 
which require additional 
tools. 
growing larger. 
“And Popular Science explains 
how to use these tools to best ad- 





FREE to 
Hardware Dealers 


For a complimentary copy 
of May issue, write on 
your business letterhead to 
Popular Science Monthly, 
242 Fourth Avenue, New 
York City 


Monthly, my collection is 


vantage. From experience I 
know that the advice found 
between its covers is sound. 
The many interesting de- 
partments of Popular 
Science ~especially the 
eighteen pages of the 
‘Home Workshop’ section 
—appeal to just such a 
handyman as I. Every issue 
influences me to increase my 
purchases from my hardware dealer” 





Forward-looking hardware manu- 
facturers are increasing their busi- 
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Mr. Robbins working 


on a storage battery. 


ness by advertising regularly in 
Popular Science. These concerns 
and Popular Science are increasing 
your business, Mr. Retailer, by in- 
fluencing the many readers of this 
magazine who live in your neigh- 
borhood to come to your store and 
buy tools, hardware and paint. 

No other magazine is thus creat- 
ing profits for the whole hardware 
industry: for the manufacturer, job- 
ber—and for you. 


Examine a copy of this sales- 
building Monthly. Shall we send 


you the current issue FREE? 
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Manufacturers Who are Giving You 


Simonds Saw & Steel Co. 


. . » Fitchburg, Mass. 
Prentiss Vise Company ..... ‘ ‘ 


New York, N.Y 


Trimont Mfg. Company ..... Roxbury, Mass. 
rn Tee. .aseeece ws Everett, Mass. 
David Mavdole Hammer Co... . Norwich, N.Y. 
Clemson Bros., Inc. ...... Middletown, N.Y. 
C.A. Shaler Company....... Waupun, Wis. 
Smooth-On Mfg. Co. ...... Jersey City, N. J. 
Silver Lake Company... . Newtonville, Mass. 
The Stanley Works ..... New Britain, Conn. 
Fayette R. Plumb, Inc. .... . Philadelphia, Pa. 
North Bros. Mfg. Co. ...... Philadelphia, Pa. 


Yale & Towne Mfg. Co... 


. Stamford, Conn. 





rn ae 





Sales Aid by Advertising Their Products in POPULAR SCIENCE MONTHLY 


Brown & Sharpe Mfg. Co. . . Providence, R. I. 
H. Gerstmer & Sons ........ Dayton, Ohio 
Goodell Pratt Co........ - Greenfield, Mass. 
E. C. Atkins & Co., Inc. . . . Indianapolis, Ind. 
Boston Varnish Co. (KYANIZE), Boston, Mass. 


Wo Ge Gh Pe ee ND 6 co oe ce eee Toledo, Ohio 
Electro Magnetic Tool Co. ...... Cicero, Ll. 
Twinplex Sales Co. ......... St. Louis, Mo. 
Ce. « on ween eek Rockford, Ill. 


Detroit White Lead Works. . . . Detroit, Mich. 
Parks Ball Bearing Machine Co., Cincinnati, Ohio 
South Bend Lathe Works. . . South Bend, Ind. 


Chisel-Edge Claw Hammer Co. . Hoboken, N. J. 
L. S. Starrett Company ....... Athol, Mass. 
New Jersey Wire Cloth Company, Trenton, N. J. 
Addison Leslie Co., Plastic Wood, Canton, Mass. 
Rutland Fire Clay Co., Patching Plaster and 


No-tar-in Roof Coating ..... - Rutland, Vt. 
cr ae GD Com 6 O64 606 0% Chicago, Illinois 
Waco Tool Works ........ Chicago, Illinois 
Nicholson File Company... . Providence, R. I. 
Sargent & Company.... . New Haven, Conn. 


Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Company .... Millers Falls, Mass. 
The Carborundum Co... . Niagara Falls, N. Y. 


Every tool product advertised in Poputar Science is guaranteed after test 
and approval by the Poputar Science Institute of Standards. 





Popular Sc 


1ence 


MONTHLY 
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ASK ME ANOTHER! 





WHO MAKES 








Champion 
Screw Drivers? 


ANY JOBBER 
KNOWS. 





BY THE WAY 
DON’T YOU 
NEED SOME? 
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Sargent cylinder padlocks 
can’t be coaxed or cowed 


SELL security. There’s greater 
profit in pushing the better 
kind of padlocks. Even those 
people who want something 
“very inexpensive” can be 
sold the protection of Sargent 
cylinder padlocks. Point out to 
them that the mechanism here 
is the same as in the locks on 
their front doors. Show that 
twisting or prying won’t open 
them — that spare tires, tool- 
boxes and garage or cellar 
doors and windows equipped 
with them are as secure as pad- 
locks can make them. Your 
customers will be quick to agree 
with your suggestion that in 
these days a poor lock is hardly 
better than no lock at all. 


SARGENT & COMPANY, 


Yet Sargent cylinder locks 
are by no means expensive. The 
prices, which vary according to 
size, amount only to a few cents 
a year for theft prevention. 
Years and years of service are 
stored up in the smooth-work- 
ing mechanism that’s so snugly 
protected within each sturdy 
casing. Sell Sargent cylinder 
padlocks for the maximum in 
padlock ‘security. Sargent sub- 
cylinder padlocks, lower in 
price, are suitable for use in the 
many places not generally sub- 
jected to lock smashing tactics. 
Assortment No. 501, containing 
twelve cylinder and subcylinder 
padlocks, includes a free dis- 
play board. Write for prices. 


Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive (at Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Aocks & Hardware 
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There are 


887,339 


Carpenters 

in the 

United States— 
and everyone 
has a place 

in his tool kit for 


Carborundum 


REG.U.S.PAT. OFF. 


Combination 
Stones 


Loo know just how many of this great army of crafts- 
men come to your store for tools and equipment. 
And you also know that it will take but little sales effort 
to interest them in a Carborundum Combination Stone 
to keep their edge tools fit. 

One sure way of stimulating your sales of these stones is 
to use the display panel illustrated above. It carries six 
of the actual stones in the popular sizes—plainly priced 











and numbered. P 
This No. 10 Combination Stone Display is free with an ; 
assortment of the stones. i 
GLAD INDEED TO SEND YOU FULL DETAILS ft 
USE THE COUPON - 
r The 
e i Carborundum : 
Carborundum Sh St J erin 
alr OTrun um arpening ones if Niagara Falls, N.Y. ° 
Complete the Tool Kit ra Please send me the details 
° ff regarding the No. 10 Com- 
F bination Stone Display. 
THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. ri 
CANADIAN CARBORUNDUM Co., Ltp., NIAGARA FALLS, ONT. f wes SS Ps 
Sales Offices and Warehouses in of S 
Carborundum is the Registered Trade Name New York, Chicago, Boston, Philadelphia, Cleveland, Detroit f ree ~ — 
py npr righ ng ee _ Cincinnati, Pittsburgh, Milwaukee, Grand Rapids f City inn 
devanante Gants radon The Carborundum Co., Ltd., Manchester, Eng. Pd ae To eee ane =F 
My Jobberis_ Sacha jain 
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HARVESTER @ == 
HAY CARRIEKS 


No. 493 Fork Carrier 
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Built extra 
strong where 
strength is need- 
ed. Come back 
year after year 
ready to do their 
big job without 
delay or expense. 


AAD .. 
| 2 ‘yy No. 1126 Cross Draft 


\ \ It’sTime 
» wi to Sell 
Hay Tools 


This season 
will be a big 

X one for Hay- 
ing Tools 

and the 


i 
" dealers with 
\\ complete 


stocks from 
the Harvester 
Linewillprofit 
accordingly. 


Pulleys, Forks, Slings and Everything 


Send for the 288-page book. 
Describes every practical help 
"7 for making hay in the most mod- 
y ern way. It shows why Harvester 
Carriers are the choice of farmers 
who investigate and why they should 
be the choice of dealers who want to 
make more money by serving their trade 
better. Also describes the complete Star 
=) Line of modern barn fittings and other 
Track 3 =hardware specialties. 


HUNT-HELM-FERRIS & CO., Inc. 


Established 1883 
Albany, N. Y. HARVARD, ILLINOIS San Francisco, Calif. 


Manufacturers of 
Stalls 









~" i a ~~. 




















Also No. 494 for N 
Wood Track 


—_ > > 







Also No. 1127 
for Wood 
Track 


jaa Stanchions 
2, mA Water Bowls 
ae Cait Pens 
Cow Pens 
Bull Pens 
Litter Carriers 
Door Hangers 














Equipment. 























‘Thats it- right there 


No hesitation—no unsatisfied withdrawal—no half-pleased 
customers—when there is a WCl1 Display Case to select 
from. There they are in plain sight. The tool-buyer com- 
pares them, measures them up beside his own visualized 


knowledge of the job to be done and gets exactly the one. 


he wants. 


Every tool is tagged with its correct catalog number and 
retail price. This makes it easy for a customer to quickly 
select what he wants, and for the dealer to reorder. The 
size of the Display Case is 24% x 4814, and is furnished 
at the price of the tools only, with no charge for the Case. 


If you haven’t yet obtained a WC1 Display Case, let us 
send it, through your jobber, in time to help you meet the 
spring demand for Crescent and Smith & Hemenway 
Wrenches, Pliers and other small tools. 


CRESCENT TOOL COMPANY 


204 Harrison St. Jamestown, N. Y. 


CRESCENT 


and Smith &Hemenway 


TOOLS 


Made under the supervision of and guaranteed by the 
originators of the Crescent Wrench 
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59 best sellers 
at a glance 


The wrenches and pliers in 
the WC1 Display Case are 
fast-selling types and sizes. 
They are in constant de- 
mand among car owners, 
electricians, ‘farmers and 
general tool-users. 


x * * 


Below is illustrated one of 
the Crescent cutouts for 
displaying wrenches and 
pliers. They are supplied 
in sets of six to all dealers 
handling Crescent and 
Smith & Hemenway _, 
Tools who wish to fay 
use the cutouts i, - 
dt 







for window or 
counter dis- 


play. 
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fans and 
ventilators | 


When you sell your customers electric fans and 
ventilators, you are selling them coolness, comfort 
and health. And when you sell them R & M— 
you are selling them all that plus year round, long 
time service, backed by a national reputation that 
will clinch the sale. 

An R & M fan, either household or commercial 
type, has these undisputed 
strong points: low operating 
cost, durability; (the best 
bronze and steel ), smooth, silent 
operation (typical of R & M 
motors), and a wide angle, large 
volume air distribution. 














= 526 


An aspect of fan and ventilator sales not 
to be slighted is their need for keeping air 
pure and fresh at all times in the year. 
People will use more R & M fans in homes 
and offices when they realize how 
little it will cost them to keep 
the air fresh and circulating — 
winter as well as summer. 

Do your customers all know 
) these facts? Write for interest- 
—— ing booklet and price list. 





Distributed by 


George Worthington Co. 


Cleveland, Ohio 
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The Corbin name— 


what does it mean to 
the Corbin Dealer? 


—THAT he is backed by the most complete 


line of Good Hardware made, a line that 
answers every need. 


—THAT he is backed by over three quarters 


of a century’s experience in the making of 
Good Hardware, hardware that looks well, 
and works well, and lasts long. 


—THAT he is backed by the prestige of 
the Corbin name. For Good Hardware,Corbin, 
has been chosen for buildings such as these— 


Grand Central Terminal 
Pennsylvania Terminal 

American Telephone & Telegraph 
Equitable Building 

Paramount Building 


General Motors Building, N. Y. 


A few words about another Corbin achieve- 
ment — the Master Keying System 


The Corbin Master Keying System shown 
in our May advertisement is one of the 
many advantages Corbin hardware offers. 
It’s different, too. The double ring allows it 
to be expanded indefinitely. It can be sup- 
plied for homes or for the largest sky- 
scrapers. Why not suggest it to prospective 
builders when they come to 
you for hardware? 


OW does it work?” 

4 You can get from us 

a cut-open cylinder to clearly answer that 

question. Let your customers study it out 

for themselves. They’ll become interested— 

and nine times out of ten their interest will 
lead to sales. 


E’RE always glad to supply 

Corbin Dealers with 
booklets describing the Master 
Keying System, imprinted with 
their names. Builders are inter- 
ested in anything new. Booklets 
such as this influence their buy- 
ing when they build. 
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Buildings will never grow so large that one 
Corbin key can’t open every door 


If you owned a building with 10,000 doors—each door guarded by a 
different Corbin lock—one Corbin Master Key could still open every 
one. Sounds like magic! But it is nothing more than Corbin ingenuity 
and the Corbin Master Keying System. 


With it one key will open every lock in your home, your office, your 

store or factory —though each lock be different, each with its own 

key. Tell your architect before you build that you want this Corbin 

convenience as well as Corbin security. 

We can’t tell the story here, since NEWBRITAIN 
7 P. & F. CORBIN 1849 CONNECTICUT 


but may we send you a book- 


lee (C-5) which completely Hard 
cuiaies the Coibies Bdmen The American Hardware Corporation, Successor 
Keying System? New York Chicege Philadelphia 
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A Mapison, Wisconsin, Clothier 
found that he was having a run on 
a special suit of collegiate type. He 
called the Chicago manufacturer on 
Thursday morning. Eight suits 
arrived on Friday. The entire lot was 
disposed of Saturday. “Had it not 


Te, 
i 
UTA 6 











been for the telephone,” he writes, 





From ALL parts of the country comes “we would not have been able 
similar news. From Wheeling, West tO satisfy the demand for a week- 


Virginia: “A tremendous demand for end business so profitable to us.” 


slickers caused us to save many sales 
that would have been lost, had we care of rush orders. ... The only satis- 


not used the long distance telephone to factory way.” Cincinnati: “Long Distance 
secure immediate shipments.” Louisville, in our case is just as important as the 
Kentucky: “We use Long Distance for local telephone.” 

making purchases... for hurrying along There's scarcely a business in this 
information and shipments....In many country that could not use long distance 
cases it has saved us trips to market.” calls to cut costs, save trips and get 
Rochelle, [linois: “. . . not a week goes needed goods. They'll nearly always cost 
by but we use Long Distance to take less than you think. . . . Number, please? 


BELL LONG DISTANCE SERVICE 
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Gas is made from Kerosene in a 


M*NEW METHOD» 


BASE BURNING~NO WICK BURNER 
ata cost of 60 Cents per 1000 cubic feet 
Burner started with Electricity 


5 so, 


7. 











NO ODOR NO DELAY 
NO CARBON NO CLEANING 
NO BLOWING OUT NO RENEWALS 
remree 
: Cookers — Ranges Water Heaters 
5 Equaling the best Grade Gas Ranges in Construction, Finish, Operation and Durability 


Complaints and Servicing Are Practically Eliminated 
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KOR GR | vx O20 DU SU SC SOS > Ck ROR BU OR nF NOM Og, SRS Rey 
Price $5690 Price $17000 Price less Tank $4509 
[ WRITE FOR COMPLETE CATALOG AND DISCOUNTS 


THE NEW METHOD STOVE CO. MANSFIELD,O. 


Makers of Highest Grade Kerosene and Gas Ranges, also Radiant 
Heaters, all having exclusive Patented Improvements of Merit 
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o Tlurnable 


Your Customers Will Appreciate 
This New De Laval Feature 


Supply Can 


seen and tried the new 1927 
De Lavals are pleased with 
the turnable supply can— it is 
so handy and convenient. The 
supply can may be turned so 
that tinware and bowl can be 





~other features 





put in place or removed, even 
though the supply can is filled 
with milk. This is just one of a 
number of new features on the 
1927 Series De Laval Separators, 
which are everywhere being 
praised as the best separators 
ever made. 


2. Easier Turning: For three years the De 


Separator users who have 





Laval experimental and engineering departments have 
been conducting extensive tests to develop still easier 
turning separators. The results of these tests are 
embodied in this new series, which both start and 
turn easier than any other machines. | 


3. Oil Window: The new oil window enables 
you to see at all times the level and condition of the 
oil. It shows at a glance whether or not the separator 
is being properly oiled. 


4. Floating Bowl: All new De Lavals have 
the wonderful “floating bowl,” now used in 
De Laval Separators with such splendid results. It is 
self-balancing, runs smoothly without vibration, with 
the least power and wear, skims cleaner and delivers 
a richer, smoother cream. 


The De Laval Separator Company 


SAN FRANCISCO 
600 Jackson Blvd. 61 Beale Street 


NEW YORK CHICAGO 
165 Broadway 
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BUSINESS 
Is GOOD 


De Laval business is good. 
More De Laval Separators are 
being sold than for any corre- 
sponding period during the past 
six years. More De Laval 
Milkers are now being sold 
than ever before. De Laval 
dealers are finding their agencies 
increasingly profitable. De Laval 
is the line of quick turnover, 
easy to sell, and makes friends. 


Splendid opportunities for 
live-wire agents. 
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CMIRRO 





The Finest Aluminum 





349-M —Spring-Form Torte and 
Cake Pan (with plain inset; in- 
struction leaflet enclosed) 








2805-M — Cake Decorator Set (in dis- 
play carton; eight interchangeable 
tips; instruction leaflet enclosed) 
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‘The BEST COOKS use 


luminum 








Retails for $1 


Mirro advertising in the Ladies’ Home 
Journal and Delineator in July, Sep- 
tember, and November, and in Good 
Housekeeping and Woman’s Home 
Companion in August, October, and 
December, will feature this remark- 
able $1 combination special and send 
the buyers to you to get it. 

Think of the novelty appeal of this 
combination. Every woman wants a 
spring-form torte pan and cake deco- 


"New 


Nationally advertised 


rator. Think of the value appeal. Every 
woman will be glad to pay $1 for this 
complete outfit. 

We are pricing the combination to 
you so you can retail it profitably at 
this exceptionally attractive price. We 
are including a beautiful four-color 
display poster with every shipment. 
And we are backing you up with six 
months of national advertising. 

The first advertising appears the 


f This fast-selling 


° combination special 


’ Order now 


end of June—and you will want to be 
ready so your customers can get the 
set from you. We are also offering 
it by mail in order to make the maxi- 
mum number of newfriends for Mirro 
in your territory—dut what we want 
1s to have you make every sale. 

So use the coupon below now. Get 
full information and be all set to get 
your share and more of these ready- 
made DOLLAR SALES. 


ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WISCONSIN, U. S. A. 





SOROS O EEE EEEEEEEEEESEEEESEEEEES ES ESEOEESESOSESEEESE SEE SEEEEEESESEEES TEAR OF F - HERE _ cececccccccccccccccccccsccsccssssesseesese sees esses sees sesesesseeees 
PLEASE RUSH Aluminum Goods Manufacturing Company, Manitowoc, Wis. NAME... anon nee evnnenenenenn nee ' 


INFO RMA TIO N Please send full information as to prices, terms, packing, etc., STEEN FETE eee 


on your Mirro torte pan and cake decorator combination special. 











SIZE: 15 x 26. LITHOGRAPHED IN 9 COLORS 


Now Comes The Big Ingersoll Season 


HARDWARE AGE May 5, 1927 


This Sales Making 
Display FREE 


with § pecial 
12-Watch Assortment 


Retails at 
each 


4 Yankee . : , . , - $1.50 
1 Yankee Radiolite , . ‘ 2.25 
lL Junior . ; ‘ , : » Sean 
1 Midget ‘ : , ° . 3.25 


2 Wrist (plain dial) . ; ; »- 3.50 
2 Wrist Radiolite . ; : ° 4.00 
1 Waterbury . ‘ ; , ~ 4.50 

2a... « « ORAZ 





OUR customers and those you would like to 
have for customers, are getting outdoors now— 
driving, working in the field, playing golf, camping. 
When this time comes they always need Ingersolls. 





You can depend on Ingersoll advertising to remind 
them of their need. The Ingersoll “Outdoor Time” 
Advertising Campaign will be even larger and 
more extensive than usual. 


The display pictured above, in your window, will 
bring customers into your store. It says in a flash 
that your store sells Ingersolls. It features the Yankee 
and Wrist Watch, the two biggest selling models. 
Heavily mounted, displays actual watches, a real 
sales maker. Free with assortment above. Order 
from your jobber or direct. 


New York Chicago San Francisco 


INGERSOLL WATCH Co. Inc. 30 Irving Place 7 215 W. Randolph St. ” 290 First St. 
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Installed At a Fraction of 
the Cost of Installing 
Ordinary Locks and Latches 





Dexter Solid Brass Front Door Lockset, fitted 
with 5 pin tumbler lock. 
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Dexter Individual 5-pin tumbler lock. Ideal 
wherever maximum safety is desired. Less 
expensive locks of the dead bolt type for in- 
terior doors are available. 





TUBULAR LOCKS and LATCHES 


Appropriate Models For 
Every Door In the House 


With the advent of the Dexter solid brass front door 
lock set, fitted with 5 pin tumbler lock, the superior 
tubular type of lock and latch is now available in 
appropriate models for every door in the house. 


This famous tubular principle as developed in 
Dexter latches eliminate ‘four-fifths of the ordinary 
installation cost—assures positive action and a life- 
time of trouble-proof service. 


The thousands of builders who use and heartily 
endorse Dexter locks and latches for Interior doors 
—French doors—Screen doors and cupboard doors 
will welcome the new front door locksets. 


If you are not handling this highly 
profitable line, write for details NOW. 


NATIONAL BRASS CO. 
1601 Madison Ave., Grand Rapids, Mich. 








French Door and 
Screen Door Models 
made in a variety of 
styles—with one or 
two knobs either in 
glass or brass—with 
or without lock—all 
finishes. Models for 
rabbeted doors. 


ALL DEXTER LOCKS 
STALLED BY SIMPLY 





Cupboard Latches. 
Far superior to any- 
thing on the market 
—Glass, Opal or 
Brass knobs — all 
finishes—three sizes. 
Models for rabbeted 


doors. 





AND LATCHES ARE IN- 
BORING TWO HOLES. 
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with full width shelf and oak rim. 
in medium oak or mahogany color. 








HVERY ITEM IN STOCK—OUT WHERE CUSTOMERS SEE THEM, PRICE THEM AND BUY THEM 


Making every foot of space 
sell Hardware PROFITABLY 


Folks like to shop around—do their own buying. Why allow one single 
hardware item to remain hidden behind counters, on shelves, or in their 
original packages—dead stock, slow moving because hidden away? 


With “DULUTH” Open-Display Equipment hardware merchandising 
is put on its simplest and most profitable basis. Every foot of space is 





Duluth No. 514 


Open-Display Table 


Length seven feet, width thirty-two inches inside of 
rim, height thirty-four inches. Made of white wood 


Lacquer finished 






organized for selling, every item out in plain sight 
and plainly priced where the customer can see it 
and examine it—and buy it, quickly. 


A Complete 
National Organization 


“DULUTH” gives complete merchandising service, merchandis- 
ing engineers can come and sample the merchandise, arrange the 
store and organize all items in stock for effective selling. 


Why let another day go by without learning more about how 
other successful hardware merchants are using the “DULUTH” 
method to increase their sales and profits’ 


Find out now. Write to us on your business stationery: “Send 
me your catalog.” 


Or, just say the word, and we will have the “DULUTH” 
man call. 


DULUTH SHOW CASE CO. 


Manufacturers of the original Steel Drawer Mail Counter, Display Tables, 
Window Display Fixtures and ‘“‘DULUTH’’ Self-Serve Equipment. 


Duluth, Minnesota 


BUSINESS ANALYSIS—STORE PLANNING—INSTALLATION—SAMPLING 
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PTON STEEL HARD 


Saves 
SDaACE 


Carries 10% to 40% more stock 
in the same floor space. 





Gives your store a modern, or- 
derly and systematic atmosphere. 


Has practically no depreciation. 


The compactness of Lupton Steel 
Hardware Display Equipment is 
the result of 10 years’ careful 
study of display and storage prob- 
lems. 


Begin its use at once. Install the 
units shown here and expand as 
convenient. 


All Lupton Equipment is stand- 
ardized, sectional, interchange- 
able, space-saving, fireproof, and 
doubles the efficiency of your 
service. 


Special for May 












7 Sixteen-roll 
steel rack 





The Lupton self-merchan- 
|diser for screen wire. 
Compact, convenient, 
“eliminates waste. Stock 
on hand is always visible. 
Height, 5 feet 5% inches. 
Fluor space required, 18 
| inches by 39 inches. Price, 
| $16, f.0.b. Philadelphia. 
| Immediate delivery. 








DAVID LUPTON’S SONS COMPANY 


2211-y E. Allegheny Avenue, Philadelphia 
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Our Other Brands of Screen Cloth 
Wickwire Premier 


Cortland Black Enameled 


Cortland Gray-wick 
White Metal Finish 


‘ 
‘ 
‘ 
' 
‘ 
‘ 
‘ 
' 
=: 
' 





You cannot sell a more satisfactory wire cloth. 
Your jobber will supply you 


HARDWARE AGE 


Bronze Screen Wire Cloth 


Ice 





2 
Customers have written us that WICKWIRE BRONZE Wire 


Cloth is still good after 24 years of service. 
This unusual service is the best proof of satisfactory wearing 


quality. WICKWIRE BRONZE is made from a special alloy 


of 90% Copper and 10% Zinc. 
WICKWIRE BROTHERS BRONZE Screen Wire Cloth is 


sary tensile strength, as well as the ability to resist corrosion, 
always made from Full Gauge Wire. 


which rapidly ruins pure copper. 
Every operation from raw material to finished product is done 


under our own supervision. 


after roll has withstood the severest climatic conditions. 


18 Mesh, in even inch widths 18” to 48”. 


is not affected by salt air, acids or gases. 
roll. 
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Still Good 
After 24 Years 
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a Casters do 
everything that a perfect caster 
should do. They do none of the 
things that ‘tmakeshift”’ casters 
invariably do— 






& 









Bassicks roll easily, always. They 
roll quietly—smoothly. Bassicks 
save time — save eftort—save 
furniture from strain and dis- 












ra tortion—and save floors. Hence 
safe for selling. 
Xa And remember, when you dis- 
‘ Ow play Bassicks you display a cas- 
eh ter that is— 
No 


1—Nationally advertised 
2—Nationally known 
3— Nationally used 


So—Make Your Store Bassicks 
Headquarters FIRST 















Aw 
QF 
bp 
Bassicks are advertised — each od 
month—to 5,000,000 women— ¢ : 


your customers. Itwillpayyouto =f %, 
, cultivate them. Look for Bassick %.” 
Sm advertising in The Saturday Eve- 

ning Post, House Beautiful, 

House and Garden and Better 


Homes and Gardens. me - 
Gn, 
Ss) Na 
‘ é & ) ‘. 
be 





Casters 


THE BASSICK COMPANY 
(A Division of Stewart Warner) 
Bridgeport, Conn. 





aSSIC 


For thirty-one years the leading makers of Better Casters 
for home, office, hotel, hospital, warehouse and factory. 


ba 
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Regier Chote UNIFORM QUALITY and ADEQUATE STOCK 
aa torsaas The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicage, Philadelphis 
Western Factery—Dayten, Ohie 















































| Order Your Complete Line of 
SPRAYERS: PLANTERS 


Srom one house 


ACME. hand operated Sprayers, Atomizers, 
Dusters, Corn and Potato Planters are sold 
by reliable jobbers everywhere. Carry a min- 
imum stock and _ replenish quickly from 
your nearest jobber—profit by the smaller in- 
vestment and quicker turnover. Insist on 
ACME tools and always have uniformly 
good quality — 


The Best Known 
Fastest-Selling Line 


Our nationally advertised slogan: “If 
it isn’t all right, bring it back,” establishes 
the confidence of your customer in ACME tools. Our 
factory, the largest in the world manufacturing hand 
sprayers and planters exclusively was enlarged this 
year to take care of the increasing demand. This 















REGISTERED 


new, 140-foot, two-story addition equipped with the Get Our New 
most modern machinery doubles our capacity—assures Complete Catalog 
quality at an attractive price. ee a ae ae oan 
cyclopedia of hand spray- 
ers and planters—all prac- 
Potato Implement Co. tical styles. Attractive 
Dept. 11 Traverse City, Mich. dealer helps. Write today. 


T-2-26 
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RIFFIN Butt lames 
are made to conform to 
and harmonize with 
every scheme of mod- 
ern architecture and 
interior appointments 


Manufacturing Co 
ERIE, PENNSYLVANIA 


ms re poe — 
NEW YORK, 45 Warren St. 

CHICAGO, 555 W. pmo pe A st. 

BOSTON, 124 Peart 

















Outside Your Door 
is A Rich Territory, Too! 


The Chambers Hardware Co., Matewan, W. Va., 
saw still further opportunity to expand sales and 
installed Warren Fixtures. They write:— 


**Since installing Warren Fixtures, we have been draw- 
ing trade from sections of the country that heretofore 
had gone to other stores, It is now conceded we have 
the leading Hardware Store in this part of the country, 
and our trade has grown in greater proportion than 
expected from our investment in fixtures. Our stock 
is displayed in a way that increases its selling power 
several hundred fold.”’ 


Outside your door there’s probably a rich territory, 
too, that Warren Fixtures will help you reach. 


Warren Fixtures, Display Tables 


and other Store Accessories attract customers and 
literally display your merchandise where it can be 
seen. They save time, speed turnover and reduce 
overhead. Customers are actually induced to wait 
upon themselves—quickly. 


Why not let a Warren Representative show you 
how such equipment, scientifically arranged in your 
store, will attract trade; increase sales, and ease your 
daily routine? 


[ft planning store changes, send for a Catalog of War- 
ren Fixtures. Check and mail the coupon. 


If interested in more sales from Displays on Tables, 


write for folder ‘‘Attract More Sales.” Check and 
mail the coupon. 


“THE WARREN BLUE BOOK” of successful floor 
plans developed for other retail stores is free. Check 
and mail the coupon, 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, Illinois 


J. D. WARREN MFG. CO., Chicago, IIl. 


‘ 

’ 

' 

' 

Please send me: [] The Warren Fixture Catalog. 
‘ [] Display Table Folder—‘‘Attract More Sales.’’ 
; [] The Warren Blue Book. [] Sample Holder 
; Folder No. 65, as featured in Hardware Age. 
‘ 
' 
' 
' 
' 
i 
‘ 
' 
' 
' 
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FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 
Selling Agents 


Wiebusch & Hilger, Ltd. 


W. ROSE 


Pointing Trowel No. 





Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 


Shank and handle are right. 


75 


New York 








“Old Fashioned” 
Ouality 


Draw Shave 
For Telephone Work 





This shave is the one 
most largely used by tele- 
phone and telegraph com- 
panies and has a large sale 
for other purposes. 


This is just one of our many shaves as shown 
in our new Carpenter’s Catalogue just received 
from the printer. 


Write Us For Your Copy 


THE L. & I. J. WHITE CO., Inc. 
125 Columbia St. Buffalo, N. Y. 











One Good 
Tool Helps 
Sell Others 


MANY dealers find it 
profitable to display 
Coes Wrenches along- 
side of other tools. They 
have found that one good 
tool helps sell others. 
Try it. 


Your Jobber will 
supply you. 





COES WRENCH CoO. 


“In Business Since 1841” 











Worcester Mass. Sizes: 
6” to 21” 
SELLING AGENTS 
5. © BEOCARTY @ OO. .ccscoses 29 Murray Street, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 
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CFA/N “RED END’? RULES 


STRIKE PLATES — SPRING JOINTS 


A NEW AND BETTER RULE, OF SUPERIOR QUALITY, FINISH AND 
APPEARANCE 


Snow White and Cream Enamel Finishes, Beautiful and Durable. 
Working, Rust Proof. Brass Strike Plates, Preventing Wear in opening and closing. Rules furnished with 


THE [UFKIN foULe (0. 


SAGINAW, MICHIGAN 
NEW YORK WINDSOR, CAN. 


TAP ES—RULES—TOOLS 


Spring Joints of Solid Brass, Firm, Smooth- 
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Why 
American Steel & Wire Company Fences 








are easy to sell 











—_ 
. m — 
There are definite reasons why dealers find it easy to sell fences 
made by the American Steel & Wire Company. 
] Reputation. For more than twenty-six years farmers have used our fences—with 
good results. 


We guarantee our fences to equal or outlast any other fence made of the same 
size wires and erected under the same conditions. 


2 

3 Our warehouses are strategically located, protecting the dealer against loss of 
a sale where unusually large quantities of fencing are wanted quickly. 

4 


Our national advertising is constantly telling the story of American Steel & Wire 
Company products to farmers everywhere. 


Write today for complete information, including details of our merchandising policies. 


| Zine [nsulated : 
AMERICAN, ROYAL, ANTHONY, U. S. 
NATIONAL, MONITOR and PRAIRIE 


DEALERS WANTED EVERYWHERE—Write for Sales Plans 


oe nate-stesipeatarcenmmasta 


eee 


SALES OFFICES 


Chicago. .208 So. La Salle Street Minneapolis-St. Paul...Merchants Birmingham...Brown-Marx Bldg. Pittsburah........ Frick Building Buffalo....... 670 Ellicott Street ) 
Gtevetend....Redetdier Bullies Gt, teas. see ble Ge male Philadelphia. ...Widener Building Wilkes-Barre...Miners Bk. Bldg. | 
Detrolt Foot of First Street Kansas City..... 417 Grand Ave. Union and Planters Bank Bldg. atianta...... 101 Marietta Street Dallas... ... Praetorian Building 
iain gt . Oklahoma City New York......30 Church Street Worcester......94 Grove Street Denver..First National Bk. Bldg. 


Cincinnati....Union Trust Bldg. First Nat’l Bank Building Boston....... 185 Franklin Street Baltimore..32 So. Charles Street Salt Lake City.Walker Bk. Bldg. 


UNITED STATES STEEL PRODUCTS COMPANY, San Francisco, Los Angeles, Portland, Seattle 


AMERICAN STEEL & WIRE 
Company | 
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r Weatherman 


isnt up On etiquette 








He doesn’t give warning 


when he visits you. No en- 


graved invitations saying: 


WAGNER ELECTRIC CORPORATION, 6400 PLYMOUTH AVENUE, SAINT LOUIS, MO. 


O, sir! Old Sol will be at you with a 

vengeance before you know it. And 
will you be ready to take advantage of the 
rush for fans with a complete Wagner 
line? 

Wagner fans are designed on scientific 
principles. Their fan-blade pitch is differ- 
ent. Instead of batting it noisily like the 
ordinary fan, they slice the air, delivering 
a long, strong beam of breeze, directed 
wherever you need it. They can cool large 














ye 
aa avery. 


rooms because they move large volumes of 
air. 

No magnetic hum with the Wagner 
motor, the heart of every Wagner fan. 
Nice coordination of moving parts pre- 
vents creeping and buzzing vibration. 

Order the Wagner line before it’s too 
late. Every fan is fully guaranteed. 25 Wag- 
ner service stations throughout the coun- 
try back that guarantee. Your distributor 
has complete Wagner information. 


Wagner Fans 
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No. 34-54 Power Pulley — 
Copper tub—submerged 
agitator type—for pulley use 
where power is already bY 
available. g 


For homes without electricity 

















Electric—Copper tub, 
} submerged agitator type. Posi- 
lay FF sense al 


For homes with electricity . 


e Horton 
No..34 Series 
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No. 34-64 Gasoline Powered 
— Copper tub, submerged 
agitator type, with inbuilt 
grsoline engine. 

For homes without electricity 






ing action. 





See 


ISTINCTIVE in the washing machine industry 

is the New Horton No. 34 Series, offering this 
proven submerged agitator type, in three differently 
powered units. 


— it means that every prospect may now be served 
with the kind of power necessary, in 
the agitator type generally preferred. 


—it means the broadening of your mar- 
ket, the opening of newsales possibilities. 


Horton 
—it means standardization of one proven  4utomatic 
ie" . Ironer 
principal for every kind of power. 30-in. open- 


end roll; elec- 
tric or gas 
heat; electri- 
cally driven. 


The Horton No. 34 Series is designed 


and built on principles which have sus- 


HORTO) 











tained Horton’s reputation among jobbers and dealers 
the country over for more than half a century. 


Whether your prospect lives in city or rural com- 
munity — whether the need be for electric power— 
— power—or pulley power, the Horton No. 34 
meets the demand. 


The Horton jobber near you will gladly 
give you complete information on the 
No. 34 Series—or write us. 


Horton makes a complete line of elec- 
tric, copper and wood tub washers— 
also hand-operated washers. 


HORTON MANUFACTURING CO. 
FORT WAYNE, IND. 


‘Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 





HARDWARE May 5, 1927 


ATKIN 


g SILVER 
STEEL 


THE FOUR HUNDRED 
WORLD’S FINEST SAW 


This saw is the standard for excellence. Made 
from “Silver Steel’’—Atkins exclusive formula; 
> gauges taper ground; mirror polish; equip- 
ped with handle of solid rosewood and 
nickeled screws—Perfection Pattern—pre- 
vents wrist strain. 


The cutting efhiciency of THE FOUR J 
HUNDRED is unquestioned; its use J. 
among better carpenters’ is becom- £ 
ing universal; its design is abso- 

lutely exclusive and distinctive; 


furnished in Regular, or Narrow 


Ship Pattern. 


; 


Sales and Profits 


Every first class hardware store should stock this 

and other Silver Steel Saws. Your customers are 

bound to obtain SERVICE in all of the ATKINS 
QUALITY SAWS you sell. 


For yourself you will receive that “customer friendship” and 

confidence that only Atkins Silver Steel Saws command. 

Atkins No. 401 is the same grade of saw except it is Straight 
Back, and made in Regular Narrow Ship Pattern. 


Write for literature. 
“Pointers,” “Saws in the Home” 


“How to Sell a Saw” 
Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 


Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 

Paris, France Vancouver, B. 









FOUNDED 1855 
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Strategy 
BOOS Wy OF BOe Di BOG is vin i is vce cece ccccc cece 39 
LT was the famous Marshal 
There Are Two Distinct Markets for Tools............... 40 Saxe who said, “Battles are 
the resources of ignorant Gen- 
Everybody's Business, by Floyd W. Parsons............. 41 erals: when they do not know 
what to do they give battle. 
How Jack Ruelius Resolved $1000 Capital Into $85,060 Strategy ts better generalship 
a 42 than battle, in business as m 
warfare. Desperate sales ex- 
The Club Car, by Saunders Norvell...............000.5- 44 || ecutives bring on price wars and 
bitter competitive battles, not so 
How to Decorate Window Displays with Crepe Paper.... 47 often through ignorance as 
through loss of that clear per- 
With the Southeastern in Jacksonville................... 48 spective which only a trained 
outside observer can maintain. 
15,000 Customers Reached by Letters.................... 56 —The Lillibridge Viewpoint. 
Four to Six Stock Turns Annually in Cutlery............ 87 
What Our Readers Say— 
DEPARTMENTS: I get a great deal of benefit and 
enjoyment from reading HARDWARE 
AGE. In a recent tissue the article, 
Current News of the Trade....... NS SPE eee 69 “A Practical Story on Retail Ad- 
vertisng,’ was very enlightening 
8 ee ee 66 , and should have been of denent to 
any dealer reading it. Retail adver- 
: tising is probably one of the great- 
General Market Information....................... 68 est assets a dealer has and perhaps 
the most neglected. I would like 
to see more articles on this subject. 
(Signed) CHESTER A’ CARLSON, 
CRD Carlson Hardware Co., 
Moose Lake, Minn. 
Branch Office Representatives of Hardware Age 
EDITORIAL 
Cu1caco: D. M. ANDREWS CINCINNATI: BURNHAM FINNEY , , , 
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Two new pieces of 








No. 12735— Attractive Screen Door Latch of 
Forged Iron—Easy to apply—No spring— 
Nothing to get out of order—Rustproofed 


A MOST IMPORTANT ADDITION to McKinney 
Forged Iron Hardware. For homes already 
equipped with Forged Iron, harmony in trim 
makes this latch essential. Its simplicity of 
operation is in keeping with its simplicity of de- 
sign. There are no springs to get out of order. 
The latch bar is of sufficient weight to engage 
the strike by the natural effect of gravity. The 
grip on either side takes the form of a graceful 
loop readily grasped from any position. The 
latch has a tremendous appeal both from the 
utility and artistic standpoint. Attainable in 
all three McKinney Forged Iron finishes. Order 
immediately for prompt delivery. 





McKINNEY FORGED TRON 


now in great demand 














No. 12695 — Forged Iron Mail Box— Well pro- 
portioned—Pleasing design—No key necessary— 
Constructed of Armco Ingot Iron—Rustproofed 


IN CONJUNCTION with other Forged Iron sales, 
or an individual piece, this mail box is resulting 
in substantial sales wherever it is displayed. 
The problem of a practical mail box in keeping 
with other forged iron pieces is admirably 
solved by this artistic design. The absence of a 
key meets the present demand. The box is 
opened by a turn of the center escutcheon 
which releases the front panel. The piece is ten 
inches high and six and one-half inches wide. 
It is made entirely of Armco Ingot Iron and 
thoroughly rustproofed. It is an item with large 
sales possibilities. Order through your regular 
source of supply. 


If you are not supplied with Forged Iron Catalog write to 
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FORGE DIVISION, McKINNEY MANUFACTURING COMPANY, PITTSBURGH, PA. 
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By Llew S. Soule 








Blind Alleys 


AVE you ever started up a dingy, nar- 
row street, only to find that it ter- 
minated in a wall a brief block from 

the starting point? Blind Alleys, people call 
such. streets; alleys that seem to start without 
a motive and lead nowhere. It is noticeable 
also that the width of the average blind alley 
makes it difficult for the unwary truck driver 
to turn back to the traveled highways. 


Business also has its blind alleys, exempli- 
fied in methods and systems, adopted appar- 
ently with little or no motive and leading to 
blank walls. 


Perhaps it seemed easy for a merchant to 
grant some customer a line of credit without 
investigation or definite terms of payment. 
It was equally easy to confer the same favor 
on customer number two. Finally it became 
almost a habit—a habit that led to a blank 
wall where cash became a necessity. Most 
of us know the difficulties in backing out of 
the blind alleys of unwise credit. 


When a certain merchant started in busi- 
ness, he piled his goods on shelves and under 
counters. There was no particular reason, 
except that the merchandise had to be placed 
somewhere. But that position in time be- 
came fixed. It was almost a crime to change 
its location. Meanwhile the chain store 
made its appearance with open display tables, 
low shelving, everything in ee sight and 
plainly price marked. 


The old shelf method became a blind alley, 
ending in a blank wall of decreased sales. 
Again the difficulty of turning around in the 
narrow avenues of custom, habit or preju- 
dice. Yet only those with the courage to 
turn could hope to get back on the highway 
of sales and profits. 


And there are other blind alleys, many of 
them. Dirty, untrimmed windows; _ those 
blind alleys which warn shoppers to detour 
toward more progressive stores. There are 
blind alleys of unkempt stores; of untrained 
salesmen; of run down stocks; of guesswork ; 
of failure to take cash discounts; of neglected 
collections; of failure to follow the trend of 
the times in new goods and new methods; 
all blind alleys which lead nowhere except 
perhaps to failure. 


Finally there are the blind alleys of 
prejudice, hatred, discord and envy. Those are 
the darkest of blind alleys leading the mer- 
chant on to distrust of his fellow merchants, 
his jobber and manufacturer friends; alleys 
which lead him to trust only in himself and 
his own endeavors, away from associations 
and cooperation. They end in a blank wall, 
because the problems of merchandising are 
partnership problems, involving merchant, 
jobber and manufacturer equally. 


They are the hardest alleys of all in which 
to turn the cars of business, but once the turn 
is made they lead back quickly and surely to 
busy business streets. 


The highway maps of business are plainly 
marked to those who read; who study the 
trails of those who have achieved success, 
and watch for the signs which indicate the 
open road. 


The merchant with the hard luck story to- 
day is the merchant who tries to do business 
in 1927 with the methods of 1900; who fails 
to realize that many old business trails have 
been closed to traffic, and have become Blind 


Alleys. 
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There Are Two Distinct Markets for Tools 





Tool display in the window of the Kelley-Duluth Co., Duluth 


OOLS are always seasonal, al- | 


ways in demand and always an 
important feature in hardware 
stores. There appears to be two dis- 
tinct markets for tools. The handy 


houseowner has one use and require- | 


ment for hand tools and the mechanic 
or professional tool user, of course, 
has another probiem. 

The former group, representing a 
very important and sizeable market, 
wants a claw hammer, tack hammer, 
utility hand saw, hack saw, two or 
three screw drivers, block 


mS 


bees 


| 


plane, | 





Splendid window display of tools by the Palace Hardware Co., Erie, 


smooth plane, brace and bit outfit, 
pliers, drill, small vise, a couple of 
chisels, and, in most cases, a tool chest 
to keep them clean, handy and _ to- 
gether. From observation we note 
that the houseowner does not always 
appreciate first quality, highly polished 
tools, but is usually very critical (of- 
ten in an amateur way) in the selec- 
tion of his tool kit. Many manufac- 
turers have recognized this phase of 
the tool business and are supplying 
suitable grades, finishes and assort- 
ments. 





Seargataatt 


Pa. 





Many merchants find that house- 
hold tool kits with five or six of the 
principal items can be sold best in a 
group with a group price featured. 
This does not necessitate a cut price 
but absolutely does require a visible 
price. The handy man often makes 
tool collecting a very practical and 
worth while hobby, certainly worth 
while to the hardware merchant who 
‘caters to his needs. 

The handy man’s wite may often be 
more critical and even less apprecia- 
tive of first quality tools. She may 
even expect to obtain a very satisfac- 
tory and efficient hammer for a thin 
dime. James & Hawkins solved this 
problem in Jamaica, N. Y., by carry- 
ing a limited line of ten cent tools. 
When a customer protested a fair 
price on a good tool and commented 
on the ten cent variety available at a 
local racket store the salesman politely 
said: “We can give you a ten cent 
hammer but do not believe you will be 
satisfied with vour purchase. We 
would rather have you invest a given 
amount in a quality product which we 
can guarantee—a tool which will give 
you excellent and indefinite service,” 
etc., etc. In practically every case the 
sale was made on the quality line but 
would not have been made in many 
cases without the obvious comparison. 

The mechanic is surely critical but 
in most cases has a perfect right and 
a good degree of knowledge on the 
subject. To him hand tools are the 
means of earning his daily bread. 
They must be good in quality, made 
| by reputable firms and bought direct 














(Continued on page 47) 
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Everybody’s Business 


By Floyd W. Parsons 


TRANGER than fiction! 
s Even that but weakly 

describes current devel- 
opments in world industry. 
Nowhere on earth is there 
anything that equals in dra- 
matic value today the simple 
facts of scientific achievement. 
A piece of cheese tossed by 
one workman at another dur- 
ing the lunch hour missed 
its mark and dropped into the 
plating bath used in the pro- 
duction of copper disks from 
which wax phonograph rec- 
ords were stamped. Later the 
disks from that bath were 
found to be far superior to 
the others, and an investiga- 
tion revealed that the casein 
in the cheese had done the 
trick. This disclosed a pos- 
sible improvement worth sev- 
eral thousand dollars. 

The top of a salt cellar 
fell off, and the outcome was 
a new flux for welding perm- 
alloy, making possible a six-fold increase in the speed with 
which we can send messages by cable. By inadvertently 
Opening the wrong valve, a French scientist found the an- 
swer to the long search for liquid oxygen. Again an acci- 
dent created an industry and gave us an explosive safer 
and mightier than dynamite. 

The spraying of dissolved guncotton as a substitute for 
the hand painting of automobile bodies has saved one manu- 
facturer alone ten million dollars which he would other- 
wise have had to invest. The mere discovery that seventeen 


drops of solder and not eighteen were needed in clostity. 


a can saved an oil company $40,000 a last year. . 

A great corporation ordered its industrial chemists $0 
produce a paint that could be applied quickly, would dry 
rapidly, and be tough, hard and resistant to the elements. 
It had to have some of the properties of glass and yet 
not crack, and it had to be proof against the action of oil, 
grease, and acid. 

Everything went well up to the point of finding a way 
to keep the solution in a liquid condition so that it could 
be applied with a brush. All efforts to solve this problem 
failed until one day the machinery broke down and the 
material had to stand for days in the tank until the repairs 
were completed. When work started again, the chemists 
were amazed to find that the paint now retained its liquid 
form. The long-sought secret had finally been discovered, 
and an accident had again shaped the destiny of a business. 

I remember a few years ago when I commenced to write 
stories about the pity of our having to live and work be- 
hind glass windows that shut out the life-giving ultra- 
violet rays of sunshine. Soon technical minds were giving 
attention to this vital need, and a glass was produced from 
fused quartz that would allow the short rays to pass through. 
Several hospitals and sanitariums put in a few of these 








windows at a cost of thou- 
sands of dollars. Such glass, 
however, was entirely out of 
the reach of the common 
people. But investigation con- 
tinued, and now several com- 
panies are manufacturing va- 
rieties of glass that are 
nominal in price and admit 40 
per cent or more of the vital 
rays of sunshine. It will be 
only a short time until sales 
arguments will include the 
statement that this house or 
that automobile has windows 
which admit ultra-violet light, 
and you and I will listen to 
this call to better health and 
will buy glass only from 
those companies that have 
kept step with progress. 

The results of experiments 
in Germany appear to indi- 
cate that the answer to the 
long search for a perfect fuel 
for dirigibles may be car- 
bureted hydrogen gas. As a 
mere statement of fact this arouses our interest because 
the commercialization of such a development not only means 
greater safety for people who travel by air, but also means 
radical alterations in ship designs, because the specific 
weight of the new gas will be the same as air, so no change 
in the weight of the dirigible will be experienced as a re- 
sult of the consumption of fuel. However, we must not 
restrict our imaginations to these few considerations. There 
comes the bigger thought that gas companies tomorrow may 
provide the filling stations’ for the thousands of great ships 
that will carry freight and passengers through the lanes 
of the air. 

Hardly have we become accustomed to the idea of get- 
ting sugar from beets and corn before we are told that it 
is possible to get sugar from native artichokes at two 
cents a pound. These artichokes are not the fancy kind 
that are a table luxury, but are weeds of the aster family. 
The artichoke is not so easily perishable as beets or sugar 
cane, and this holds forth the hope that the sugar mills 
of the future will save millions of dollars through being 
able to operate on the basis of a much longer season. 

I might go on and tell how Dr. Coolidge’s new cathode 
ray tube makes possible the production of a mysterious 
stream of energy that causes rocks to glow, turns gas 
to yellow powder and kills germs and insects instantly. 
Or I might write about a hundred other marvels running 
all the way from present plans to transmit radio programs 
over the lines of electric light and power companies to 
successful experiments in using artificial fogs to protect 
crops from frost. 

Suffice it to say that the future is hopeless for the man 
who has not recognized the necessity of taking his imag- 
ination out for a healthy round of exercise every day of 
every week throughout the year. 
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How JACK RUEL 





$1000 Capital 


IX years ago Jack Ruelius, owner of the Carrick, 

Pa., Hardware Co., had an even $1,000. He put 

it into a hardware business and took in $8,000 
that first year. Next year his business doubled, $16,000 
being the tidy sum that came in. The third year saw 
the second year total double—$32,000 came in, and the 
sixth year bids very fair to to turn in $85,000; and just 
recently, six months ago, to be exact, he ripped out all 
his conventional age-old fixtures and reset and redressed 
walls and floor. His head is up and he smiles confi- 
dently as if the $85,000 is just a beginning. If one may 
judge by the story of the figures, he cannot do other- 
wise than conclude that “Jack,” as his customer-friends 
call him, knows exactly what he is talking about. 

As further proof of the assured growth of his busi- 
ness, the fine solid brick building on a costly piece of 
city frontage, another acquisition resulting from that 
original thousand, might be taken into consideration. 
But there are other considerations that cause one to 
open eyes wide. For example, although he has com- 
petitors all around him that sell electric globes, he and 
a salesman built the arch that displays a semi-circle of 
lamps at the rear of his long room, but his arch is dif- 
ferent from others. There is a switch for each lamp. 
When he shows one 40 or 100, it matters not either 
way, there is a particular switch for that particular 
lamp. In that way he avoids a flood of glare that sub- 
merges more or less the size a customer asked to see. 
[t is safe to say that no electric lamp, no matter what 
the wattage, was ever shown off in hardware store with 
such convincing effect. Inside of six months, he has 
jumped lamp sales exactly 400 per cent, and they are get- 
ting constantly better. A woman came in 
and asked for a 40; he sold her a 100 and 
four 40’s. 


One of his big ideas in merchandising 
is display. “Put goods where your trade 
can see them up close, not excluding 
ranges, washers or refrigerators. Your 
small goods, too,” is the principal sup- 
porting arch in his selling program. He 
had held to the idea consistently from the 
day he began to sell hardware, but it is 
only recently, in fact, since he moved 
into his own building that he has been 
able to modernize floor tables and wall 
cases and floor cupboards. He has had 
fixed ideas what could be done in display- 
ing the usual small electric accessories, 
plugs, sockets and all the rest of such 
items. The new arrangement has given 
him opportunity to try his ideas out— 
floor tables with tops set off into plate 
elass lined trays supported by wall panels 
near by. The tables show the porcelains ; 
the near-by panel has an entirely modern 
switchboard that any man might set up 
in his own bathroom; all easy “as day” 
after Jack or one of his three helpers, his 
wife being one, set it up. That little idea 
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into an $85, 


of supporting displays bulged his former sales of such 
articles 50 per cent in less than six months. He sees 
other things he intends to try, too. 

Then, he has a strong hunch that ranges, refriger- 
ators and washers should not be relegated to the base- 
ment, no matter how “nice” and roomy and bright it is 
down there. He is against asking his customers to hike 
to the basement or cellar if he can possibly let them see 
what they want on his first floor. So one sees such artt- 
cles in classy, brightly illuminated booths, some six of 
them, on the left side of the room, two-thirds of the 
distance to the rear. “Just a little thing,” was his com- 
ment, but it boosted sales of ranges $1500 in the last 
year. In fact, he declares that $1,000 invested in ranges 
is netting him greater returns than $3,000 in builders’ 
hardware, taking all things into consideration, such, for 
example, the months that a hardware merchant must 
ordinarily wait before he checks on the invested capital. 
That his range booths are making a splurge, there is 
no doubt, when ranges supplant staple builders’ hard- 
ware. He figures range increases in lumps of 300 per 
cent. 

To come back to his floor tables and their displays, 
he tells spiritedly of customers that come in for ten 
cents’ worth of something, then buy four, five and six 
dollars’ worth from the tables and wall panels before 
they go out. He calls the tables and panels the most 
elastic display features he has had in his six years. 
“They will change with the seasons and other events,” 
he averred. “Just now that front table is set with 
house-cleaning needs; and this one staples,’’ and while 
he was explaining three customers came in and made 





Open display tables and panels that make six-dollar sales of ten-cent prospects. 
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“His head is up 
and he smiles 
confidently as if 
the $85,000 is 
just a begin- 
ning”’ 
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purchases of the identical articles he was pointing out. 

Other’s policies are booming his business, for he re- 
ports increases in last January over the preceding Janu- 
ary of 20 per cent; february was 15 per cent better than 
the preceding February, and the present month is already 
35 per cent ahead of its twelve-months-gone sister. 

To account for these gains all along the line, there 
are other things. He sends out direct-mail letters, but 
follows them up—there is no aimless shooting into space. 
A single batch of letters cost him $5. He shows on 
one item $100 worth of new business directly charge- 
able to the $5. Each month he expects similar return. 
“I do not continue anything that I cannot check on with 
fair accuracy. That’s why I don’t do this and that,” he 
volunteered firmly. He believes in letting customers 


-@ 


a 
r ee ~~ 
7 = 
, ’ re ee ee ee re ee 
2 


t 
4 . : 


* 





Photos on this page show excellent open display of the Carrick Hardware Co. 
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know what he has in stock. ‘The letters are one way. 
Another is the three windows. He commented about 
windows as follows: “I do not believe in jumbling sev- 
eral articles in a window. To me a window should em- 
phasize one leading idea. To illustrate: suppose it’s 
ranges. I will put but one and leave lots of room 
around it. I believe in a suitable background. I do 
not believe in wasting good space either. I will, of 
course, put a few other things in there, but nothing 
that obscures that range or draws attention away from 
it. Window displays are so valuable that their effects 
should not be jeopardized by anxiety to crowd in other 
things.” 

Repossessed goods get under his skin. He has checked 
in the exact ultimate returns from outside house-to- 
house canvassers—he calls them house-to- 
house peddlers. He is confident that 
around 30 to 40 per cent of the washers, 
etc., that such men sell come back. They 
are returned at the end of the 30-day 
trial period; he declares that thirty days 
are emphatically too long a time in which 
to make up one’s mind. Too many things 
can happen in thitty days to change the 
best of intentions. So he is depending 
on direct sales made in the house. ‘To 
back up his argument, he points to three 
or four repossessed this and that’s that 
he is willing to sell at big sacrifice to 
get them off the floor—basement—he 
needs the space. 

High-powered _ selling—special sales 
and the like—do not show satisfactorily 
by his system of checking. To begin 
with, he is of the opinion that volume 
selling is all right up to a certain maxi- 
mum. After that point is reached over- 
head shoots up disproportionately. He 
is maintaining in his mind a reasonable 
ratio between selling overhead and volume 
of sales. He says it cannot be stretched 
any more than one horse can be made to 
do the work of two horses. 
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The Club Car 


By Saunders Norvell 


HERE are fifty members of The Club Car. We 

leave every morning at 8:33. We return every 

evening at 5:30. We have comfortable arm chairs 
and a porter who looks after our packages, baggage, etc., 
and serves water and one brand of cigars. Formerly this 
club car cost one hundred dollars per member per annum, 
but the New York, New Haven & Hartford Railroad 
needed money, so the price was advanced to one hundred 
fifty dollars per annum. About 
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to the receiving line, being greeted with the respect be- 
fitting his lofty social standing! At funerals, the mem- 
bers of the club get out their old silk hats, brush them 
up, put on their cut-aways and do the proper thing! 

+ . 

They support the churches of the community. I have 
known one of the prominent members of the club to 
place his entire winnings at poker of the night before 

into the church collection on 





the same time the railroad fare 
to New York was advanced 40 
per cent. Today it is quite a 
luxury to sit in the club car and 
watch the scenery pass. To help 
pay my dues for the club car, I, 
therefore, find it necessary to 
study and analyze the members 
of this club and so collect from 
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in stocks came. 


Studying my fellow members 
has given me quite an interesting 
idea, and in this article I will at- 
tempt to pass this thought along 
to my readers. The idea is the 
new type of citizen that has been 
developed by modern industrial 
changes. Of the fifty members 
of the club car I do not believe 
that more than ten are merchants 
or manufacturers in the sense of 


and other stocks. 


the country. 





Yesterday, the predicted “shake down” 
Today, short covering is 
causing a slight recovery, but watch for 
the secondary break. The financial writers 
all say—“The technical position of the 
market is improved!” 
consoles the hundreds on margins who 
were wiped out on Steel, General Motors 


My Christmas greeting to the hardware 
trade was to “collect.” 
reports on collections from every part of 


Wall Street has been looking backward 
instead of forward. It has been a poor 


barometer of trade conditions. 


Easter Sunday! Some of the 
other members who had unwil- 
lingly contributed to this dona- 
tion watched him out of the 
corner of their eyes to see if he 
would make good on his promise 
of the previous night! I even 
know one member of this club 
who is regularly assessed twenty- 
five dollars per month by his pas- 
tor for not attending services on 
Sunday morning during the golf 
season. “Either you come to 
church,” said the pastor, “‘or you 
pay for the privilege of not lis- 
tening to my sermon’—and the 
club member pays! 
‘oe @ 

One of the grandchildren of 
a club member was very much in- 
terested in colored religious pic- 
tures. These pictures were ex- 
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I wonder if that 


Note the monthly 








those who carry an inventory and 
who buy and sell actual merchandise. The other torty 
members are divided into various classes—a bank ofh- 
cial or two, a noted statistician, an insurance actuary, two 
or three insurance company physicians, an expert ac- 
countant, the treasurer of a big railway supply corpora- 
tion, several stock and bond brokers, an advertising man, 
a sales manager and two or three real estate agents. 
Then, I blush to say, there are several retired men— 
tramps without any visible means of support, like myself! 
* * * 

All of these men have comfortable homes on Long 
Island Sound. Some of the homes might even be called 
luxurious. These men are driven to the railroad station 
by their chauffeurs or members of their family. They 
are called for at the station at night when they return. 
They are members of neighboring yacht clubs and coun- 
try clubs. They meet at each other’s houses and at the 
clubs. They dine, play bridge and dance. They have 
sail-boats, power boats and even good-sized yachts. In 
the summer months they have swimming parties. On 
Saturdays, all through the summer, I have noted as many 
as five members of the club on their way to New York 
to work! 

* * 

Taking it altogether, these fifty men seem to get a 
good deal out of life. When there is a wedding, most 
of them turn up in cut-away coats and a flower in their 
buttonhole. At one of the most pretentious weddings of 
the club car there was a man in livery at the head of the 
receiving line who announced the names of the guests. 
One hard-boiled bridge player gave his name as The 
Duke of Long Island, and so he was loudly announced 


plaired by her mother. When 
the time came for her to be baptized in the beautiful 
ivy-covered stone church, the rector in his robes stood 
at the Baptismal Font, just under a lovely stained glass 
window representing the Descent from the Cross. The 
rector was holding the child in his arms, and everything 
in the ceremony was progressing nicely until the child 
happened to glance at the stained glass window. She 
suddenly called out, “Hello, Jesus!’ and this almost 
broke up the meeting ! 
Ae 
I, therefore, should say that the lives of the club car 
members are just about as full and complete as the lives 
of any men could be in any part of the world. They 
enjoy a delightful climate—all the advantages of salt 
water and beautiful Westchester County. In addition 
to this, if they tire of the country, they have everything 
that the most wonderful city in the world, New York, 
has to offer—art galleries, museums, exhibitions, lec- 
tures, churches, ymusic, the theater, the opera, etc. It 
would seem that these men have been given almost every 
material biessing. : ‘ 
, ee 
Now, after painting this picture of the life they lead, 
it is interesting to note that most of the men in the 
club car are not proprietors of great businesses. Like 
the insurance men, the bankers, the accountants and 
the managers of departments, they serve Big Business, 
but I seriously question whether these men have very 
large personal investments, either in the businesses they 
serve or the corporations with which they are connected. 
They are experts in their various lines. They have had 
long years of training. They have usually come up 
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step by step from the ranks, but with a few exceptions, 
most of them are not the executives or heads of great 
corporations. They are probably very fortunate in not 
having the heavy burdens and the responsibilities that 
these leaders must carry. 

“2 


Judging by their conversation, these men are interested 
in investments. Not having a company of their own 
that absorbs all of their capital, most of them have a 
greater or smaller surplus that they find it necessary to 
invest in bonds or in stocks. They are not speculators. 
They do not buy on margins, but they constantly keep 
an eye on the market, shift their investments and, I have 
no doubt, most of them not only draw their dividends 
with regularity, but, in the course of almost every year, 
clean up quite a little extra money on the appreciation 
of their securties. When these men die, they leave neat 
little estates to their widows. The widows in turn are 
guided in their investments either by other members of 
the club car or by banks or trust companies with which 
the club members are affliated. 

oe 


Now, the curious idea that this study impresses upon 
my alleged mind is that with the increase in the number 
and size of corporations, as a result of amalgamations, 
chains of banks, chains of stores, mail order houses and 
all these corporate activities, there has grown up a very 
large and increasing number of “managers.” These men 
hold important and responsible positions, either with or 
in the service of the great corporations of the country. 
They draw large salaries. By reason of the inside in- 
formation they have in regard to corporations—their 
earnings, their losses and their prospects for the future 
——these men have unusual opportunities to make good 
turns in investing their surplus money. 

"ike, ee 


Therefore, it seems to me that this new type of citizen 
is an outgrowth of the development of our corporations. 
They are experts and specialists. As a rule, their office 
hours are not long. Their responsibilities are not nerve- 
wracking. From time to time, when they are made bet- 
ter offers, they change from one corporation to another. 
Naturally, the heads of these corporations—the people 
who have all their money invested in them—cannot 
change. They must—sink or swim—stay with the ship, 
but this class of managers can resign. They can come 
and go at will. They can save their investments by sell- 
ing out, while the head of the concern and its stock- 
holding officers must take their medicine as a result of 
changes in business or times. 


*x* %* * 


No doubt, as the activities of giant corporations have 
reached out all over the United States—as we see more 
and more of mass production and mass selling—there is 
an increased number of this new type of citizen scat- 
tered all over the country, especially in the large cities. 
Among them, in jobbing houses, are high-salaried sales 
managers and buyers, credit men, advertising men and 
other heads of departments. This class of men may not 
become millionaires. They may remain employees all 
their lives, but, on the other hand, it seems to me that 
their position is rather to be envied. They actually 
have more freedom than the heads of their institutions. 
When they shut their desks and go home, they do not 
carry with them the specter of danger and disaster. 
Their capital, although small, may be well invested in 
diversified lines of business, and consequently they are 
safer in their investments than the head of their own 
institution, who possibly has all of his eggs in one basket. 
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In their homes, they have all the comforts that any 
reasonable man should ask. They can give their children 
the benefits of the very best education. They do not 
suffer from the loneliness that often surrounds those who, 
by their exalted positions, must not only lead, but com- 
mand, their fellow men. They are a happy, companion- 
able, democratic lot of men who run the Taxicab of Mod- 
ern Commerce, but who are told by the man inside of the 
taxicab where to go. 

a oe 

Have I discovered and labeled a new type of citizen? 
How much influence has this type of citizen upon the 
thought of this country? How much of a factor is he 
in religion, in politics, in society and in business? I am 
led to believe that he 1s one of our very best consumers. 
He lives well. Without being too extravagant, he spends 
generously. His wife and children dress well and are 
good spenders. 

* * x 

This manager type of man is indispensable to our great 
corporations. He may not be a leader. He may not do 
the planning, but he does do the daily work of the cor- 
poration. On the one hand, he is not, in a sense, an ex- 
ccutive, but, on the other hand, he is not an ordinary em- 
ployee. He does not belong to the rank and file of the 
business. He is a valuable specialist and the leaders of 
the business are often guided by his advice and sugges- 
tions. Nevertheless, he is just a middleman. He is like 
the great middle class in English society—not a member 
of the aristocracy, but, at the same time, comfortably well 
off and above the grinding poverty of the lower classes. 

. 6 -¢@ 


This morning, in the club car, I was discussing invest- 
ments with a man of this class, and he remarked, with 
what appeared to me to be his usual shrewdness, that 
he believed the best bet in investments just at this time 
was public utilities. “You see,” said he, “when the war 
broke out, public utilities were a very bad investment, 
because their prices were all fixed by law, and when 
wages and the cost of doing business went up, they could 
not advance their prices. Therefore, with fixed prices, 
they were compelled to suffer from an enormous increase 
in their expense accounts. Since then, however, the 
public, knowing the heavy increase in expenses, has been 
very svmpathetic to rate advances, the theory being that 
these rate advances have led to, and kept up, higher 
wages for employees. Now,” he added, “we see on all 
sides in open industries the keenest kind of competition. 
This competition and over-production has led to the 
cutting the prices, as, for instance, in the oil business. 
This cutting of prices is ‘playing old Harry’ with profits 
in many lines of business, and these poor profits will 
show up later in poor corporation statements. As a 
result of this condition, commodity prices have been 
steadily declining. 

“Now, the situation with public utility corporations, 
such as the telephone company, the railroads, the street 
cars, the electric light plants, water works, gas plants, 
etc., is much safer than with other corporations that are 
not protected by legally fixed prices. As a matter of 
fact, with more intelligent management, more efficient 
employees and a reduced cost of living, the production 
costs of these public utility corporations are declining, 
while their rates are fixed and being advanced. It, there- 
fore seems to me,” said he, “that the safest investment 
at this time, with the high prices prevailing in stocks of 
other corporations, is the stocks of the utility corpora- 
tions. This has been illustrated by the very firm tone of 
strong, well-seasoned, dividend-paying railroad stocks. 

(Continued on page 91) 
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How to Decorate Windows with Crepe Paper 


average retailer 
the contribution 


HILE the 
appreciates 


that effective window display 
makes to his selling volume, yet he 





— 
pe 


ail ka! +>" Sg ~~ 
Ei 5 Ree af Seay , 
- v2 F . 


Above: Turn down end of folded 
strip. Right: Do same at other 
end of strip. Below: Pull and 
tack at bottom and there’s your 





is often deterred from changing his 
display frequently because of the 
supposed cost of planning and install- 
ing new displays. 

With the use of crepe paper at- 
tractive window displays can be made 
very economically. Crepe paper is 
much less expensive than silks, satins 
and other fabrics oftentimes used in 
window displays. Moreover, it 1s 
more easily manipulated and can be 
made into many novel effects. Then, 
too, with each installation fresh crepe 
is used which has a clean and lustrous 
appearance. 

Here are a few fundamental facts 
to be taken into consideration in mak- 
ing a crepe paper window display. 
nce these elements are mastered, a 
display can be planned and installed 
in a very short time at a very low 
cost. 

Be sure to use the dull or rough 
side of the crepe paper. This can be 
best distinguished by the feeling of 
it; running the fingers across the 
grain. Always use the rough side out 
to accomplish the best results. The 
smooth side of the crepe should be 
kept in. 

Wherever crepe paper is used flat 
as a drape, tube or streamer, be sure 
to pull it very tight, as otherwise it 
might have a tendency to sag and 
this would detract from its appear- 
ing like a fabric. The novice in the 
use of crepe paper is afraid to pull 
the crepe tight because it might tear, 
but this is not likely to happen. Draw 
it tight. 


Fold the end of the crepe paper 
several times so that it will have the 
necessary tacking strength and will 
not pull away. 

When bringing crepe paper from 
the top of the window to the base 
or bottom of the window, cut the 
crepe flush with the edge of the 
base, then roll up six or seven 
inches to give tacking strength, 








stretch down to the base and tack. 
Use No. 2 tack wherever possible. 
lt is large enough to hold the crepe 
paper firmly and small enough not to 
injure the woodwork of the display 
window. 
Planning a window display is al- 


ways half of the battle, and if one 
will sit down for a few minutes and 
sketch out the display on a piece of 
paper, he will save much time. When 
deciding upon what sort of a window 
display to use, it is easiest to plan the 
center panel first, as the display is 
usually built around this. As 50 per 
cent of display windows have open 
backgrounds, the center panel not 
only focuses attention on the goods 
but it keeps the attention of passers- 
by from being distracted by persons 
moving behind the display window 
in the store. 


Four Good Center Panels 
This is 
First tack the paper dull 


The pull or drape effect. 
very easy. 


Tack paper dull side out, in plaits, 

father at bottom and stretch paper 

tightly. Tack at bottom and cut 
off surplus paper. 
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side out at the top of the window in 
plaits, as illustration No. 1. Take 
the precaution to fold the crepe paper 
a couple of times at the tacking point, 
so the tacks will not pull out. Then, 
gather the folds together at the bot- 
tom. Stretch the paper tightly and 
tack to the window base where the 
paper is gathered. Trim off the sur- 
plus paper, as illustration No. 2. You 
will see that this installation can be 
made by simply observing the funda- 
mental rules for the use of crepe 
paper, as given in another section of 
the article. 

Another way to install center 
panels is by use of fifteen or twenty 
tubes of crepe paper, bringing them 
to a point or sunburst either at the 
middle of the window or at the base. 
The result is a sort of a fan shaped 
panel. Crepe paper tubes are easy 
to make. 
paper three times the width required 
for the finished tube. Then fold one 
edge of the strip at one end, dull 
side out to the center. Fold the other 
edge in the same way, being careful 
not to make a crease in the folded 
edges. Illustration No. 3. shows this. 
Fold over the end of the folded strip 
two or three times to give tacking 
strength. Then tack the folded strip 
in place. Fold the other end of the 
strip in the same way and pull tight- 
ly. There’s your tube! Double the 
loose end several times to give tack- 
ing strength and tack in place. 

Tubes are used in many different 
ways for window decorations—to 
make a finish on the top, bottom, 
sides, or front of the window. As 
a decoration many attractive effects 
may be gained by the use of tubes 
arranged singly, or in groups. Par- 
ticularly good effects may be gained 
by using small tubes in rows of 
graduated gage. 

Perhaps the simplest center panel 
of all is made by the waved crepe 
paper effect. Remove a fold of crepe 
from the packet and roll it on a round 





| Then 
corner ot the base of the window and 
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stick about the diameter of a broom 
handle. Place the end of the stick 
against a firm object and push down 
hard on the crepe paper. Slip the 
crepe paper from the stick and unroll. 
The result is a waved crepe paper 
panel. 

A good plan to put into operation 
when having to install window dis- 
plays is: 

Plan the window. 

Cut all the material beforehand so 
that it will be ready to be used. 

Tack all tubes, rosettes, drapes and 


_other material at the top of the win- 
dow 


first, and then complete the 
whole top before going to the base. 
start at the lower left hand 


work toward the right. This elimi- 
nates stooping and is a much quicker 


'and easier way. 
First, cut a strip of crepe | 


(ftentimes the beginner in win- 
dow decorating uses a foot rule or 
yard stick for measuring space. With 
a little practice he can quickly become 
accustomed to using the hammer 
handle for measuring distances and 
intervals between different display 
units. 

When streamers are to be twisted 
it is easy to accomplish this with one 
hand by fitting them between the 
thumb and forefinger. 

A mistake frequently made by a 
beginner in a window display is by 
putting too much crepe in the window 
at one time, and also attempting to 
use too many colors, which do not 
always create the most harmonious 
effect. Fundamentally, of course, 
the use of a display window is to 
show the goods to advantage, and no 
matter how spectacular the display 
may be, unless the goods dominate 
the window and create the buying 
impulse, the display is not accomplish- 
ing its purpose. 

Color, of course, is a very impor- 
tant feature in all displays. Next to 
light, it is the best method of attract- 
ing attention and this fact should 
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be taken into consideration when 
planning the displays. Splashes of 
color here and there in the display 
give it life and enhance attention 
creating value. 

If the retailer will adopt a sys- 
tematic plan for his window displays, 
he will find that any energy directed 
toward this phase of merchandising 
will be reflected by a_ substantial 
profit. 


There Are Two Distinct 
Markets for Tools 


(Continued from page 40) 


from a reliable hardware store whose 
salesman have some knowledge of tool 
use and quality. Seldom does the pro- 


| fessional tool user need much selling 


on the quality phase. He will insist 
on quality, will demand proper service 
and soon complain if any tool does not 
stand up under use and even abuse. 
The hardware merchant who re- 
members these angles will profit most 
in his tool merchandising. The com- 
bined market is a very large one and 
deserves cultivation and study. Fre- 
quent window displays will help. 
Price cards should certainly be used. 
Every tool displayed in the window or 
inside the store should tell quickly the 


price. The window with visible price 
cards always attracts the largest 
crowds. 


Individual Income Tax 


Ninety-six dollars is the average of in- 
dividual income tax payments to the 
Federal government, according to the 
newest official analysis of returns to be 
made by the United States Treasury De- 
partment. This average takes into con- 
sideration the amounts paid by all classes 
of taxpayers from millionaires to persons 
in moderate means. It covers, in round 
numbers, the payments or returns of 7,- 
370,000 persons. 





A good example of the use of crepe paper in window display 
shown are those described in the accompanying article. ; 
an inch or two margin at the top and cutting strips across the grain. 
ing. Crush the strips between the hands. Shake out the fringe and fold ov 


as employed by A. W. Lund, River Falls, Wis. 


The tubes here 
The fringe at the top of the window is made by folding the paper, leaving 
Stretch out the cut paper as far as you can without break- 
er the uncut top and tack in place. 
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Intense Interest Manifested in Trends of Current Business 


Hugh C. Ross Elected President 


HE annual convention of the Southeastern Retail Hardware and 

Implement Association, comprising the Associations of Alabama, 

Florida, Georgia and Tennessee, held at Jacksonville, Fla., April 19, 
20, 21, was undoubtedly among the most interesting and instructive gather- 
ings in the history of that organization. 

The program was of exceptionally high character, with addresses from 
men of national prominence, who thoroughly knew their subjects. The 
exhibit was up to the usual “Southeastern” standard, and was well 
patronized. As a result, Walter Harlan, the genial and efficient Secretary, 
on whose shoulders fell much of the burden of arrangement, was highly 
complimented by all for the successful results of his efforts. Walter 
modestly divided honors with the association officers and with Reese 
Davis of his office force, who was elected Assistant Secretary of the 
Southeastern, at the Jacksonville meeting. 

Among the prominent visitors present were Herbert P. Sheets, Secretary, 
and R. J. Atkinson, Vice-President of the National Retail Hardware Asso- 
ciation; George M. Gray, Past President of the “National” and Secretary 


of the Ohio Hardware Mutual Insurance Co.; Fred Brown, Field Man and | 


Insurance Representative, Nashville, Tenn., and Llew S. Soule, Editor of 
HARDWARE AGE, and Honorary Member of the Southeastern Association. 

The entertainment features were of a highly enjoyable nature, and re- 
flected the able work of the Jacksonville Committee as well as the hospitality 
of manufacturers jobbers and retailers of Jacksonville. The entertainment 
program included a theater party Tuesday evening; a beach party with 
cafeteria style supper Wednesday afternoon, and a boat trip up the St. 
Johns River, Thursday evening. It also included trips to St. Augustine, 
and a general tour of Jacksonville and the surrounding country. 








Hugh C. Ross, New President of 
Southeastern Retail Hardware and 
Implement Association 











A large part of each convention 
session was given over to question 
box discussions, led by association 
members. The discussions were well 
handled, and of absorbing interest. 





In fact the Southeastern lived up 
to its reputation for good conven- 
tions and educational exhibits. The 
only losers were those who failed to 
attend. 





Adding New Lines 
An Address by Hugh C. Ross, 


Jackson, Tenn. 


“The Saddest Words of Tongue or Pen 
Got no Cow, No Sow, No Hen 

No Corn, no Peas, no Garden Fence 

Just one Bale of Cotton worth eight cents.” 


OU will doubtless agree with me, that 
the above farmer needs to diversify 
and I sincerely believe that it is just as 
important for a hardware dealer to diversi- 
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fy as itis a farmer. We can not expect to 
do business now in the same way that we 
did five years ago. 

Up to a comparatively short time ago, 
buggies were quite an important item in 
the stock of a good many hardware deal- 
ers in the South. I remember that our 
normal outlet for buggies was about 100 
a year, and now we do not sell any at all. 

Farm wagons used to sell in larger 
quantities than they do at this time. Auto- 
mobile trucks have, of course, cut into this 
volume quite a good deal and naturally 
we dealers are forced to look for new 
lines to take the place of the ones that 
have passed into history. 

There are, of course, a good many new 
lines that have been and can be added in 
the average hardware dealers’ stock; the 
lines ranging all the way from gold fish to 
wall paper. Our friend, Bill Waddell, re- 
ports that he put in a stock of gold fish 
and sold in addition to his gold fish, a large 
supply of fish bowls. There is a dealer 
in Kentucky who is making quite a suc- 
cess of his wall paper department. Our 
good friend, Hamp Williams, Hot Springs, 
Ark., has also been successfully handling 
wall paper. A great many dealers have 
added such lines as: garden and field seed, 
incubators, cream separators, radios, 
vacuum-cleaners, together with other elec- 
trical appliances, furnaces, automobile ac- 
cessories, farm lighting plants and elec- 
trical refrigerators ; some hardware dealers 
are successfully operating automobile 
agencies. A great many more items could 
be enumerated and perhaps some member 
would like to suggest others that have been 
successfully handled. 

I will be glad to give you the experience 
my firm has had in handling some new 
lines: In 1911 we secured the agency for 
a low price automobile, with the inten- 
tion of handling this as a side line. The 
first season we had automobiles, we at- 
tempted to handle this line at the same 
place we handled our hardware and im- 
plement business; but we soon found out 
that the automobile business was some- 
thing that deserved a place of business of 
its own, and we accordingly secured a 
different location for this department of 
our business and put a competent man in 
charge of same. Today, 12 years later, 
our automobile business, instead of being 
a side line to the hardware business, is 
doing about twice the volume of business 


a | I, ® 
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that the hardware department is doing, and 
the profits are very satisfactory. 

Several years ago, we decided to take 
on a warm air furnace and for two or 
three years we handled only pipeless fur- 
naces, and one of our men devoted a por- 
tion of his time to selling furnaces and 





Jr. 
Retiring President 


R. E. Jarman, 


did his own installing. We have now 
developed this department to where we sell 
all kinds of warm air furnaces, including 
pipe furnaces and pipeless furnaces, and 
have installed several furnaces with fan 
attachments. In other words, we are 
equipped to heat any kind of building that 
can be heated with a warm air furnace. 
We have built a first class display room 
in one corner of our basement, having as- 
sembled something like a dozen furnaces, 
showing the various sizes and types. We 
are not only selling furnaces in our local 
community, but in the last two years have 
sold a good number in our surrounding 
territory, going out as far as from 50 to 
75 miles. We have one man who is the 
manager of this department and devotes 
his entire time to buying and selling this 
line of merchandise, and we use from one 
to two installation crews in installing the 
furnaces. Our manager of this department 
makes a complete itemized estimate on each 
job that he figures and then after the ma- 
terial is delivered to the job, we also keep 
an itemized list of everything together 
with the labor employed, which we com- 
pare with the estimate cost of the job, 





-and that we will be glad to have one of 


| We have 
| preciated, 
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and it is very unusual that the estimate 
runs over the actual goods delivered. You 
can see, from a record of this character, 
that we can take the exact cost on a job 
and get at the per cent of a profit shown 


/on each individual job, and in this way we 
| know, we do not guess. 


Each spring about 
the time that we can do without heat, we 
get out a letter to every furnace owner 
in our town and surrounding country, tell- 
ing them that their furnace should be in- 
spected to see if any repairs are needed, 


'and their pipes taken down and cleaned, 


our representatives call without obligations, 
and look carefully over the heating plant. 
found that this service ap- 
and we secure quite a _ nice 
volume of business through this medium. 

Electrical refrigeration the newest 
line that we have added to our business, 
but this is absolutely a specialty business 
as we see it, and we have three men work- 
ing in this department that have nothing 
whatever to do with any other portion of 
our business. Our territory in this line 
covers three counties and the volume of 


IS 


1S 


‘business that we have secured during the 


| first 





quaster of this year, has been en- 
tirely satisfactory. Every merchant who 
handles foods, is a potential prospect, as 


well as florists, undertakers and many 


other commercial businesses that might be 


mentioned, and in my judgment practically 
all of the people living in our better homes 
will eventually be owners of electrical re- 
frigerators. The modern apartment houses 
are now being equipped with electrical re- 
frigerators. One thing that particularly 
appeals to me in the handling of electrical 
refrigeration, is the fact that it does not 
require a large amount of capital and the 
turnover will average about 12 turns to the 
year. 

In handling such lines as furnaces and 
electrical equipment, the margin of profit 
is very satisfactory. 

In the question box discussion which fol- 
lowed the address of Mr. Ross, dealers 
told of stocking many new lines, including 
furniture, wall paper, sandpapering ma- 
chines, glass machines for fashioning auto- 
mobile windshields, garden and field seeds, 
rose bushes, toys, radio, incubators and 
poultry supplies, camping goods, outboard 
motors, fire auto and 
tires, lacquers, unpainted furniture and 
many other items. 


hose, accessories 


- 





comprising some of the members who attended the Southeastern Convention at Jacksonville, Fla. 
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Walter Harlan’s Report Deals with Merchants’ Problems 


ALTER HARLAN is more than a 
mere secretary of the Southeastern 
Hardware & Implement Association. He 
is a business man, a student and observer, 
as well as a counsellor and advisor of his 
members. His annual report comprises 
an analysis of business in the South, and 
teams with advice and suggestions. After 
explaining in detail the convention pro- 
gram, and the reasons behind its arrange- 
ment, he first welcomed the manufacturers, 
jobbers and salesmen in attendance, and 
asked for their wholehearted, enthusiastic 
cooperation. He assured them that the 
association was eager to work with them 
for the betterment of the hardware indus- 
try, and for the welfare of the consumer 
of hardware products. 
attention to the dealers and said in part: 
“This convention will be just as success- 
ful as you dealers make it. It’s squarely 
up to you, what you get out of it, but you 
will not get any more out of it than you 
put into it. 

“The dealer is going to have to display 
his goods to better advantage in his store. 
He is going to have to learn a lesson from 
some of the dealers who have already done 
that and from the Woolworths and 
Kresses, and the Kresges. 

“How to cope with the drug store, de- 
partment store, grocery store, blacksmith 
shops and semi-jobber and other competi- 
tion is another. In a mad scramble of 
imitation in recent years we have watched 
drug stores, the natural rendezvous of a 
neighborhood in our towns in this heyday 
of coca-cola, stick cosmetics on the shelf 
and display aluminum ware and other 
hardware items in his show window, and 
at prices that make the very ten penny 
nails in your bins grow limber. That such 
a thing has been done and is being done 
on a considerable scale in most towns is 
certainly not to the credit of the concerns 
selling to this class of competition. The 
hardware dealers tell me that the drug 
salesman, grocery salesman, do not call on 
them. One way to combat the situation 
seems to me to add new lines, the selling 
of which requires a trained sales force to 
wisely and profitably handle. It may be 
plumbing goods, electrical goods of all 
kinds, including electric refrigerators, 
radios, furnaces, furniture and many other 
lines, which may be suitable or adaptable to 
you trade territory. Still another way is 
to fight the devil with his own fire. I 
heard one of the outstanding successful 
merchants in Atlanta say that was his 
policy, and I know it is because of the 
articles I have seen displayed in his show 
windows and from reading his ads in the 
daily papers. We know of one hardware 
dealer who combatted such competition by 
partitioning off a space 10 x 10 feet in 
the front of his store and putting in a line 
of staple drugs as leaders, which resulted 
in the druggist crying ‘Calf Rope.’ Still 
another case where a hardware dealer put 
in a self serving grocery department of 
staple groceries as leaders—the grocery- 
man also was crying ‘Calf Rope.’ 

“And certainly here is a matter that 
will interest you: If new concerns can 
move into your towns, pay rents, buy and 
build at present cost, train and maintain 


He next turned his | 





costly organizations and then  undersell 
you, it could not be because of better dis- 
play alone, or of better economical opera- 
tion insofar as overhead is concerned— 


Walter Harlan 


Secretary of the Southeastern § Retail 
Hardware and Implement Association. 


just what part do you suppose is played 
by the PRICE AT WHICH THEY BUY 
GOODS? Surely here is a thing that is 
of the very greatest possible importance to 
each of you, and at the same time one 
that is difficult of solving alone. Is there 
such a thing as a price, Here are two ex- 


Reese Davis 
Elected Assistant Secretary, Southeastern 
Retail Hardware and Implement Associ- 
ation. 


periences related to me very recently by 
two of our members, and both of them are 
here in this convention hall; one dealer, 
through a certain buying connection was 
quoted refrigerators 10 per cent cheaper 
than his regular source of supply was 


quoting and on the same identical re- 
frigerator—when he told the salesman 
about his price, you can guess what hap- 
pened—the regular source of supply met 
the price. The other dealer, after writing 
and telephoning for prices on a car of com- 
position roofing, got on the train and went 
to Atlanta, Ga. (which wasn’t so many 
miles away), where he purchased the 
goods at a price $30 lower than the best 
he had previously received and from one 
of the houses that had quoted him. I could 
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go on and on and tell you of similar oc- 
currences that our members have told me 
about during the past year. I maintain 
that it is vital to your business to estab- 
lish buying connections and source of sup- 
ply that will put you in a position to meet 
all sorts and kinds of competition and at 
sufficient margin to make a living and a 
fair interest on your investment. I have 
interviewed buyers for department stores, 
drug stores, heads of large concerns, own- 
ers of large business houses. My, what 
a wealth of information I did get. They 
know how to buy and just where the 
source of supply is and at the right prices. 
They tell me they do not get all this in- 
formation for nothing, that it costs them 
money, but it is among their very best 
investments to know where to get goods 
at the right prices. We, I think, are going 
to have to turn to some of their successful 
methods. 

“You are going to have to watch your 
credits more closely. The value of a dol- 
lar is decreasing and the consumer is 
getting more heavily involved because of 
installment selling. Arrange for the col- 
lection of the account at the time you ex- 
tend a line of credit. Establish the cus- 
tomer’s ability to pay and set a definite 
day for payment. 

“And here is still another important part 
of your business: Nearly every one tells 
us that to cope with the new order of 
things, probably as important as anything 
else is the training of our sales force. 
How can a merchant who, himself, never 
had any sales training, make modern sales- 
people out of clerks in his store? This 
question has an answer; it is being an- 
swered daily by the big progressive con- 
cerns who are making new competition. 
And no_dealer can laugh away the idea 
some of my friends have told me in a 
“correspondence school scheme.” A few 
years ago such sales training may not have 
been necessary. Today with new products 
that were then undreamed of coming into 
the market, with all sorts of electrical de- 
vices, with radios, electrical refrigerators, 
improved lines of all kinds that are sure 
to take the place of the old staple lines 
such as ice boxes, phonographs and wood 
or coal ranges, that dealer will increase his 
business who meets the new public de- 
mand with a new order of salesmanship. 
Or must your old ice box using customer, 
seeing the neighbor’s electric refrigeration, 
send away to a distant competitor, or 
patronize a house that foresaw the change 
and trained its sales force to cope with the 
situation? This is another change that is 
at your very door. Buying I have already 
touched on and I could add a great deal 
more to what I have said, because of my 
recent investigation. Selling I will leave 
to the member in charge of the subject; 
jobber competition, from what the mem- 
bers tell me, is a sore spot. You know 
more about it than I do, and at that I 
know enough to realize that in altogether 
too many instances it is a serious menace 
to your business.” 

He closed with this cheering news. “We 
have at this time a total membership of 
1396. As a matter of information, we have 
as many paid up active members now as at 
the same date last year despite the increase 
in dues.” 
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Association Tribute to Late President Jas. B. Morton 


HE convention opened Tuesday, 

April 19, with the forenoon given 
over to registration, distribution of badges 
and reviewing of exhibits. At 2.30 p. m.,, 
the first meeting was called to order with 
President Ed. Jarman presiding. Dr. Len 
G. Broughton pronounced the invocation, 
after which Mr. R. Gamble, St. Petersburg, 
Fla., was called upon to speak on the life 
of the late Jas. B. Morton, whose death oc- 
curred during his term of office as presi- 
dent of the Southeastern Hardware & Im- 
plement Association. Mr. Gamble paid high 
tribute to Mr. Morton’s memory, and at the 
close of his address proposed a resolution 
expressing the sorrow of the association 
over its loss, and extending its heartfelt 
sympathy to his family. The convention 





unanimously adopted this resolution. 


Mr. Fred High then addressed the dele- | 
gates on the subject, “Making Advertising | 


Pay and What Advertising Does for Us 
and to Us.” According to Mr. High, 
three-fourths of a merchant’s success 
hinges on what takes place outside the 
store rather than what goes on inside it. 
He contended therefore than the merchant 
should do all he can outside the store, to 
build up the community and identify him- 
self with it. A good town, he claimed, is 
always a good store town. He also stated 
that only 15 per cent of a merchant’s ad- 
vertising comes back in immediate busi- 
ness. The other 85 per cent goes to build 
up the permanence and good will of the 
business. 





Much Attention Given Sales 


T the Wednesday session, presided 

over by President R. A. Norris of 

the Georgia Retail Hardware & Imple- 

ment Association, much. of the discussion 

centered around store meetings, advertising 
and the training of retail salesmen. 

Chas. A. Campbell, Campbell Hardware 





R. A. Norris 


Retiring President Georgia Retail Hard- 
ware and Implement Association 


Co., St. Petersburg, Fla., handled the ques- 
tion box and opened the discussion. He 
went into detail regarding the advertising 
methods of his firm, and declared his be- 
lief in a one price system without bargain 
sales. The Campbell Co. holds store meet- 
ings twice a month on Monday evenings. 
Every employee is required to attend, and 
no petty excuses for non-attendance are 
accepted. Talks are made by traveling 
salesmen; lines are analyzed and dis- 
cussed ; demonstration sales are put on by 
the store employees. Mr. Campbell gave 
an apt illustration of his methods by sell- 
ing a lawn mower to the delegates in a 
way which made them all sit up and take 
notice. 

During the discussion on advertising, 
A. C. Roddenbery, Cairo, Ga., told of ad- 
vertising a new line and thereby increasing 
sales in that line 500 per cent. The reason 
for advertising, he said, is to sell more 
goods and to stimulate customers to use 


Training and Store Meetings 


new products. The first thing for the 
merchant to consider is why he is ad- 
vertising ; then he should let his advertising 
dovetail in with the purpose. Mr. Rodden- 
bery publishes a “store news” and _ finds 
that direct personal advertising is best 
medium for the small town merchant. 
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Petersburg, 

















Peter O. Knight Champions 
Present Distribution 


Methods 


HE principal address of the Wednes- 

day session was delivered by Peter O. 
Knight of the Tampa Hardware Co., 
Tampa, Fla. 


Mr. Knight contends that the speediest 














Beautiful beach scene near Jacksonville, Florida. 
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and most economical method of distribu- 
tion, particularly for the South, is that of 
manufacturer to jobber, jobber to retailer, 
and retailer to consumer. 

He cited the tremendous cost entailed 
by the manufacturer who attempts to sell 
the consumer direct, a method which he 
claimed so expensive that it is prohibitive 
in the South. He then took up the selling 
of manufacturers to retailers direct, and 
uncovered its weakness. There are 15,000 
men who sell hardware in the South to 
40,000,000 people, he said. The manufac- 
turer would be forced to carry 15,000 ac- 
counts, and maintain a huge traveling 
force, with a high office overhead, if he 
used this method. He could not sell in 
carload lots, but would have to parcel out 
his shipments. Meanwhile the dealer would 
suffer, since he could not economically buy 
from all the different manufacturers in 
small lots, except at high expense. The 
manufacturer, he said, would rather deal 
with the 300 jobbers of the South, fitted 
to handle a jobbing business, than to deal 
with 15,000 merchants buying in dozen or 
half dozen lots. 
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What would the retailer do, he queried, 
if there were no jobbers? Small lot prices 
from manufacturers would be high in 
price; freight and express charges would 
make tiem still higher. Meanwhile the 
alternative of buying in large lots would 
result in over stocks and the tying up of 
too much capital. 

Mr. Knight closed with a tribute to the 
Southern jobbers, whom he designated as 
honest, fair dealing men, who merited the 
patronage bestowed upon them. 

He urged the merchants to take an ac- 
tive interest in government, and to lend 
their assistance to the electing of high 
grade men to public office. 

At this session the secretary announced 
that there was but one honorary member 
of the Southeastern Hardware & Imple- 
ment Association, Llew S. Soule, who re- 
ceived that honor several years ago. He 
proposed honorary membership for George 
M. Gray, Coshocton, Ohio, and T. W. 
McAllister, Atlanta, Ga. The motion pre- 
vailed. 





Live Question Box Discussion 


RESIDENT W. H. LEACH of the 

Tennessee Association, presided at 
the Thursday session. He introduced J. D. 
Valdosta, Ga., who handled the 
question box discussion on store arrange- 
He advocated sampling goods on 
doors without glass, and using open dis 
play tables. At this time R. A. Ostram, 
Duluth Show Case Co., made an address 
which is published in full elsewhere in this 


l‘orbes, 


ment. 


issue. 


©. K. Jones, Sweetwater, Tenn., also 
told of remodeling his store, using the 
Woolworth store as a model. He told 
of stocking $500 worth of Easter novelties 
this year, and selling the entire lot at a 
good profit in a town of 2500 people. Jones 
says that the retailer who has a hard luck 
story is doing business on the old method 
basis. 
A. C. handled 


Roddenbery, Cairo, Ga., 


Duval County Armory, 


rt 





the question of jobber competition, which 
developed considerable discussion. 


W. H. Leach 
Retiring President of the Tennessee Retail 
Hardware and Implement Association 


where the exhibits and sessions were held. 
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The Modern Method of Merchandising Hardware 


Address Delivered by R. A. Ostram, of the Duluth Show Case Company, 


HE good old days, as we enjoy call- 
ing them, are gone. No longer can 
we sit in our stores and feel that 
the Hardware business is ours by Divine 
right of because we have got a perpetual 
franchise on it. It is only ours in these 
days as long as we serve the public as 
well or better than our competitors. If 
someone comes along who can do it better 
than we, then we've got to pass out of 
the picture—the most progressive and 
wide-awake dealer is the one who wins to- 
day. 

The automobile and good roads are the 
big factors which have brought about the 
changed merchandising habit of the Ameri- 
can people. People can travel from one 
town to another without any effort and 
_buy their merchandise where quality, price 
and service suits them best. It has thus 
not only become a competition of mer- 
chants but a competition of towns as well. 

The mail order houses and the large 
national chain organizations have been 
quick to see the changing merchandising 
conditions and to shape their methods to 
fit these new buying habits. Retail Hard- 
ware merchants have sat tight on the Di- 
vine right theory and we find them now 
at the cross-roads with the current against 
them. 

It is not my idea to stand here before 
you gentlemen and try to scare you with 
the chain store and mail order house, but 
I only mention them because they were 
the first to see the changed conditions and 
to take advantage of them, and because to- 
day they are the big factors in merchan- 
dising. Do you realize that 20 per cent of 
all the merchandise sold by these chain 
stores is hardware that at one time could 
only be purchased in the hardware store? 
These chain and variety stores increased 
their sales of hardware in 1926 over $12,- 
000,000. Some stores sell as high as $100,- 
000 of hardware items a year, and the 
average, I believe is around $40,000 per 
store. 

These chains being successful and the 
thorn in our flesh, it is certainly the part 
of wisdom to look into the methods they 
are using, and see if we can apply them 
to our business. The live independent 
dealer has nothing to fear—he keeps up 
with the times and changes with them. 
It’s the “‘stand-pat”—‘“good old day” mer- 
chant who needs to change his ways. 

Now, what are these methods that people 
demand today and which have been the 
one big factor in the success of such chain 
organizations as Woolworth, Kresge, Mc- 
Clellan and others? It is founded on this 
trait of human nature—the desire to see 
the merchandise—to examine it at their 
leisure and to bargain for it in their own 
minds. The principle of selling through 
the eye is to bring the prospective cus- 
tomer in contact with the largest possible 
variety of merchandise. And all this means 
only one thing—OPEN DISPLAY OF 
ALL THE MERCHANDISE—not just 
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twenty-five, fiity or seventy-five per cent 
of it, but one hundred per cent—all of it 
down to the smallest tack and brad. The 
chain organizations do not allow any 
article to be hidden away in the original 
package—every item must be out in the 
open where people can see it and ex- 
amine it—they know too well that goods 
blindfolded is dead stock. 

It seems almost superfluous to state that 
all retail business is founded on sales— 
that profits can only be obtained as the 
result of selling something. And we must 
keep constantly before us the fact that the 
store is solely for the purpose of conduct- 
ing the selling process—it is the point of 
contact between the merchant and the 
public. If this store is not right, then the 
selling process is going to suffer. There- 
fore, the following principles must be 
carried out in the store to get the maxi- 
mum results. 


Ist. The interior of the store must be 
equipped with the type of equipment 
that will display most effectively the 
largest possible number of items at 
the lowest cost per item. 

2nd. This equipment must be so ar- 
ranged as to make the store inviting 
and to pull or urge prospective cus- 
tomers from one display to another, 
until they have seen all the merchan- 
dise carried in the store. 


3rd. All the merchandise carried in 
stock must be openly displayed so it 
can be easily seen and examined, and 
each item must be plainly priced. This 
pricing of each item is as important 
as the merchandise itself. 


Hardware store equipment should, by 
all means, be flexible. That is—-it should 
be of such construction that it can be con- 
verted without additional expense to many 
uses. It should be designed with only one 
thought back of it—will it help sell more 
hardware? It should furthermore pro- 
vide adequate, economical and systematic 
storage so that the stock can be arranged 
and classified and quickly found. This will 
enable the stock to be checked more closely 
—it will help with the buying, and it will 
save time for all the sales people, which 
can be devoted to the selling of those 
larger profit items that require demon- 
stration. The smaller profit items—the 
common demand items, will take care of 
themselves when properly displayed and 
plainly priced. Store equipment is in 
reality a merchandising machine, and is 
to the hardware store what modern high 
speed machinery is to the factory. In the 
hands of a capable manager, it will pro- 
duce the maximum retail profits. 

When we reach the subject of store ar- 
rangement, we have reached the most im- 
portant factor in the whole scheme of mer- 
chandising. The best equipment in the 
world, poorly arranged, will not produce 
half the results of poor equipment properly 
arranged. Woolworth and Kresge, for 





example, have long realized this and have 
devoted the best merchandising brains in 
their organizations to this one problem of 
store arrangement. That is why each 
Woolworth and each Kresge store is ex- 
actly alike—they have worked out an ar- 
rangement that produces the maximum 
profits for them, and they never change 
it except for experimental purposes. 

Not over five per cent of the customers 
who enter the present day hardware store, 
ever get to the rear. With the large 
variety of merchandise carried in stock 
by the average store, it is impossible to 
secure adequate display in the front half. 
Now, remember the store is a selling ma- 
chine—not a warehouse for storage pur- 
poses—every square foot of floor and wall 
space should be devoted to only one thing 
—display of merchandise—and with only 
one purpose in view—that is sales. This 
being true, why is it that the vast majority 
of customers never reach the back of the 
store? Because the average hardware 
man today is displaying only a small per- 
centage of his hardware, and at the front 
of the store, and leaving the rear haif a 
dark hole that no one wants to enter. He 
is trying to sell in the front half and 1s 
warehousing in the rear half. If the store 
is to be successful, every inch of it must 
be used for selling—the customer must be 
enticed to the rear of the store with mer- 
chandise openly displayed and priced every 
foot of the way—then across the rear of 
the store and back the other side—nothing 
but merchandise with attractive price cards 
and signs announcing bargains and making 
suggestions. 

The side wall shelving should not be 
over 7% feet high and should consist 
mostly of the display door type. Back of 
these doors, stock boxes should be used 
instead gf storing the goods in the or- 
iginal packages. This enables the stock 
to be stored more systematically and saves 
space—in fact, almost doubles the storage 
capacity. The doors should be neatly 
sampled and each item plainly marked 
with the stock numbtr and size, location 
of the stock and the selling price. 

The center equipment in the store should 
not be over thirty-four or thirty-six inches 
high. In this way, it is possible to easily 
see over the entire store. People coming 
in then have the opportunity of seeing a 
large variety of goods on display, and it 
encourages them to circulate through the 
store. In re-arranging the store, bear the 
one thought in mind—that your sales will 
be in proportion to the number of items 
displayed. See that every available inch 
of display space is utilized. 

Now, a word about the displays them- 
selves. Nothing is as important in the in- 
terior of the store as the arrangement and 
type of displays used. No display should 
be put into the store that cannot be quickly 
and easily changed. The chain stores 
change their displays once a week, and 
you should do the same. Keep your dis- 
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plays on the move—don’t let them get 
old. 
and sees the same display of goods week 
after week, the novelty wears off. It gets 
to be the same old store—it’s like yester- 
day’s newspaper—no one wants it. 

There is no best place for a certain 
department the year around, because the 
best arrangement for any store is a con- 
stant change. Let the customers know 
you are awake—keep things moving con- 
tinuously. This method of handling your 
displays will make your stock look many 
times larger and more complete. It also 
has the added advantage that you never 
have any dead stock, because there is no 
place for the stock to hide—it is being 
kept out in the open. You can quickly 
tell what stock is moving and what stock 
is slow to sell. The slow sellers can be 
reduced in price and got rid of before 
they “eat their heads off.” 

How many items are carried in stock 
by the average hardware store? About 
five thousand items is a very close figure. 
Now, what percentage of these five thou- 
sand items is displayed by the average 
hardware store? Twenty per cent, or not 
over one thousand items is giving the 
hardware store a little the best of the 
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| bargain, but we will use that figure. Here 
If a woman comes into your store | is a most necessary industry, distributing 


a most essential merchandise, displaying 
twenty per cent of it and trying to com- 
pete with other distributing organizations 
who display one hundred per cent. Isn't 
that the very reason why over forty- 
eight per cent of the hardware retailers 
of this country are not making one dollar, 
but are actually losing money? 

In closing, let me tell you of an incident 
that happened in my town and that I know 
is happening in other cities as well. A 
lesson can be learned from it. Duluth, 
Minnesota, is a town of approximately 
one hundred and twenty-five thousand 
people, and about a year and a half ago 
a hardware store that had been in the 
same location for many years on our main 
business street, was forced to move be- 
cause they could not get a sufficient volume 
of business to warrant paying the rent. A 
short while later Woolworth opened a 
store in the same location and is doing a 
big business there in spite of the fact that 
they have another store just a block and 
a half down the same street. 

You can say it is price or it is buying 
power or it is something else, but I tell 
you, gentlemen, it is none of these. IT 


Herbert P. Sheets Addresses Convention 


T RACING the changes in social life and 
their relations to business conditions, 
Herbert P. Sheets, secretary-treasurer, 
National Retail Hardware Association, 
compared the simple life of past genera- 
tions with the rapid pace of present-day 
living modes. He cited the change from 
the horse and buggy to the automobile and 
aeroplane, from fireplaces to steam heat, 
from the parlor organ to grand pianos and 
radio and so on. With this as a_ back- 
ground he followed through the evolution 
of the public’s needs and urged the dealers 
to think of their business in terms of today 
if they were to survive the modern compe- 
tion offered by the mail order houses, chain 
stores, drug stores and other agencies. He 
continued in part: 

“With such a remarkable evolution in 
our social and other outlooks, of which the 
foregoing are typical, commerce has neces- 
sarily evolved in kindred fashion. At the 
beginning of the generation the majority 
of families were more or less self- 
sufficient, producing or making the things 
necessary to the satisfaction of their simple 
needs. Incomes were small and wants 
limited. A dollar was something to be 
carefully treasured. Today it looks like 
ten cents and quickly passes on its way. 

“Merchandising was then a compara- 
tively simple and easy problem. The ped- 
dler with his pack visited the home and 
displayed his assortment of wares, and 
the general store of the small town and 
the cross-roads had its great variety of 
goods, then in comm@n demand. There 
were no big problems in merchandising 
as there are today. The _ storekeeper’s 
only job was to supply the simple wants 
of his community. He had little concept 
of retailing functions or the service to 
which the public is entitled, as we appre- 
ciate it today. 





“Yet back in the sixties a new idea had 
been injected into commerce in the form 
of the department store—an evolution of 
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the old general store, with its many classes 
of goods separated for the greater con- 
venience and better service of the pub- 
lic. In 1873 the first catalog house pre- 
sented its appeal of lower prices, made 
possible by large buying and limited ser- 
vice. While the chain store idea is not 
new, it was not until around 1900 that it 
began to evolve, in a large way, and its 
principle progress has been within the 
past fifteen or twenty years. The chains 
still further capitalized the factors of large 
quantity buying and limited service, to 
which were added limitation of price and 
the handling of quick selling goods. Cen- 
tralized management and _= standardized 
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IS MERCHANDISING METHODS. 
If the chain stores used the same meth- 
ods in conducting their business that are 
found in the average hardware store to- 
day, there would be no Woolworth Build- 
ing on Broadway. It is merchandising 
methods and nothing else, and you might 
just as well face the true facts now as 
to do it later. 

When you go back from this convention, 
look at your store from the standpoint of 
an outsider. Compare it with the Wool- 
worth and Kresge chain stores you have 
seen. How does it measure up to that 
standard? Are you actively competing or 
are you just keeping store—working on 
the old “Divine right” theory and waiting 
for the business to come to you? Is your 
store well lighted, is it neat, clean and 
attractive, and is your merchandise all out 
on display and plainly priced? Are your 
window displays properly done _ and 
changed each week? Are you really mer- 
chandising? Ask yourself these questions. 
Don’t leave the door wide open for the 
chain store, the drug store and the mail 
order house. You have every advantage, 
if you will only use them. Keep the hard- 
ware business in the hardware store. 


LT 


equipment and methods are also respon- 
sible for their rapid evolution. 

“Then came the World War, with its 
years of intensive concentration upon a 
single purpose. All through the war pe- 
riod governmental and civic agencies had 
urged the necessity of saving, that our 
material activities might be properly 
financed and the war pressed to its earliest 
close. The great majority of people found 
themselves with far more money and 
larger incomes than they had_ ever 
possessed before. Spending took the place 
of saving. Luxuries were seen competing 
with staples. Now there is no measure by 
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which luxuries and staples may be dis- 
tinguished. 

“Factory capacity had been multiplied 
for the purpose of producing the things 
essential to the war’s efficient conduct. 





May 5, 1927 


With the armistice came the problem of 
using this surplus capacity. 

“In many cases the goods formerly made 
were produced in multiplied quantities; in 
others the additional facilities were 
focused on the production of new products. 
Vast quantities of goods pressed for dis- 
tribution. Adyertising was used in large 
volume to stimulate interest and nation- 
alize markets. Unable to distribute the 
greatly enlarged output through former 
channels, goods soon began finding their 
way to the consumer through a multiplici- 
ty of outlets. Manufacturers who had 
formerly sold only through wholesalers 
began selling to retailers, and in some 
instances direct to the consumer. Whole- 
salers, similarly infected with the 
volumitis germ, expanded their sales ef- 
forts into many fields, even to the cus- 
tomers of their customers. 

“The instalment plan of payment, used 
for many years in the selling of certain 
lines of considerable value, was quickly 
seized upon as a means to increase sales; 
terms competition became so intense that 
almost anything can now be purchased on 
the _ nickel-first-and-ten-cents-a-week-for- 
all-time basis. 
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“It is not surprising that the hardware | 


merchant has not fully adjusted himself 
to the new situation. The very nature of 
his merchandise, the thought that he deals 
in necessities, has made him conservative, 
slow to change. He has thought of his 
store as different, as supplying the things 
which people have always needed and will 
always need. 

“Everything is constantly in evolution; 
change is continuous. The new thing of 
yesterday is the old of today. The old 
must always go and the new must come. 
Competition is no longer limited to those 
engaged in a given line of endeavor; to- 
day’s competition is very largely between 
industries; each vieing with the other for 
the consumer’s dollar. 

“And the future of the hardware deal- 
er depends very largely upon his thorough 
understanding of his present problems and 
the efficient manner in which he handles 
his job. And this efficiency depends pri- 
marily upon his ability to adapt himeslf to 
the new conditions and keep pace with the 
changes yet to come in our commercial 
structure. Most certainly will that method 
of distribution survive which gives the best 
social service at the lowest cost.” 





R. J. Atkinson Speaks on Current Trends 


ECLARING that the retail business 

had seen its greatest growth since the 
War, due largely to the entering of large 
capital interests Russell J. Atkinson, 
Brooklyn, N. Y., vice-president of the 
National Retail Hardware Association 
gave the Jacksonville convention a running 
outline of important current trends in the 
retail hardware business and suggested, 
“Study, work and management” policies as 
the means of keeping abreast of changes. 
In part Mr. Atkinson said: 

“There has always been evolution or 
trends in all living and all business. With 
the advent of the War and the higher 
plane of living, which an increased wage 
brought, it seems to me that the develop- 
ment of the retail business has been more 
rapid than at any time in its history. 

“One of the main items that has brought 
this about is the entering of large capital 
interests into the retail field. Whether 
this was brought about by a curtailment 
of investment in other fields, or whether 
a study of the retail situation seemed to 
hold a lure for the investment of capital, 
or whatever other thought entered into the 
minds of large capital interests, I do not 
know. But everywhere we can see that 
this is a fact. 

“Department stores have grown into 
immense establishments, chains in almost 
every field have made unparalleled ex- 
pansion. 

“The average person has changed very 
much in his ‘style of buying.’ More goods 
are sold today because of the appeal to 
the eye of the prominent display, and a de- 
sire to possess. This fact is very simple 
to prove, and is within the reach of every 
dealer to experiment with. Take almost 
any single item in your store, that has 
been waiting a call, or that has been 
packed securely away where the wander- 





ing eye could not possibly see it, and put 
this item in your window, with a price 
ticket, or in some prominent part of your 
store, well dusted and displayed in an 
attractive manner, and the proof of this 
statement will be very apparent to you. 
“The advertising page has taken the 
place of the knowledge and experience of 
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the dealer. Well worded ads have created 
desires so firmly in some people’s minds 
that the experience of the dealer is almost 
absolutely discounted and people prefer 
in most instances to gain this experience 
by purchasing the advertised goods and get 
their own results. This is something the 
dealer should weigh very carefully. With 
from two to a dozen lines that are exactly, 
or almost similar it is an impossibility to 
stock all. Very careful selection should 
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be made of one or more of these lines 
and then a careful study made of the out- 
standing qualities, so that he may be in a 
position to emphasize the better features 
of the lines he decides to carry. 

“The development of the chain store 
has made price the most prominent factor 
in buying today, and the old notion that 
quality should be a prominent factor is 
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passing out. These chains that have a 
price limit have been largely instrumental 
in developing this idea. 

“What is the remedy? If we were to 
suggest three words, that should constantly 
be kept in mind in meeting this situation 
and other situations that arise, we could 
safely name these three words as ‘Work,’ 
‘Study,’ and ‘Management.’ 

“*Work’ does not necessarily mean 
running the furnace, putting out the ashes, 
or sweeping the store, but it does mean 
that work should be the order of the day 
for all, and should be so assigned that each 
should thave his part, and be taught to ac- 
complish those things which make for the 
betterment of the business. Too often in 
business the employer has to take the posi- 
tion of the leader and be here, there and 
everywhere. Who could visualize an army 
where the captain went along the front 
doing all the shooting. How soon such an 
army would be demoralized. Work must 
consist in proper organization, and after 
it is assigned there should be some leeway 
as to judgment left to those to whom the 
work is assigned. 

“Taking up the subject of ‘study,’ no 
trade that I have ever been able to come in 
contact with has given its members the 
same opportunity for study that the hard- 
ware trade has. Its organization has been 
very wise. In many cases it is possible 
to come in contact with your fellow dealer 
through local organizations. In most all 
other cases the point of contact with your 
trade and dealers is through the State 
and National Organizations. Every State, 
or group of States, has its State secretary, 
who is closely in touch with all outstand- 
ing activities of the trade, and who con- 
siders it a personal pleasure to answer 
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any and all of your inquiries directed to 
him. 

“Management is that which makes for 
success or failure in any _ enterprise, 
whether in your personal living, whether 
in your home, or your business, manage- 
ment is the outstanding item. 

“Management must be of itself indi- 
vidual. Cooperation, organization and dis- 
cussion can be collective, but the actual 
management must rest in the yes or no 
of some one individual. 

“The hardware store is one of the out- 
standing distributive factors that must 
rest more largely on management than 
any other. Its tremendous assortment 
of goods, its planning community needs, 
its necessarily large number of items that 
have a slow turn, but are most important 
to a complete stock, the proper balance of 
stock, take for instance screws. The aver- 
are hardware store must carry a complete 
assortment of screws. In planning a stock 
of screws, the middle sizes move rapidly. 
Those sizes at both ends have a very slow 
turnover, and yet must be kept in stock 
in sufficient amounts to serve your trade, 
and to encourage it in its confidence of 
using your store as a source for its 
supply. 

“Store selling is one of the proper fac- 
tors of management. As stores have been 
developing the cafeteria, or show case top 
style of selling, it is a large question in 
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my mind whether there has not been a 
gradual lettting down in the constructive 
selling of other lines. 

“Selling is the most prominent factor, 
not only in all businesses, but in all walks 
of life. There are phases of selling that 
are closely connected with passing over 
merchandise that the average clerk and 
often the average employer generally over- 
look, 


“The first selling you must do to your 
customer is to sell him your store and 
organization. This you do by giving him 
a proper approach, proper window display, 
a clean store, an inviting appearance to 
your goods, and other little details, which 
will present themselves to you, as you 
follow along these lines. The next ap- 
proach must be your personality, as goods 
are rarely sold unless the seller sells him- 
self first to the customer. 


“The impression the customer gets of 
the surroundings and the selling factors is 
more often the most prominent part of all 
sales. 


“It is almost needless in these days to 
emphasize proper accounting, and yet I 
am sorry to say there are many merchants 
who do not give this subject anywhere 
near the proper respect it should have in 
relation to their business. You should 
always know the amount of goods you owe 
for, the amount of goods owed you, the 
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accurate cost of doing business, and the 
exact ratio that your sales bear to your 
corresponding daily, weekly and monthly 
period, as your expense must bear the 
proper proportion to your sales if you are 
to stay in business.” 

Mr. Atkinson stressed the importance of 
proper and intelligent accounting, praised 
the efforts and accomplishments of the 
Hardware Council and predicted that com- 
petition between chain stores themselves 
will become so great that they will prob- 
ably have to become specialists to some 
extent in order to retain their trade. 
Following through on this thought he 
closed, saying: 

“There is already a movement to re- 
duce the number of items carried by many 
chains. If this should happen the chances 
are that the hardware store will again be- 
come a hardware store, the dry goods 
store will come back and take its place 
in the sun, and all of the other stores 
whose stocks have become so thoroughly 
absorbed in the general kaleidoscopic style 
of merchandising that we are now going 
through, that we will again have the 
specialty store, and that business will re- 
vert back to the style of our fathers, and 
we will proceed along those lines until the 
next merchandising debauch, and then we 
will repeat over again the same experience 
we are going through now.” 





Something to Think About 
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15000 (aistomers Reached 
by LETTERS 


How R. H. Barker, of Pontiac, Mich., 
increased his sales fifty-six per cent in 
| a year, largely through sales letters. 
























































Neva Dell Ross, who came into the hard- 
ware business from an office position in a 
dry goods store, and whose sales letters 








time he had ever been in it. 
_ With this much accom- 

plished, Mr. Smith next re- 
ceived a letter thanking him 
for the business, and remind- 
ing him that the store stood 
back of its merchandise, and 
if for any reason he was not 
fully satisfied, the matter 
would. be made right. Mr. 
Smith’s name was placed on 
the store’s mailing list, and at least 
once a month he gets some kind of 
a message calling his attention to 
other items in which he might be 
interested. Since the first transac- 
tion Mr. Smith’s purchases have av- 
eraged around $50 per month. 

All this is only one example of 
the results obtained by Miss Ross 





and methods were largely instrumental in 
increasing sales 56 per cent the first year. 


Smith has bought that old factory site south 
of town and expects to build some houses 
out there. Better look him up and write him a letter.” 
Perhaps the above is not the exact wording R. H. 
Barker, hardware dealer at Pontiac, Mich., used in his 
instructions to Miss Neva Ross, in charge of his direct- 
by-mail advertising, but it is near enough to correct to 
give the general idea. This conversation took place last 
October, and the next day Alfred Smith, whom no one 
in the store knew or had ever seen, living out in the 
country on a rural mail route, received a friendly letter 
mentioning the proposed houses and calling his attention 
to the lines of builders’ hardware carried by the store 
and to the service it was prepared to render. 

As is her custom in cases of this kind, Miss Ross fol- 
lowed the progress of the three new dwellings that Mr. 
Smith started, and when the time was ripe he received 
another personal letter telling him more about the build- 
ers’ hardware at Barker’s store, and inviting him to come 
in and inspect it. Mr. Smith came in, and, as a result, 
bought over $500 worth of hardware and paint for his 
houses—his first purchase at the store; in fact, the first 


“Ms: ROSS, I understand that a man named 


and ‘ther letter writing department. 
In December, 1924, Mr. Barker de- 
cided to build up a mailing list, and 
started in by buying an addressing machine and an en- 
velope sealer. At first left as a spare-time proposition 
to the store employees to build up, it failed to thrive, 
and soon Miss Ross appeared on the scene. With abso- 
lutely no previous hardware or even selling experience, 
but with a general business training, abundant enthusi- 
asm and a knowledge of human nature, she took charge 
of the work—her job being to write sales letters, collec- 
tion letters, build up a mailing list and carry on a gen- 
eral publicity campaign. 

Naturally, it is difficult to trace the direct results of 
such efforts but that there were results is evidenced by 
the fact that at the end of the first year of Miss Ross’ 
employment, store sales had increased 56 per cent over 
the previous year. Up to date a mailing list of approxi- 
mately 15,000 names from Pontiac and the territory 
within a radius of 30 miles has been built up. New 
names are taken from the lists of building permits, con- 
tracts let, country club members and like sources of in- 
formation. 

Through an arrangement with the electric and gas 
companies, the names of any newcomers to Pontiac are 
obtained, and a special letter, inviting them to visit the 
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debtor, usually resulting in a collec- 
tion. Then a prompt and cordial 
“thank you” letter suggesting some 
interesting bargain retains the friend- 
ship and business of the customer. 
Miss Ross explains her theories con- 
cerning collection letters by saying, 
“Every letter should be a sales letter 
—in a credit letter make it a sales 
letter, but don’t let the reader forget 





— it is asking for money.” 


(Continued on page 90) 
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store, is written. Twen- 
ty new accounts from 


this source were added 
in one month’s time. 

As soon as a name is 
added to the list, a sten- 
cil, for use in the ad- 
dressing machine, is cut 
and filed according to lo- 
cation. In this way city 
customers are separated 
from farmer customers, 
and a district of home 
owners is separated from 
those living in an apart- 
ment house district. <A 
letter or circular pushing 
the sale of lawn mowers, 
for example, can then be 
confined to home own- 
ers, or one on milk cans 
to farmers without the 
necessity of sorting out 
the names. The entire 
list is circularized, usu- 
ally with a mailing card citing 
several seasonal bargains, at 
least once a month, while special 
lists are worked in between. 

All accounts that become 40 
days past due are also turned 
over to Miss Ross for atten- 
tion. A series of friendly but 
insistent letters are sent to the 





The corner of the store office 
which comprises the letter writ- 
ing department. A typewriter, ad- 
dressing machine, sealing machine, 
letter filing cabinet, and filing case 
for the address stencils is the 
equipment which makes it possible 
for one girl to address and mail 
15,000 circular letters in less than 
two days’ time. 











Here are two letters that sold Alfred Smith 
more than $500 worth of builders’ hardware and 
paint and the “follow-up’’ letter thanking him 
for the business and which made him a regular 
customer of the store. 


FIRST LETTER 
Alfred Smith, 
R. F. D. 
Pontiac, Mich. 
Dear Mr. Smith: 

It has come to our attention that you _ are 
erecting several buildings in Bloomfield High- 
lands. 

Mr. Smith, this will require a great deal of 
hardware, and our store is in a position to offer 
you the best grade in all lines, and we would 
render you the best service possible. 

We handle, Sargent, Richards-Wilcox and 
Stanley Hardware. 

Call at our store and obtain your own idea 
as to our progressiveness and you will realize 
that our policy is “BETTERMENT BEGETS 
BETTERMENT.” We carry this slogan fore- 
most in our organization, and therefore we want 
you to always feel a special pleasure and satis- 
faction in dealing with us. 

No service is too small for us to render. We 
aim to satisfy at all times. 

Yours sincerely, 
R. H. Barker Co. 





SECOND LETTER 


Dear Mr. Smith: 


Some time ago we wrote you mentioning the 
fact that you were erecting several dwellings in 
Bloomfield Highlands. 

e have been very much interested in the 
progress of these homes, and now they are near 
enough to completion that you will be needing 
the builders’ hardware. Mr. Smith, we have a 
room set aside for the BUILDER where he can 
select his patterns from a complete stock of 
samples, figure his plans, and get any other sug- 
gestion necessary in his various building prob- 
lems. 

Give us the privilege of 
quality of hardware. We have it, and we have 
so much faith in its quality that we are de- 
pending on it to build our future, as the sign 
7 ne: : 

r. Smith, if you are not looking after the 
hardware yourself, give us a hearing with your 
architect, we would be glad to show him the 
ne 

We have just completed the furnishing of the 


showing you the 


St. Joseph’s Hospital and the T. B. County 
OE TT It speaks for itself. 
It would be pleasure to open an account with 
you, and extend to you every service that our 
organization offers. 
Sincerely yours, 
R. ‘H. Barker. 





THIRD LETTER 


Dear Mr. Smith: 


May we take this opportunity of thanking you 
for the patronage you have given our store in 
the last few weeks. It has really been a pleasure 
to furnish you with your BUILDERS’ HARD.- 
WARE and PAINT. 

We are glad that we have had the pleasure 
of making your acquaintance in a business way, 
and we hope that this may continue during the 
ensuing years. 

We want you to know Mr. Smith that if the 
Hardware or Paint you just bought does not 
meet with all the qualifications that we said it 
would, it will be our pleasure to right it. We 
want you to come to us with any problems you 
might have in the line of Hardware. 

Once more let us thank you, and we will al- 
ways feel a certain degree of pleasure in fur- 
nishing you with your hardware needs. 

With kindest regards and best wishes, we are, 

Sincerely yours, 
R. Barker Co. 





A letter similar to this is sent to every new 
family moving into Pontiac. 
Dear Newcomer: 


We are glad to have the opportunity of wel- 
coming you to our city and during your resi- 
dence here may we have the privilege of supplying 
you with your Hardware and Paint needs. 

New location means new’ merchants, new 
neighborhood, new friends, therefore, we are 
trying to satisfy the newcomers with our service 
and merchandise to take the place of that re- 
liable merchant that you had “BACK HOME.” 

Ne are located at 69 South Saginaw Street. 
our telephone numbers are 3940-3941. No or- 
der is too small for us to deliver. 

_We carry Electrical Appliances, Cooking uten- 
sils, Mazda lamps, Hardware and Paints. 

Our store extends to you a welcome, and we 
are wishing you the happiness and prosperity in 
your new environment and business. 

Sincerely yours, 
H. Barker Co. 
Adv. Sales Dept. 
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Anchor Post to Build New 
Factory at Baltimore 


The Anchor Post Fence Company of 
New York and Cleveland, manufacturers 
and erectors of Chain Link and similar 
types of wire fences, gates and railings, 
has acquired control of a site in Balti- 
more, for the erection of a new manu- 
facturing plant. 

The site selected is in the eastern indus- 
trial section of Baltimore, having direct 
rail connection by means of the Canton 
Railroad, with both the Baltimore & Ohio 
and Pennsylvania Roads. It is within a 
short distance of the new plant of the 
Bethlehem Steel Company at Sparrows 
Point. 

The excellent shipping facilities at Bal- 
timore, both by rail and water, abundant 
labor supply and other advantages resulted 
in the selection of this Baltimore site, and 
it is the intention of the company to make 
this new plant their main eastern factory. 

The company now operates plants at 
Cleveland, Ohio, and Garwood, New Jer- 
sey, and distributes its products through 
branch sales offices and agents throughout 
the country. 

The first unit to be erected will be a 
one-story steel and concrete manufactur- 
ing and storage building, 200 ft. wide by 
500 ft. in length. The building is to be 
equipped with an _ overhead traveling 
crane, weaving looms, a continuous gal- 
vanizing unit and is to have every facility 
for the economical manufacture and 
handling of its products. 

Building operations will start in June, 
with the expectation of completion by the 
fall. 





Roosevelt Now View President 
Eagle-Picher Lead Co. 


Ralph M. Roosevelt, plant manager, 
Fagle-Picher Lead Co., Hillsboro, Ill., has 
been appointed vice-president of the com- 
pany and transferred to New York, where 
he will be in charge of its branch office. 
A graduate in mechanical engineering at 
the University of Michigan, Mr. Roose- 
velt has held executive positions with the 
Matthiessen & Hegler Zinc Co., LaSalle, 
Ill.; Hegler Zinc Co., Danville, Ill., and 
United Zinc & Chemical Co., Kansas City. 
Later he became associated with William 
Lanyon in building and operating a zinc 
smelter and sulphuric acid plant which 
was sold to the Eagle-Picher Lead Co., 
Mr. Roosevelt remaining in charge. For 
the last five years he has been chairman 
of the arrangements committee of the con- 
ventions of the American Zinc Institute. 





Presto-O-Lite Co. Sells Its 
Storage Battery Business 


The Prest-O-Lite Co., Inc., announces 
the sale of the storage battery branch of 
its business to a new company, the Prest- 
Q-Lite Storage Battery Corporation. The 
entire capital stock of the purchasing com- 
pany is owned by the Automotive Battery 
Corporation of New York. That portion 
of the Indianapolis plant of the Prest-O- 
Lite Co., Inc., used for the manufacture 
of storage batteries, has been leased to 
the new company. 
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The Prest-O-Lite Co., Inc., while dis- 
continuing the battery branch of its busi- 
ness, will continue the manufacture and 
sale of acetylene gas for use in the oxy- 
acetylene process of welding and cutting 
metals, automobile lighting, lead burning, 
etc. These operations have, in the past, 
constituted the major portion of its ac- 
tivities. In addition to continuing its 
acetylene business, involving the operation 
of 32 acetylene plants, located in indus- 
trial centers throughout the country, the 
Prest-O-Lite Co., Inc., will continue op- 
eration of that portion of its Indianapolis 
plant devoted to the manufacture of gas 
cylinders, acetylene generators and other 
apparatus. 


Farrand Sales Corp. Formed to 
Sell Farrand Rule 


The Farrand Sales Corp. of New York, 
149 Broadway, New York City, has been 
formed to handle the entire distribution 
of the Farrand Rapid Rule invented and 
produced by Hiram A. Farrand of Berlin, 
N. H. Officers are C. B. Hayward, presi- 
dent; Charles L. Primrose, vice-president ; 
V. B. Wallder, treasurer, and C. J. 
Schaefer, secretary. These officers with 
FE. H. Goodrich and Hiram A. Farrand 
comprise the board of directors. 





Wickwire-Spencer Broadcasts 
Gives Fence Lectures 


Wickwire-Spencer Steel Corp., 41 East 
42nd Street, New York City, broadcasts 
Sundays at 12:15 p. m. to 1 p. m. over 
New York Station WMCA. Orchestra 
and vocal entertainment are offered in- 
terspersed with lectures on the use of 
fence for private homes. 





N. J. Wire Cloth Issues Screen 


Instruction Book 


The New Jersey Wire Cloth Co., Tren- 
ton, N. J., has issued a very instructive 
and interesting booklet entitled “Why 
Copper?” The book is well illustrated 
and is useful as handbook on the subject 
on screening and the relative merits of 
different materials for making wire cloth. 
Data on various uses of screen cloth are 
described and illustrated. 





Timken Co. Re-Elects Officers 
at Annual Meeting 


At the annual meeting of The Timken 
Roller Bearing Company, held at the main 
plant, Canton, Ohio, on Tuesday, April 
19, all the present officers were re-elected 
for another year. 

H. H. Timken is president; W. R. Tim- 
ken, John G. Obermier, Marcus T. 
Lothrop, H. J. Porter and T. V. Buck- 
walter, are vice-presidents; J. F. Strough 
is secretary and treasurer, and W. A. 
Brooks is assistant secretary. 

Directors are H. H. Timken, W. R. 
Timken, Marcus T. Lothrop, John G. 
Obermier, and J. F. Strough. 

Only routine business followed the elec- 
tion. The financial report of the com- 
pany was made public several weeks ago. 
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Postmaster General New Issues 
Regulations on Mailing Firearms 


Postmaster General New, April 27, 
promulgated regulations covering the re- 
cent act of Congress making unmailable 
all firearms, capable of being concealed on 
the person, except to authorized persons 
who are defined in the regulations. The 
law becomes effective May 10, 1927. 

Authorized persons are defined in the 
regulations as officers of the Army, Navy, 
Marine Corps, or Officers’ Reserve Corps, 
officers of the National Guard or Militia 
of the several states, territories, and dis- 
tricts; officers of the United States or of 
the several states, territories and districts 
whose official duty is to serve process of 
warrants of arrest or mittimus of com- 
mittent; employees of the postal service; 
watchmen engaged in guarding the prop- 
erty of the United States, the several 
states, territories and districts, and fire- 
arms manufacturers or bona fide dealers 
in firearms. 

Parcels containing firearms must be 
plainly marked with the word “Firearms”, 
and the particular class of persons to 
which the addressee belongs as authorized 
by law to receive firearms through the 
mails must be indicated. In addition the 
sender must file an affidavit with the post- 
master that the addressee is entitled to 
receive the weapon, together with a cer- 
tificate signed by the commanding officer 
of the addressee, the chief clerk of the 
government department in the case of 
watchmen, or the judge of the court in 
the jurisdiction in which the addressee’s 
official services are rendered. In the case 
of shipments to firearms manufacturers 
and dealers statements must be furnished 
to that effect. 

In all instances the addressee must call 
at the post office and establish his identity 
before receiving delivery. The law pro- 
vides a fine of $1,000 or two years’ im- 
prisonment or both for anyone attempting 
to mail a firearm held by the’ statute to 
be unmailable. 





. 


Follansbee Brothers Promote 


Doherty and McCombs 


Jere J. Doherty, for the past eight years 
assistant manager - jobbing department 
Follansbee Brothers, Pittsburgh, has been 
transferred to the Indianapolis warehouse 
of the company, 321 South Missouri 
Street, as Indianapolis district manager, 
and T. L. McCombs has been advanced to 
the position made vacant by Mr. Doherty’s 
promotion. 





Three New Directors Chosen for 
Youngstown Sheet & Tube Co. 


Frank Purnell, assistant president, and 
H. G. Dalton, first vice-president, both of 
the Youngstown Sheet & Tube Co., and 
Harry S. Coulby, Cleveland, have been 
elected directors of the Youngstown com- 
pany, the board having been increased 
April 26 from 11 to 14 members. Mr. 
Dalton has been a member of the executive 
committee. 
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“Traveling Men’s Night” Gala Event for 
Philadelphia Retail Hardware Ass’n 


“Can one afford to give so many of his 
business hours to the traveling man?” 
questioned President Harry D. Kaiser of 
the 86 hardware men assembled in Green’s 


Hotel on the occasion of “Traveling Men’s | 


Night,” April 21. On behalf of the Phila- 
delphia Retail Association, Mr. Kaiser ex- 
pressed pleasure in the large response to 
invitations extended to the trade to par- 
ticipate in the meeting. He said: “You do 
not believe the retailer has a good heart 
and wants to greet salesmen and work 
along lines of closer cooperation. The 
dealer cannot get along without the travel- 
ing man and the traveling man cannot 
get along without the dealer. It is a hard 
thing for you to face the audience you do 
tonight, but it is an open discussion, and 
we want you to freely express anything 
that might be on your mind. We want 


an interchange of ideas on the business | 





of today, with its enforcing changes and | 


trends to modern methods, and with ever- 
increasing influences of competitive situa- 
tions resulting in much profitless business. 


Surely there is need of greater and closer | 


cooperation of all lines of distribution. If 
you are so minded you can be of great 
value to the dealer and create a 
more friendly attitude. 
an opinion on your appearance, attitude, 
yourself as the personal representative of 
your house.” 

John M. Williams, sales manager, Fay- 


much | 
The dealer forms | 





ette R. Plum, Inc., Philadelphia, responded | 


to Mr. Kaiser’s remarks by stating he was 
a salesman and a working salesman and 
not a desk manager—that he sold goods 
and liked it better than anything else. 

S. Horace Disston, vice-president, Henry 
Disston & Sons, Inc., 
pressed his approval of this meeting for 
the benefit the hardware trade, and 
suggested that “we eat a whole lot more 
and drink a whole lot more of these things, 
sO we can meet again.” 


of 


President Kaiser then turned his remarks 
to the salesmen, saying: “We don’t care 
what you say about us tonight; say it 
and let it sink in, and maybe you will sec 


Philadelphia, ex- | 


us trying it out in the next three weeks. | 


Some salesmen come into our stores afraid 
and some come in too darned bold. 


What | 


do you think of a meeting of this kind? | 


You have got to be salesmen to 
yourself interesting to the dealer, for there 
has never been a time when I| have had 


make | 


to give so much time to salesmen as in | 


these days.” 

Charles L. Schlater, of the New Jersey 
Wire Cloth Co., called the dealers’ atten- 
tion to their lack of interest in the sales 
helps, which cost the manufacturers a lot 


of money, but in many instances lay dust- | 


covered in racks. He said that in 


his | 


travels he found that the dealers using | 
the sales helps were selling the goods, and | 


where the helps were not in use there 
were no sales. He referred to one dealer 
who for four years did not sell a single 
item of one line, but finally listened to the 


salesman and his advice on manufacturers’ | 


sales helps, and is now doing good busi- 
ness. 

William H. Kucker, Jr., National Manu- 
facturing Co., Sterling, Ill., stated that 
there is not enough selling around Phila- 
delphia—that the men don’t really go out 
after the business. He said: “There is not 
enough selling from the stores—but some- 
body is selling the customer and getting 
the money. You can sell hammers and 
saws from behind the counter, but not 
builders’ hardware. Go out and you can 
sell the stuff that is consumed in your own 
neighborhood.” 

William B. Charlton, 
believe in having 50 or 75 dealers to call 
upon, but am a firm believer in the friend- 
ly call. I don’t always go in to get or- 
ders nor to waste time. There is too much 
time wasted in stores where a dealer is 
really busy, and a salesman should see that 
when he calls.” 

Horace G. Goodwin, vice-president of 
the Philadelphia Association, referred to 
the use of the telephone by some unthink- 
ing salesmen, and stated: “The quickest 
way to lose an order is through the tele- 
phone, and, further, the salesman who 
uses a phone next to Connie Mack’s ball 
field is gone.” 

William C. Beener, Wardley, Pa., added : 
“Don’t go into a man’s store and use his 
telephone either. The phone is there for 
the business of the dealer.” 

William C. Hampton, Norristown, Pa., 
referred to salesmanship as the distribu- 
tion of goods through knowledge. “In 
selling knowledge,” he said, “concentrate 
where goods can be sold—and show me 
how. The salesman who is helping me 
gets the business.” 

The 


tance 


meeting had assumed the impor- 
of a close conference when Presi- 
dent Kaiser asked: “Does this appeal to 
you men? If so, we will arrange other 
meetings during the coming months. We 
do not know whether you care to come 
to these meetings—think it over and tell 
the dealers. We are all busy men and 
cannot throw the evenings away. This is 
strictly a business organization and not a 
social gathering.” 

George H. Eckhardt, sales 
Henry Disston & Sons, Inc., replied: “I 
think this association is to be commended 
for what has been done this evening. The 
manufacturer is not in close touch with 
the dealer as he wants to be or ought to 
be. I have learned a great many things of 
interest this evening. I hope you continue 
and hope to be with you.” 

Sharon E. Jones, secretary-treasurer of 
the PASHA said: “I am glad to see you 
traveling men and you manufacturers and 
jobbers. Ours is a common cause. The 
more we coordinate and cooperate, the 
more business we will do.” The seventh 
anniversary and banquet of the Phila- 
delphia Retail Association will be cele- 
brated at the Rittenhouse Hotel on May 
19. 
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_ H. Elder Elected President 
| Valley Electric Co. 


Herbert Elder has been elected president 


of the Valley Electric Co., 4515 Shaw 
Avenue, St. Louis, Mo., succeeding S. A. 


Whitten. The company announced, at the 
same time, that there would be intensive 
development of their radio division. 
Speaking of the company’s future 
policy, Mr. Elder said, “As one of the 
pioneer battery charger concerns of the 
country, the Valley Electric Co. was in- 
terested in radio from the beginning, and 





‘has played an active part in its develop- 


ment. In addition to making the Valley- 
stone Set, we are today manufacturing 
three distinct types of battery chargers 


_and two sizes of power units that employ 


Supplee-Biddle the Raytheon Tube as a rectifying ele- 


Hardware Co., Philadelphia, said: “I don’t | Neng” 
and we intend to share in its future de- 


ment. We believe in the future of radio, 
velopment to an increasing extent. Job- 
bers and dealers in every section of the 
country are seeking standard lines backed 
by responsible manufacturers.” 

Mr. Elder went on to say that, in future, 


the radio public would demand simplicity 





single control, seven tube set. 
that Valley distributors have regulated their 


in operation and based this conclusion 
upon the reception accorded the company’s 
He states 


orders so that there are none who are 
overstocked. The president expects the 
coming year to be the greatest in radio 
history. 


Hartford Hardware Jobber 
Moves to Larger Quarters 
The Tracy, Robinson & Williams Co., 
the second oldest hardware house in Hart- 
ford, Conn., has moved from 78-80 Asy- 
lum Street to a new building at Ann and 


Asylum Streets, and celebrated its open- 


ing on April 25. The firm was in its 
former location since 1860. It was es- 
tablished in 1835 by Henry C. Porter at 
109 Main Street, Hartford, now known 
as 344 Main Street. 

The active members of the firm today 
are: Charles E. Martin, president and 
treasurer; Frederick W. Norris, assist- 
ant treasurer and secretary. Mr. Martin 
has been connected with the company 
since 1882 and president since 1922, when 
Mr. Williams died. Mr. Norris entered 


the employ of the company in 1907, Henry 


|N. Robinson joined the organization in 


manager, | . 
however, an interest in the business, al- 








1881 and retired in 1919. He still retains, 


though not an active one. 


J. L. Kilpatrick, Vice President 
N. Y. Telephone Co. 


J. L. Kilpatrick, director and vice-presi- 
dent of the Western Electric Co., has re- 
signed to become vice-president in charge 
of operation of the New York Telephone 
Co. He is succeeded by W. G. Teague, 
for the past three years general manager 
of installation for the Western Electric 
Co. Carl Whitmore of Chicago succeeds 
Mr. Teague as general manager of in- 


| stallation, and he in turn is succeeded by 


J. D. Danner of the Hawthorne Works, 
Chicago, as general superintendent of in- 
stallation for the western zone. 
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Woerner New Sales Head for 
Keapsit Bottle Co. 


L. V. Woerner has assumed the posi- 
tion as general sales manager of the re- 
cently formed Keapsit Bottle Co., Cincin- 
nati, Ohio, and has taken over a con- 
siderable financial interest in the firm. 





L. V. Woerner 


Twenty vears ago he entered the employ 
of the Icy-Hot Co., Cincinnati, where he 
learned the vacuum bottle business from 
the ground up. After the absorption of 
the Icy-Hot Co. by the American Thermos 
3ottle Co., New York City, he became 
manager of the Chicago office of the new 
organization. Later he joined Landers, 
Krary & Clark, New Britain, Gonn., as a 
development engineer. 

IF. C. Terry, president of the Keapsit 
sottle Co., was also a former executive 
in the ley-Hot Co. 


H. D. Sharpe Will Preside Over 


Foreign Commerce Session 


Henry D. Sharpe, president Brown & 
Sharpe Mfg. Co., Providence, R. I., and 
chairman of the foreign commerce ad- 
visory committee of the Chamber of Com- 
merce of the United States will preside 
over a joint foreign commerce session of 
the chamber at the third Pan-American 
commercial conference to be held in Wash- 


ington in conjunction with the meetings 


of these two organizations simultaneously 
on May 2 to 5. He will also address the 
general session of the chamber on the 
business outlook from the foreign com- 
merce viewpoint. 


Alexander, New England Mana- 


ger for Westinghouse Electric 


J. P. Alexander has been made New 
England district manager of the Westing- 
house Electric & Mfg. Co. in charge of 
sales and service. A native of Chambers- 
burg, Pa., Mr. Alexander was graduated 
from Lafayette in 1907. Since then he 
has been associated with the Westing- 
house company. He succeeds George H. 
Cox, who becomes sales manager, South 
Philadelphia Westinghouse Works. 
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Remington Arms Co., Inc., Issues Annual 
Statement 





Settlement of Patent Litigation, Reorganization and Changed Sales Policies 
Reflect Marked Improvement Over Previous Year 


John B. Smiley, president Remington 
Arms Co. Inc., New York City, announced 
on April 1 that this company has shown a 
net profit of $2,321,656 in 1926. This in- 
cludes $1,953,295 in non-recurring royal- 
ties. The annual report to stockholders 
shows that sales volume for the year 
amounted to $18,046,344. 

This offers marked contrast with the 
direct loss of $1,321,656 for 1925 and is 
a reflection of the improved condition of 
the company, mainly as the result of the 
settlement of its suit with the National 
Cash Register Co., with the accruing bene- 
fits. Drastic changes in both the manu- 
facturing and sales end of the business 
were initiated, and these also contributed 
to the marked improvement in earnings 
for 1926. 


During the past year litigation with the 
National Cash Register Co. was amicably 
adjusted, and a general license under the 
patents formerly in litigation was granted 
on terms mutually satisfactory. Licenses 
were also granted under the same patent 
to the Burroughs Adding Machine Co., 
International Business Machine Co., Rem- 
ington Typewriter Co., Wales Adding Ma- 
chine Co., Sunstrand Adding Machine Co., 
the Barrow Adding Machine Co. and in- 
dications are that those few companies 
now manufacturing under the Gubelmann 
patents, but not already licensed, will 
shortly be taken care of in a satisfactory 
manner. 

In the reorganization which is_ taking 
place, the management of the company’s 
plants, located at Bridgeport, Conn., and 
Ilion, N. Y., have been put in direct charge 
of J. E. Brennan, vice-president, who has 
had more than thirty years’ experience 
manufacturing Remington products. 
Works managers of wide experience and 
ability, located at the four different plants, 
are in turn in charge of the production 
in each section. Through the close co- 
operation of these managers, departments 
heretofore under separate supervisory: 
heads, have been combined, thus effect- 
ing an important saving in the cost of 
direct supervision. 

The selling forces of the Cash Register, 
Arms, Ammunition and Cutlery organi- 
zations, have been merged into one sales 
department under the supervision of J. 
G. Heath, vice-president, assisted by two 
competent executives. All three in this 
department have had from 15 to 30 years’ 
experience merchandising Remington prod- 
ucts. [our sales managers have been ap- 
pointed with headquarters at the various 
plants. These men are all specialists in 
their respective lines, and will direct the 
efforts of the field force, and at the same 
time supervise sales coordinating with 
production in order that the maximum 
effort may be apparent at the same time 
both in the field and in the various plants. 





A new sales policy divides the country 
into 11 sales districts. The result, which 
gives representation into every part of 
the country, coupled with complete super- 
vision, along with better service to jobbers, 
and closer contact with the retailer and 
ultimate consumer, has already been felt 
to a marked degree. Since this plan be- 
came effective, business has been greatly 
increased, and Mr. Smiley states that 
there is every reason to believe that 1927 
will see new records for sales of all Kem- 
ington products. 

The Arms section is running approxi- 
mately 25 per cent ahead of last year. A 
new 30 bolt action sporting rifle was in- 
troduced in 1926, and other new models 
will be ready for production shortly. Rem- 
ington has dafinitely retired from the 
manufacture of pistols, and has disposed 
of its entire stock. Increased volume in 
the ammunition section has more than off- 
set reduced prices, and a good profit con- 
tinues. 

Manufacturing costs have been reduced 
in the cash register section, and present 
production is on a basis twice that of last 
year. The complete line of cash registers 
is being studied with a view toward 
standardization. New models such as the 
check throwing machine and improved 
chain store registers, have opened up new 
fields for sales of Remington cash regis- 
ters. At the present time there are 25 
company operated branches, and more than 
200 dealer agents in major cities. It is 
expected that during 1927 this force will 
be enlarged to a total of more than 300. 

Estimates on cash register exports for 
1927 are in excess of $1,000,000; 37 
branches and agencies covering the most 
important countries. 

The cutlery section sales are running 
slightly ahead of 1926, and during the 
past year a line of Quality butcher knives 
was added. ‘There has been some dith- 
culty in keeping pace with incoming or- 
ders. During 1927 4t is planned to intro- 
duce a complete line of shears. Keming- 
ton is the largest producer of pocket cut- 
lery in the United States. 

The large volume of contracts and 
specialty work made it advisable in 1926 
to organize the Remington Mfg. Co. 
through which all contracts and specialty 
work are now handled. Since its incep- 
tion, contracts for outside business in ex- 
cess of $350,000 have been executed at a 
profit to the company. The effect of this 
work has helped reduce overhead and 
thus indirectly reduces costs on the four 
established lines of Remington business. 


, 


In closing his report Mr. Smiley states 
that the board of directors and officers are 
very enthusiastic in their forecast of the 
future and confidently expect that the re- 
sults of the general business of the Rem- 
ington Arms Co., Inc., and its subsidiaries 
for the year 1927 will prove very grati- 
fying. 
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J. A. Coakley Appointed General 
Traffic Manager 


John A. Coakley, who has been division 
freight agent of the American Steel & 
Wire Co., in charge of traffic in the Cleve- 
land territory, has been appointed general 
traffic manager of that company. Mr. 
Coakley, who has been in the traffic de- 
partment since he was a boy, will make 
his headquarters in Cleveland. 


R. H. Clore Now Represents 
U. S. Elec. Tool Co. 


R. H. Clore, formerly associated with 
the National Carbon Co., Cleveland, has 
been appointed representative in the Cin- 
cinnati territory for the United States 
Electrical Tool Co., Cincinnati. Ralph J. 
Cook has also been made a special rep- 
resentative of the tool company. 


W. S. Horner Resigns as 
Association President 


W. S. Horner, president of the National 
Association of Sheet and Tin Plate Manu- 
facturers since its organization Oct. 1, 
1916, has resigned. Action on his resig- 
nation and probably upon his successor 
will be taken at a special meeting of the 
members of the association to be held in 
Pittsburgh on April 28. 


William E. Carney Co. 


Moves Into Larger Quarters 


The William E. Carney Co. announces 
the third removal of its business since the 
establishment of the house in 1892. Their 
first venture, in Philmont, N. Y., was a 
little 200-feet square store. The business 
has grown rapidly, and now they are mov- 
ing into a modern two-story building on 
the corner of Main and Canal Streets, 
Philmont, N. Y. 


Ernst Hardware Adds New Store 


The Ernst Hardware Co., Seattle, 
Wash., has again added a downtown store 
to its chain. It purchased the lease of 
the Pioneer Hardware Co., 625 Fifth Ave- 
nue. The store will be remodeled and 
opened May 1 as the fourth in the chain. 


H. D. Allen Convalescent 


Howard D. Allen, superintendent, Eagle 
Lock Co., Terryville, Conn., is home, rest- 
ing comfortably, after undergoing an op- 
eration in Boston. 


--— 


Winchester-Simmons Issues 
Complete 1927 Catalog 


Winchester-Simmons Companies, 
hardware jobbers, with warehouses at 
Boston, Atlanta, Chicago, Minneapolis, 
Philadelphia, San Francisco, St. Louis, 
Toledo, Wichita, Kan., and Sioux City, 
Iowa, have issued their complete 2000-page 
catalog for 1927. The catalog is divided 
into the following sections: tools, agri- 
cultural supplies, builders’ and shelt 
hardware, heavy hardware, paints and 
oils, electrical goods, household goods, cut- 
lery and silver plated ware, guns and 
accessories, ammunition, sporting goods, 


The 
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auto accessories, and finally a section deal- 
ing with store fixtures, sales service, and 
advertising material. Each one of the 
thousands of articles listed is clearly illus- 
trated. 


F. & N. Lawn Mower Catalog 


The FF. & N. Lawn Mower Co., Rich- 
mond, Ind., has issued a very handsome 
catalog describing its complete line of 
lawn mowers. On the left page, in each 
instance, is a description of the particular 
mower and on the right facing page is a 
full page illustration in color. Over 
twenty mowers are shown; they comprise 
all types, including hand power, horse- 
power, and the motor power variety. At 
the end is a short article under the cap- 
tion, “Important Points for Good Mowers,” 
in which the construction details of a lawn 
mower are explained. The catalog is 
printed on high grade paper, and alto- 
gether, it is one of the most attractive 
we have seen. 


ee 


F. F. Despard Moves 


kK. I. Despard, dealer in mill supplies, 
Utica, N. Y., occupied his new store 
at 306 Broad Street on April 25. This 
new location will give Mr. Despard better 
terminal facilities and will permit him 
to give better service. 


Robert Bosch Moves 


The New York home of the Robert 
Bosch Magneto Co., Inc., was removed 
on May 1, 1927, from 123 West Sixty- 
fourth Street, New York, to the new 
Robert Bosch Building at Queens Boule- 
vard and Buckley Street, Long Island City. 


Brozman Joins Ahrend 


Lester Brozman has been appointed di- 
rector of retail sales promotion division of 
D. H. Ahrend Co., Inc., 52 Dudne Street, 
New York City. For the past four years 
he was manager of the direct mail ac- 
tivities for Abraham & Straus, Inc., 
Brooklyn, N. Y. 


—_—— 


Charles G. Schott Joins 
Wilson Stove Co. 


Charles G. Schott, for the past three 
years St. Louis district sales manager of 
Republic Iron & Steel Co., Youngstown, 
Ohio, has resigned to go with the Wilson 
Stove Co., Metropolis, IIL, in a sales pro- 
motion capacity. Mr. Schott has been 
identified with the Republic Co. since 1905. 


C. P. Howe Hardware Store 
Suffers Fire Loss 


An early morning fire in the store of the 
C. P. Howe Hardware Co. Canton, N. Y., 
caused damages to the estimated amount 
of $20,000. The loss is said to be nearly 
covered by insurance. 
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Metal Branch of National Hard- 
ware Association Meets May 5-6 


On May 5 and 6 will occur the six- 
teenth annual meeting of the Metal Branch 
of the National Hardware Association of 
the United States. The meeting will be 
held in the Hotel Cleveland, Cleveland. 
George A. Fernley, 505 Arch Street, 
Philadelphia, is secretary. Among the ad- 
dresses to be delivered are the following: 

“Business of Financial Conditions,’ by 
George DeCamp, chairman Federal Re- 
serve Bank of Cleveland. 

“Some Thoughts Regarding the Sheet 
Steel Industry,” by C. E. Stewart, presi- 
dent Central Alloy Steel Corporation, Mas- 
sillon, Ohio. 

“How Can the Distribution of Sheet 
Metals Be Made More Profitable?” A 
general discussion or symposium. 

“The Work of the National Committee 
on Metals Utilization,’ by W. C. Wetherill, 
director metals utilization Department of 
Commerce, Washington. 

“The Sheet Steel Home,’ by Bennett 
Chapple, director of publicity American 
Rolling Mill Co., Middletown, Ohio. 

“How Can the Distribution of Sheet 
Metals Be Made More Profitable?” Sym- 
posium led by F. A. Moeschl, Newport 
Rolling Mill Co., Newport, Ky.; Robert 
H. Lyon, Lyon, Conklin & Co., Baltimore ; 
F. A. Wilkening, Standard Metal Co., In- 
dianapolis, and H. E. Nickerson, Congdon 
& Carpenter Co., Providence. 

“Disposition of Seconds—Is the Work 
of the Mills in This Connection Proving 
Effective in Preventing the Deception of 
the Consuming Public?” General discus- 
sion. 

“Present Extras for Corrugating—Are 
They Equitable?” General discussion. 

“Our -Revised Plan of Action,” by 
Harry S. Rogers, director sales and pro- 
motion, Sheet Steel Trade Extension 
Committee. 

“What New Lines of Material Can Be 
Added Profitably by Distributers?” Gen- 
eral discussion. 

“Non-Ferrous Metal Market.” 
discussion. 

“Has Hand-to-Mouth Buying’ Been 
Overdone?” Symposium led by A. M. 
Oppenheimer, Apollo Steel Co., Apollo, 
Pa., and J. B. Roberts, assistant general 
sales manager Youngstown Sheet & Tube 
Co., Youngstown. 

“Eaves Trough and Conductor Pipe 
Situation.” General discussion. 

Simplification will be discussed on 
Thursday afternoon in the shape of state- 
ments from the chairmen of three boards, 
as follows: 

Sheet Steel Simplification Board of Re- 
view, Walter C. Carroll, chairmen, Inland 
Steel Co., Chicago. 

Terne Plate Simplication Board of Re- 
view, L. D. Brueckel, chairman, Weirton 
Steel Co., Weirton, W. Va. 

Eaves Trough and Conductor Pipe 
Board of Review, Louis Kuehn, chairman, 
Milwaukee Corrugating Co., Milwaukee. 


General 


Semer Hardware Co. Moves 


Semer Hardware Co., New York City, 
jobbers, have moved from 26 Warren 
Street to larger quarters at 19 Leonard 


| Street. 
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Public Invited to Present Recommendations for 
Tax Revision by Internal Revenue Committee 


(Washington Bureau of HARDWARE AGE) 


HE entire public has been taken into the confidence of Representative 
Green of Iowa, as chairman of the joint congressional committee on 


internal revenue taxation. 


After appointing the four members of 


the advisory committee which is to work out a plan of tax revision in 
conjunction with the joint committee set up under the 1926 tax law, Mr. 
Green issued an invitation to the public to present recommendations for 
looking to the striking out of weak spots of tax administration. The invi- 
tation does not extend to tax reduction inasmuch as the attention of the 
advisory committee and joint congressional committee will deal more with 


tax revision than tax reduction. 


The fact remains, however, that tax 


reduction is in the cards and if it is not brought about there will be a 
sorely disappointed tax-paying country, including the business man and 


the individual. 


The invitation to the public to make suggestions for im- 


proving administrative features is expected to develop a widespread response 
that will make it unnecessary to hold prolonged meetings of the committees 
which will frame legislation to be introduced at the next session of Congress. 
There will be eighteen main subjects investigated in connection with the 
valuation of mines, oil and gas wells, depreciation, stock dividends, etc., and 
also study will be given to the method of making refunds. 





A new yardstick for the measurement 
of business progress, which is a gage of 
selling rather than producing, is being 
evolved by the Census Bureau and con- 
sists of a census of distribution. Enumera- 
tors have begun work in Syracuse, Fargo, 
Seattle and Atlanta. Basic distribution 
figures will be supplied, comparable to 


those on production now included in the- 


Census of Manufacturers. Extension of 
the census to other cities follows the com- 
pletion of the distribution census of Balti- 
more which will be summarized for busi- 
ness men in a report soon to be issued 
by the Domestic Distribution Department 
of the Chamber of Commerce of the 
United States*® The preliminary census of 
distribution which is being made in selected 
localities comes as a result of a demand 
from business men of all classes, result- 
ing first in the appointment by the Na- 
tional Chainber of a committee under the 
chairmanship of Owen D. Young and 
later in the plan for a Census of Distribu- 
tion. The final objective of the commit- 
tee is a national census of distribution, 
embracing every U. S. city and county. 
x * x 


Courses in business by correspondence 
are, along with other courses, claiming a 
rapidly increasing number of students of 
correspondence schools, a relatively new 
source in education. Most of the schools 
are credited with having yielded great 
benefit but out of the large number it has 
been found that some of the schools are 
engaged in misrepresentation, according 
to the Federal Trade Commission, which 
considers that such misrepresentation con- 
stitutes unfair methods of competition. 
With a view to standardizing the practice 
of correspondence schools the commission 
has called a conference of about 200 of 
these institutions whose student enrollment 
is in excess of 1,500,000 men and women. 
The principal complaint about some of the 
schools has been as to misleading adver- 
tising in which promises are too freely 





held out for employment, especially in the 
civil service of the government. 
* * * 


Sir George Paish, former financial ad- 
viser of the British treasury, has again 
offered his old and well known remedy for 
the troubles of the entire universe with 
the United States paying about 99.999 per 
cent of the expense, as usual. While he 
proffered his sagacious advice to the Bond 
Club of New York, that organization real- 
ly was intended to be the microphone, as 
it were, with the hope that the White 
House was listening in. It may be re- 
liably repc.ied that owing to static, com- 
mon sense or some other reason, the White 
House never heard the oracular words. 
Sir George’s remedy was mild. He merely 
urged removal of all tariff barriers and the 
cancellation of war debts and reparations. 

* * x 


The Federal Trade Commission is ex- 
pected to push the Claire Furnace Co. 
case. The decision of the Supreme Court 
of the United States to dismiss this pro- 
ceeding was a victory neither for the Com- 
mission nor the iron and steel companies 
from whom the Commission for seven 
years has been trying to get information 
as to the cost of production, and other 
business details of an intimate character 
which the companies refused to give up. 
It is likely that the Commission, on the 
strength of the decision, will ask the lower 
courts to vacate injunctions against the 
Commission and return to its original 
mandamus proceedings. The Supreme 
Court pointed out that the Commission 
should proceed through mandamus under 
the supervision of the Attorney General. 
The Commission apparently considers the 
case too important by reason of the prin- 
ciple involved to drop it. Yet it is inter- 
esting and significant that soon after the 
decision the Commission made it known 
that while it will continue its policy of 
seeking information from industry it will 
ask for such information “not as a mat- 





ter of right, but as a matter of courtesy.” 
This is plainly the attitude of the majority 
members of the present Commission. It 
is an altogether different personnel from 
that which instituted the Claire Furnace 
proceedings, and is much more friendly to 
business. It was stated at the Commission 
that its policy is one of “cooperation rather 
than coercion” in its association with busi- 
ness. Such a policy means that final de- 
termination of the Claire Furnace case 
would not be important. Yet the issue is 
so fundamental that it is felt it should be 
brought to a head as a precedent for the 


tuture. _  ‘ 


Businessmen from all sections of the 
country are gathered in Washington this 
week at the annual meeting of the Cham- 
ber of Commerce of the United States. Its 
major topic is “The New Business Era” 
and the sessions are considered to be 
among the most important ever held by 
the Chamber. Every current topic is be- 
ing discussed by students in their partic- 
ular fields and material is being produced 
to show the vast changes that have come 
over business and industry since the war. 

* * * 

The substitution of machinery for hand 
processes in industry is familiar to every- 
one but the fact that an equally important 
development has taken place in the labora- 
tory is not so widely known. The Bureau 
of Standards has just given an interesting 
light on this development and it tests 
severely many products that are handled 
by the hardware dealer. In this bureau, 
which is faced with an ever-increasing 
demand for its testing services without 
corresponding increase in personnel, this 
development is rapidly supplanting the 
slower methods of human operation. It 
limits the personnel, performs more uni- 
form ahd reproducible tests and answers 
the need for tests.covering long periods. 
In 1926 there were 180,000 tests completed 
by the bureau. An indication of its work 
is shown by its test of automobile tires, 
bought by the government in the thou- 
sands each year. The tire is driven con- 
stantly under the load for which it is de- 
signed at a speed of 30 miles per hour un- 
til failure occurs. In two days, data can 
be obtained which would take several 
months of ordinary driving on the road. 
From 1,500,000 to 2,000,000 or 3,000,000 
electric lamps are used by the government 
each year and all of these lamps are bought 
on the basis of tests of sample lamps 
selected at random at the factory and sent 
to the Bureau Photometric laboratory. In 
testing thermometers, many steps in the 
work are practically automatic and the 
same is true of other lines. In the case 
of tests of sash cord, paper, etc., there is 
no necessity for paying any attention to 
the process from the time the machine is 
started until the results are read on the 
dial. A great deal of time and ingenuity 
have been spent in developing some of 
these machines. And when the tests are 
made Uncle Sam knows what he is buying. 
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Janu 


ary to April Hardware Sales 


Better Than Same Period 1926— 
Staple Lines Active—Collections Fair 


H 


lines and very staple goods. 
considered very satisfactory. 


ARDWARE jobbers’ sales records for the first four months of 
the current year show material improvement compared to figures | 
for the same period of 1926. Current activity is fair in seasonal 

Spring goods business written to date is 

Unseasonal weather in most markets 


is restricting a normal consumer demand, which has followed closely 


the trend of the weather. 


Both jobbers and retailers predict a satisfactory spring trade and 


expect a substantial summer business. 
stimulate the consumer buying in spring lines, paeSy garden | 


equipment. 


Steady warm weather will 


Collections generally in the hardware field are reported as fair. 





L) rges Electrical Instruction | 22°¢s: $74,726,908; ignition apparatus 
for internal-combustion engines, $41,- | 


for Youths on Farms 


The teaching of vocational agricul- 
ture will be materially affected by the 
constant increase in the use of elec- 
tricity on the farms of the South, ac- 
cording to a statement just made by 
I. D. Maltby, Southern Regional Agent 
for the Agricultural Education Service, 
Federal Board for Vocational Educa- 
tion. 

Vocational agricultural teachers 
should be given instruction in the use 
of electrical power, Mr. Maltby says, in 
order that the boys on the farms might 
be taught how to use and operate farm 
electric equipment. 





Electrical Industry’s Produc- 
tion Shows 19.1 Per 
Gain 








Cent: 


More than $1,500,000,000 worth of. 


electrical machinery, apparatus and 
supplies were produced in American 
factories in 1925, according to the Bi- 
ennial census of manufactures made 
public April 23 by the Bureau of the 
Census, Department of Commerce. A 
summary of the census follows: 
Establishments engaged primarily in 
the manufacture of electrical machin- 
ery, apparatus, and supplies reported, 
for 1925, a total output valued at 
$1,540,002,041, an increase of 19.1 per 
cent as compared with $1,293,001,771 
for 1923, the last preceding census year. 
The total for 1925 was distributed as 
follows: Batteries, $155,245,226; con- 
trol apparatus, $31,032,159; fans, $12,- 
562,636; generators, motor-generator 


sets, and transformers, $172,005,613; 
household, heating, and cooking appli- 








364,998 ; 
pliances, not including motor-driven 
tools and devices, $10,279,978; interior 
conduits and fittings, $43,328,140; in- 
candescent lamps, $73,558,210; measur- 
ing instruments, relays, and instrument 
transformers, $31,650,355; motors, 
$112,543,596; radio apparatus, $170,- 
197,861; switchboards, panel boards, 
circuit breakers, and switches, $69,- 
072,044; telephone and telegraph appa- 
ratus (not including wireless), $84,- 
421,231; wiring devices, $34,682,619; 
miscellaneous electrical machinery, ap- 
paratus, and supplies, $327,616,225; 
and all other products, including con- 
tract and _— work, $95,714,242. 


Favorable Outlook Reported | 
by N. Y. Bank Survey 


that has persisted in the face of the. 


moderate reaction during the last six 
months is probably attributable in the 
main to two factors, states the current 
issue of the Guaranty Survey, published 
last week by the Guaranty Trust Com- 
pany of New York. 

“One is the growing realization that 
minor recessions inevitably occur even 
in the most prosperous times, and that 
there is some reason to believe that 
such recessions have become less sig- 
nificant than they formerly were in 
their bearing on the more important 
trade movements,” the Survey con- 
tinues. “The other is the marked pre- 
ponderance of favorable over unfavor- 
able elements in the immediate business 
outlook. 

“Practically none of the traditional 
forerunners of trade reaction is appar- 





industrial apparatus and ap- | 





| 649,000 persons. 


The exceptional degree of optimism birth rate exceeded the death rate con- 





Reading matter continued on page 66 


ns carr nn a —m 
ent at the present time. Commercial 
inventories are unusually small. There 


is certainly no sign of inflation in com- 
modity prices. Money rates are easy, 
and both long- and short-term funds 
are abundant. The level of purchasing 
power in industrial communities is 
without precedent. Goods produced are 
moving freely into consumption. The 
building and automobile industries re- 
main very active, and the cotton tex- 
tile industry is gaining. Most of the 
large business organizations are in a 
strong financial position. Transporta- 
tion efficiency is at the peak. 





March Production of Autos 
Largest Since September 


Production of automobiles in March 
increased to 386,721 vehicles, the larg- 
est number since September, 1926, but 
remained behind production in March, 
1926, which totaled 422,728 vehicles. 
The total for the first three months of 
1927 is given as 919,687, as compared 
with 1,077,771 in the same period of 
last year. 

These totals of production are re- 
ported in the monthly tabulation by the 
Department of Commerce, based on re- 
ports from 158 manufacturers in the 
United States, 53 making passenger 
cars, 123 making trucks and 18 making 
both. Canadian production in March 
was not reported, but Canadian output 
for the first two months of 1927 is 
ebout equal to the same months in 
1926. 





Farm Population Shows De- 


crease for the Year 1926 


The greatest decrease in farm popu- 
lation of the United States since 1920 
occurred in 1926, when the net move- 
ment away from farms amounted to 
The fact that the 
siderably, reduced the loss in farm 
population to 649,000. 

Estimates by the Bureau of Agricul- 
tural Economics, Department of Agri- 
culture, based on the 1925 agricultural 
census, have just been made public. All 
geographic sections of the country 
showed net decreases in farm popula- 
tion in 1926. 


Du Pont March Paint Sales 
Establish New High Record 


The Paint and Varnish Division of 
E. I. du Pont de Nemours & Company, 
Philadelphia, stated that business for 
March represents the greatest March 
in the history of their paint business. 
Their sales for the first quarter are 
39.5 per cent ahead of the same period 
a year ago. 
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CL The SUPERFEX—Finest Oil Stove Made *t® 


Demonstrate a Superfex Stove to and up-to-date. White porcelain 

your next oil stove prospect. Cash enameled cabinets. Gray porcelain 

In On the bigger protit to be made enamel tops. Gray legs and base 

by selling these famous leaders. shelf. These are just a few of the 
modern tmprovements. 





Phe gas-like speed of the famous 

Superfex Burner is unequalled. Demonstrate the Superfex—the 
And now, new features make these — finest liquid fuel stove made. You'll 
famous leaders even more modern _ find it pays in increased profits. 


PERFECTION STOVE COMPANY : Cleveland, Ohio 


PERFECTION 


Oil Stoves’‘and Ovens 
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Screws and Rope Reduced 
in New York Market— 
Staples in Normal Demand 


HERE has been very little development in the New York whole- 
sale hardware market during the past week. Rainy, cold weather 
has offset the consumer interest in garden tools to some extent, 
and, of course, this reaction reflects itself in wholesale demand for 
these spring lines. Aggregate 1927 spring goods business is, however, 



















improvement. 


well ahead of the volume of 1926 at this date and both jobbers and 
retailers feel confident that another ten days will show some decided 


Staple lines are holding their own with a normal demand. Screws 
and rope have both declined in this market. 
are particularly firm. Collections show little change. 

Local wholesale and retail stocks are considered average. 






















































Garden Tool Demand Steady ; 
Prices Are Unchanged 


The demand for garden tools and 
other spring hardware lines continues 
very steady. Aggregate business for 
1927 on this class of goods continues 
well ahead of 1926 records. Local stocks 
are satisfactory, and New York prices 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c, each. 
Same with 6 in. blade, bronze finish, 
s014c. each; and with 7 in. blade, 
bronze finish, 81%c. each. 

Ladies’ garden hoes, 56 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle, 80c. to 88c. 
each. 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Hose ong 


Bai wy $1.85 each; No. 2, $2.80 each; 

3. 60 each; No. 20, $4.10 each; 

No 30° 71.85 each. Detachable model 

to fit faucet, $4.10 each, and Reelezy, 
$1.50 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in, tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dies, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure forks 
are packed 6 in a bundle. 


Garden Hose, Etc. 


Molded, 1 ply, a ot. seagate, “4 € 
per ft.; same, 2 %c. per ft.; 
molded smooth, 2 4 10%. per te 
and wrapped, 5 ply, 9%c. per ft. In 
25-ft. lengths each grade is ‘%c. 
higher per foot. 

Hose couplings, Sherman brass, 
$1.30 per dozen; perfect, $2.00 per 
dozen. 





Hose menders, Cooper, 75c. per 
dozen; perfect clinch, 75c. per dozen. 


Scythes 


Grass scythes, $19.25 per dozen; 
Bush scythes, $17.20 per dozen; Weed 
scythes, $17.20 per dozen; English 
riveted back, $21 per dozen; hay 
knives, $16.50 per dozen. 

Scythe snaths, grass, $15.20 per 
dozen, and bush, $17.25 per dozen. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Sprinklers 


Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each; 
Rainking, $2.33 each; Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%4c. each. 

Packed 6 in a bundle. 


Hose Nozzles 


Rainking, $12 per dozen; Diamond, 
$4.10 per dozen; Gem, $6.70 per dozen; 
Peoria, 35c. each. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.01 each. Same, with bent 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 

These are pac ked 12 in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each; with 14 
teeth, 50c. each; with 16 teeth, 54%c. 
each. 

Medium bronze finish, straight 
teeth, 5% ft. ash handle, 12 teeth, 
75%c, each; 14 teeth, polished, 82c. 
each; 16 teeth, 86%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07% each; with 14 teeth, 
$1 each. 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 
bundle. 
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Normal Bolt Demand 
N. Y. Stocks Satisfactory 


The New York wholesale hardware 
firms report a normal demand for bolts 
and nuts. Local stocks are considered 
entirely satisfactory. No particular 
difficulty has been encountered in the 
use of new lists and discounts, which 
became effective April 1. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Drain Pipe Cleaner Price 
Reduced to $2 Per Duz. 


Economy Plumber Co., 39 Lispenard 
Street, New York City, announces a re- 
duction in price on its Economy Drain 
Pipe Cleaner to $2 per dozen one pound 
cans. 


Screws Decline 10 Per Cent; 
Demand Considered Normal 


New York hardware jobbers an- 
nounce a decline of 10 per cent on 
screws effective May 1. You will note 
an extra ten has been added to prices 
shown here. The current demand is 
considered normal. Local stocks are 
adequate. 


JOBBERS’ QUOTATIONS oe RE- 
TAILERS, F.O.B. NEW YOR 


Screws, flat head, bright, a 75- 

20-10-10-10-10. 

— head, blued, 72%4-20-10-10- 
Round head, iron, nickel plated, 

65-20-10-10-10- 10. 

aaa head, galvanized, 60-20-10-10- 
Flat head, brass, 7214-20-10-10-10- 


10 
round head, brass, 70-20-10-10-10- 


These discounts apply to standard 
screw lists. In package lots an extra 
10 is allowed. 


Rope Declines Half Cent; 
Sisal One Cent Lower 


Rope prices for the May-June period 
show a decline of one-half cent on 
Manila rope and one cent on Sisal 
rope. In New York prices to retailers 
are: Manila rope No. 1, 24%c.; No. 2 
22%c.; No. 3, 20%c. Sisal rope, No. 1 
16%4c.; No. 2, 15%c. 


Sash Cord Demand Good: 
New York Stocks Ample 


Sash cord continues in good demand 
with the New York hardware jobbers. 
Prices are firm and stocks ample. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.0.B. NEW YORK: 


Sash cord, Samson spot No. 8, 72c.;: 
Aetna No. 8, 26%c. to 27c., and 
Phoenix No. 8, 34%c. to 36c. 

No. 7 is ic. higher and No. 6 is 
3c. higher on all brands. 
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LOCK JOINT 


TROLLEY 
TRACK 





Now you can have a trolley track 
which is virtually a one-piece track, 
regardless of length! This is assured by 
the new R-W Lock Joint, latest perfected 
device of Richards-Wilcox. 


It locks the joints together permanently; 












locks them so tightly that hangers will 
always operate smoothly and trouble- 
free. The Lock Joint is exclusively 
Richards-Wilcox and is obtainable only 
with trolley track carrying their trade 
mark. Ask for it by name. 





New York - 


Boston Philadelphia 
Minneapolis Kansas City 


Montreal 


Los Angeles 


AURORA, ILLINOIS, U.S.A. 


Cleveland Cincinnati Indianapolis St. Lovis New Orleans Des Moines 


San Francisco 
* RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. 


Chicago 


Seattle Detroit 
+ Winnipeg 


Omaha 
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Chicago Sales Increase as Season 


Advances—Prices Show Little Change 
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HARNESS 








Additional Price Changes Reported by Chicago Wholesalers 


HALTERS—tThe recent advance in hides has raised the price of leather 2 cents per pound 
and this, in turn, has resulted in a slight advance on halters. 


While there has been no advance on harness as yet, the higher price of leather 
will undoubtedly cause a slight increase in the near future. 








(Chicago office of HARDWARE AGE) 


N spite of the prevailing flood conditions in much of the agri- 
cultural territory in the Middle Western States and the result- 
ing slowing down of farm activities, hardware sales are pick- 

ing up. Outside of the flooded areas the season is well advanced 
and the abundance of moisture this spring gives promise of a good 


crop year. 


Seasonal merchandise is having a steadily expanding demand and 


staple items are satisfactorily active. 


The total volume of orders 


for hardware compares favorably with this same time last year. 
Due to the large volume of small orders, activities in the steel 


mills in the Chicago area are holding up well. 
at about 85 per cent of capacity. 


Production continues 


Movement in practically all lines of building materials is brisk 
due to the favorable construction conidtions and the high level of 


operations. 

AUTOMOBILE ACCESSORIES.—Sales 
are showing a gradual increase. There 
has been a slight adjustment on inner 
tube prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Pliugs.—Splitdorf, for Fords, 
5b0c. each: regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C. 53c. each; 
lots of 100 50c.; A. C., Special Ford, 
S6c. each. 

Spot Light.— Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 


35 per cent discount. 


Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each: regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each: red inner tubes, 
30 x 314, $1.45 each. 


BASEBALL GOODS.—tThere is an in- 
creased interest in baseball this year, 
and sales are running ahead of last 


year. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: xs0ldsmith Official 
League Balls, $15 dozen: Special 
Official League balls, $8.90 dozen: 


Slugger bats, $16.20 dozen. 
BOLTS AND NUTS.—tThe recently re- 
vised prices are being well maintained 
and a good volume of bolts is being 
sold. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
15- 


per cent discount; all stove bolts, 

















10 per cent discount; lag screws, 60 


per cent discount. 


BUILDERS’ HARDWARE.—While job- 
bing prices have not changed as yet, an 


| advance may be looked for shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$1.80 per doz. pair, case lots—less 
quantities 12c. per doz. pair higher: 
4 x 4 steel butts, old copper and dull 
brass finish, $2.62 per doz. pair; 
heavy steel bevel inside sets, $4.60 
per doz. sets; steel bit-keyed front 
door sets, $1.35 per set; wrought 
brass bit-keyed front door sets, $2.40 
per set; cylinder front door sets, 
$5.50 per set. 


CHAIN. are very 
there is no change in prices. 
We 


good and 





quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 
There is a satisfactory demand and 
prices are without change. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—Un- 


usual sales activity continues. Prices 
are firm and unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. | 


ELECTRICAL MERCH ANDISE.— | 


Reading matter continued on page 70 





There is a good steady volume of or- 
ders and prices are unchanged. 


We quote from jobbers’ 
f.o.b, Chicago: 

Electrical Merchandise.—wNo. 14 rub- 
ber covered wire, $6.50 per 1000 ft.; 
in 1000 ft. lots, $6.00; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12.00; %-in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45e, each; in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 

Loud Speakers.—Western Electric 
No, 522 W,. $2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Sales are still well 
ahead of last season. Prices are firm 
and unchanged. 

We quote from jobbers’ 
f.o.b. Chicago: 726-6-12%, 
100 rods; 
rods; 2158-6- 14%, $48. "98 per 100 rods. 

FILES.—tThere is no change in prices 
and a good volume of business is being 
placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—With the trout 
season opening in a number of States 
now, dealers are starting their selling 
season. 


We quote from jobbers’ 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 
— each; Symploreel No. 752, $4.90 
each. 


GALVANIZED WARE.—Prices are 
firm and unchanged and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33: 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.: 1 
bu. galvanized baskets, $6.20 doz.: 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—tThere is a good sea- 
sonal demand, which compares favor- 
ably with this time last year. 


f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 


stocks, 


stocks, 


stocks, 


good 
lle., per 
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Because of Dependability, Power 


and Economy—now the World’s 
Most Popular Gear-Shift Truck! 


In every section of the country every condition of usage has 
ChevroletTrucksales are break- long been traditional — while 
ing all records—definitelyestab- the Chevrolet valve-in-head 
lishing Chevrolet asthe world’s motor delivers power in excess 
most popular gear-shift com- of the severest requirements. 
mercial car. 


— at these 


Low Prices! 
-Ton T k 
‘oak Sestte Body *680 


1-Ton Truck $ 
with Panel Body 755 


Extremely low consumption of 
This decisive preference for gasoline and oil, combined with 
Chevrolet is based on a match- minimum maintenance costs, 


a ite $610 less combination of depend- makes Chevrolet the most eco- 
sTem Teach $495 ability, power and economy— _nomical haulage unit available. 
Chassis | a . 

us the public’s confidence ina 
%4-Ton Truck = $3.95 P P See the nearest Chevrolet dealer 
Chassis product of General Motors. f ne a 
All prices f. 0. b. Flint, Mich. —and arrange for a trial loa 
Check Chevrolet Chevrolet’s dependability under demonstration. 
Delivered Prices 
They include the lowest hand- CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 
ling and financing charges = ; 
available. Division of General Motors Corporation 


THE WORLD’S LARGEST BUILDER OF GEAR-SHIFT TRUCKS 
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from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
uality, molded hose, % in., llc. per 
t.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn Sprink - 
lers, ‘Rain King, $28 a oe. s ; —. 
fountain sprinklers, $6.00 doz.; Rain- 
bow, 38-in. high, $24 a doz, 


HANDLED HAMMERS AND 
HATCHETS.—Building activity in this 
vicinity keeps the tool demand at good 
volume. No price changes for several 
months. 
yn 

uote from jobbers’ stocks, 


mm.» ” Gila: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 


We quote 


$12.60 a dozen; 16 0OZ., machinists’ 
hammers, first quality, $9.20 dozen; 
16 oz., nail ham- 


competitive grade, 
mers, $6 to $8. 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hate hets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are running about the same as last 


year. Prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: ; 
Hay Fork Handles. — Straight 
chucked and _ bored, best’ grade, 
4\, -ft., _ doz.; 5 Lew Ra “ doz.; 
XX ‘ ft., $3.65 doz.; 4.45 
, ng , 4% ft., ‘$2. 35 fon.: <" tC, $2.75 


~ = Fork Handiles.—Bent-chucked 


and bored, best ge with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.: 5 ft... $6.25 wt 
XX plain, 4% ™% " doz.; 5 

$3.80 doz.; 44 , $2. 70 Hy 


X plain, 
5 ft., $3.25 doz, 


Manure Fork Handles.—Bent, best 


grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.; XX plain, 4 ft., $3.85 doz.; 
4% ft., $4. 15 doz.; plain, 4 ft., $2.40 
doz.; 4% ft., $2. 85 doz. 

Garden Hoe Handies.—XxX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake Handles.—xXX, 5% ft., 
$4.80 doz.; 5% ft., $3.05; 6 ft., 4. 00. 

Shovel Handiles.—Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz.; D handles, best grade, 
$7.00 doz.: X, $5.50 doz. 


Spade Handiles.— D handles, 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—The good volume 
of business keeps up and prices con- 
tinue firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz 


HINGES.—An advance in _ jobbers’ 
prices on butts and hinges may be ex- 
pected shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 72c.; 5-in., 98c.; 6-in., 
$1.10; 8-in., $1.85; 10-in., $3.10 per doz. 


best 


stocks, 


pair; extra heavy T hinges, in 
bundles, 4-in., $1.10; 5-in., $1.18; 6-in., 
avs 8-in., $2.38; 10-in., $3.36 per 
OZ. 


ICE CREAM FREEZERS.—tThe de- 
mand is steadily improving as the sea- 
son advances. Prices are unchanged. 


WN el — F may ~ te stocks, 
Chic White Mountain, 1 
Tl 80 list: 2 qt., $5.60 list; 3 qt., 
36 45 list; 4 qt., $8. 25 list; 6 at., 
$10.45 list; 8 qt., $13.40 list: 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
25.60 list; 20 qt., $33.20 list; 25 qt., 
42.60 list; Arctic, 1 qt., $4 list 2 at., 
$4.60 list; 3 at., $5. 45 list: 4q $6.80 
list; 6 at., $8. 60 list; 8 at., $11.10 list. 
All the above less 50 per cent dis- 
Alaska, 1 at., 
3 at., 
$6.30 list; 


count. 


$3.45 list; 
list; 6 qt., 
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10 qt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21. 50 list. A dis- 
count of 20 and 10 per cent on all 


Acme, 2 qt., galv., $8 
$10 per doz.; 4 
Above 


above prices. 
doz.; 2 qt., enamel, 
qt., enamel, $18 per doz. 
prices are net. 


LAWN MOWERS.—The demand is 
larger than usual for this season be- 
cause of the advanced weather. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-kKnife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 


9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4- knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—The demand exceeds that of 
last spring. The manufacturers claim 
that present prices are very low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


OIL STOVES.—Sales are picking up 
nicely as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
PERFECTION 
a 2 oo Pn. -decccsweosseeses $17.50 
an Ve - rn, senacvescesetete 22.50 
ee. ee IS ot 6 cn cteeeeses 28.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (improved Model) 
Ee $17.50 


No. ff Ol eee 22.50 

TE ES 6 eee ty 50 
Puritan discounts the same as 

Perfection. 

NESCO—Junetl 

a 2 2 . .. caweoveneces $17.50 

a ee oe nh... 4 ceweeseaees 22.00 

es ee OS BI cc coccceccecods 28.00 

No. 1103 high shelf only........ —. 


No. 1104 high shelf only........ 00 
With vitreous enameled. stove ha 

and splash backs: 

a: Se 2 eR ccosecseonceus $35.50 

ee ee I. 5... pocccvcceees 44.50 
Nesco dealers’ and 5 

per cent. 


discount, 30 


Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
No. 400 Built in oven model.... 63.00 


Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
No. 211 1 burner, plain door... .$2. 


2.50 
No. 211G 1 burner, glass door.... 2.70 
6.00 


No. 112G 2 burners, glass door... 
Deaders’ discount, on 10 6r more, 
30 and 5 per cent; less than 20, 30 
per cent, 
PURITAN 
No. 42G 2 burners, glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO 
No. 05 1 burner, solid door..... $2.00 


No. 5 1 burner, glass door..... 2.15 
No. 020 2 burners, solid door.... 4.25 
No. 20 2 burners, glass door.... 4.56 
No. 301 2 burners, glass door, 
thermometer ...... 6.40 


Wicks, Etc. 


Rockweave wick, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters, 


PAINTS AND OILS.—Sales are very 
active and prices are firm. 


We quote from jobbers’ 
f.o.b, Chicago: 

Linseed Oil.—Raw, barrel lots, 90c. 
per gal.; 5-barrel lots, 87c. per gal. 

Linseed Oil. — Boiled, barrel lots, 


cook 


stocks, 


93c. per gal.; 5-barrel lots, 90c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
52c. per gal.; steel drums extra, $6 
returnable, 

Turpentine.—Drum lots, 87c 

White Lead.—500-lb. lots, $13.75 
per 100 Ib., net; 100-Ib. lots, $14: 50- 


Ib. lots, $7. 25: 25- Ib. lots, $3.65; 12%- 
Ib, lots, $1.85. 
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Shellac.—(4%4-lb. ents). white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian fed .—In barrels, 
$3.50 to $6.75 per 100 Ib. 

we Paste.—Barrel lots, 7%c. per 


PREPARED ROOFING.—Soaring vol- 
ume of orders is well maintained, with 
prices unchanged and firm. 


We quote from .jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light talc surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


ROPE.—Prices on manila rope drop 
half a cent a pound, while sisal prices 
are down a cent. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands, 23c. to 25%c. per 1b. ; 
No. 2 manila, 22c. per Ib.; No. i 
sisal, 14%c. to 16c. per lb.; No. 2 
sisal, 13%c. to 15c. per Ib 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales are increasing as 
warm weather approaches. Prices are 
without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: i ae doors, No. 266, 


2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; No. 311, 2-8 x 6-8 
$27.20 doz. screens, 


Window No. 
1833, $4.05 doz.; No. 2433, $4.75 doz. 
SCREWS.—There is a good Lv.ly de- 
mand. Prices are firm, with occasional 
concessions on quantity orders 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent: round 


head blued, 72%%-20-10-10 per cent, 
flat head brass, 7214-20-10-10 per 
cent; round head brass, 10-10-10-10 
per cent, 


SOLDER AND BABBITT.—Prices hold 
at the present high level and the de- 
mand continues active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $42.50 per 100 lb.; medium, 45- 
55 selder, $41.50 per 100 Ib.; tinners’ 
40-60 solder, $40.50 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ilb.: 
—. No. 4 babbitt metal, $13 per 

) 


STEEL SHEETS.—Orders are in vol- 
ume better than last season, and prices 
are now firmer. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28- “gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib 


WIRE PRODUCTS.—There is a fair 
seasonal increase in the demand. Pres- 
ent prices are considered low and fa- 
vorable, though there is occasional cut- 
ting for the large orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—tThere is a good sea- 
sonal demand for agricultural wrenches. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 650-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75; 
No. 101 Master Service Set, $13. 75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.5 No. 
608 Crankcase Drain Plug Pan y 
$3.20; No. 90 Square Socket Set, 
$3.70; No. 1878 Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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There’s money for you 
in the old floors of your town 


Of course you sell paint and var- 
nish for refinishing old floors. But 
there are a lot of floors that are too 
shabby to respond to paint and 
varnish. Why not let these old 
floors bring you profits too? 


Just offer your customers Con- 
goleum Gold Seal Rug Borders—all 
ready to lay down on the floor, 
without even tacking or cementing. 
See how quickly they'll jump at the 
chance to hide their shabby floors. 


Congoleum Gold Seal Rug Bor- 


ders present the appearance of fine 
hardwood flooring at the merest 
fraction of real hardwood cost. 
And they provide all the well- 
advertised, labor-saving advan- 
tages of Congoleum Gold Seal 
Rugs — even to the Gold Seal 
Money Back Guarantee! 


The above illustration shows how Congoleum Rug Border is 
placed on the floor and gives the effect of hardwood flooring. 
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These goods save your custom- 
ers trouble and net you nice profits 
that you otherwise wouldn't make 
at all. Moreover, there is still 
another profit to be made from 
selling clear varnish to restore the 
new look to the rug border when 
its color and gloss begin to dim 
with wear. 


It’s no trouble to stock and carry 
Congoleum Rug Borders. They 
take up little space and fill such 
an evident need that they almost 
sell themselves. An almost unbe- 


‘lievably small investment will 


start you. Why not write us for de- 
tails and name of nearest hardware 
jobber today ? 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters 


1421 Chestnut Street, Philadelphia, Penna. 
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Road Conditions Bring Trade Resumption 
in Northwest—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


HROUGHOUT the territory in the Northwest tributary to 

the Twin Cities, the regular spring work is well under way. 
Seeding is progressing rapidly and the ground is being pre- 
pared for corn and other crops which have to be planted. With 
the abundance of moisture which has fallen during the last six 
months, there is every prospect for a good crop. Very little of 
the territory has had a lack of moisture, which was the one condi- 
tion lacking in favoring the Northwest last year with a good yield. 
With the roads drying out well, travel on the highways is rapidly 
increasing, and trade shows signs of resuming its regular volume. 
Stocks are well filled for spring business and prices are steady and 


firm in all lines. 


AUTOMOBILE TIRES.—With the in- | 
of tires are | 
Dealers are | 


crease of driving, sales 
showing good progress. 
ready for the trade which has been de- 
layed by road conditions. Prices are 
firm as quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $3.60; heavy duty 


oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
$5.25, $15.95; heavy duty, 32 x 6.20, 
$26. 75: tan tubes, 30 x 3%, ‘$1. 70; 32 
x 4, $2.60; 34 x 41%, $3.25: balloon 
tire tubes, gray, 27 x 4.40, $i. 90: 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3.20: 32 x 6.20, $3.70 each. net. 


AXES.—Sales are steady, though nat- 
urally lighter than in the winter. Stocks 
are ample for the call, with prices un- 
changed. 
We 
f.o.b. 





from jobbers’ stocks, 
Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weigh at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50: double bit, $19.50; 
handled, single bit, $19.50: double bit, 
$24.25 doz. net. 


BOLTS.—Demand is fairly good, with 
stocks well filled. Prices are firm. 


We quote jobbers’ stocks, 
f.o.b. Twin Carriage bolts at 
60 per cent: machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
lag screws at 60 per cent from new 
lists. 


BUILDING PAPER.—Call is fair, with 


quote 
Twin 


from 
Cities: 























GLASS 
sales is showing some increase. 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom, 13 ga. intermediate, 26 in. fenc- 
ing at $30.04 per 100 rods. 
FILES.—Call for files is 
stocks well filled. Prices 
changed. 

We 
f.o.b. 
50 per cent and second grade 
60 per cent from lists. 

GALVANIZED WARE.—Garbage cans 
and pails are selling fairly well. Other 
items in this line are moving at reg- 
ular rate. Stocks for spring trade are 
ready, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvé anized tubs at $7.25; No. 2, § 

(Oo. 3, $9.25; heavy tubs, No. 1, 
No. 2, $13. 80: No. 3, $15: Standard 
10-qt. pails, $2.55: 12-qt., $2.90: 14-qt., 
$3.25; stock pails, 16-qt., $5, and 18-qt., 
$5.50 per doz. net. 

AND PUTTY.—Volume of 
Deal- 


We 


with 
not 


fair, 
have 


quote from_ jobbers’ stocks, 
Twin Cities: Best grade files at 
files at 


ers are filling in their stocks for spring 


sales. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent, 
double strength, S88 per cent, and 
strictly pure putty in 50 lb. drums at 


$4.85 ewt., net. 


HAMMERS AND HATCHETS.—Some 


evidences of increase as building devel- | 


Prices are unchanged. 
We 


ops. 
jobbers’ stocks, 
Red rosin sized 
tarred felt at 


quote from 
f.o.b. Twin Cities: 
paper at $2.90 and 
$3.10 cwt., net. 

CHURNS.—Call is still light, with am- 


ple stocks on hand. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 


at 45 per cent from lists. 
EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Volume of 
business in this line is fair, with stocks 
ir. readiness for the building season. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Demand is slightly | 
better, with dealers ready for the call. 
Prices are steady as quoted. 


interest is being shown in this line, as 


'-uilding increases. Stocks are well 
‘led, with prices steady. 
We quote from jobbers’ stocks, 








f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH - 
81, $12. Riverside, No. 611%, $12: 
No. 2 one” $16.40; 
o. 2 claw, 


Plumb Broad, 
No. 2 shingling, $12. N 
$13.75 per doz. net. 


HOSE.—Lawn hose is beginning to 
sell, though the real demand is not yet 
noticed. Stocks are ready for the pub- 


lic in retail stores. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog, % in., 
7-ply, 13%%c. ft.; Competition, % in., 
3-ply, 7c. ft.. Good Luck, %® in., 6- 
ply, 10c. ft.: Electric double braid, 
5. in., 50-ft. lengths coupled, 14%c. 
ft., net. 


| 
LAMPS AND LANTERNS.—Demand 
for lanterns is rather light, compared 


to winter sales. Stocks of camp lamps 
and lanterns are being made ready. 
Prices are firm as quoted. 


We from jobbers’ stocks, 


quote 
f.o.b. Long or short globe 


Twin Cities: 
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tubular lanterns, No. 2, $13 doz.; 
L327 Coleman lanterns, $5.25; No. 
L427, $6; No. C329 lamps, $6.25; 
C318, $7; No. C317, $7.40 each net. 


LAWN MOWERS.—Dealers are ready 
for the spring demand in this line, and 
a few days of warm weather will start 
sales. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 


cent; Riverside ball-bearing, 14 in., 
$7.90; 16-in., $8.15, and 18-in., $8. 45 
each, net. 


MILK CANS.—Sales are steady in this 
line, with stocks ample for the call. 
Prices in last report still hold good. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 
net. 
NAILS.—Sales are increasing with the 
resumption of building. Stocks are be- 
ing. gradually filled for spring trade, 
though dealers are buying conserva- 
tively, according to their needs. Prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire nails 
at $3.15 per keg, base and cement 
coated wire nails in 100-lb. kegs at 
$3.15 per keg, base. 
OIL HEATERS.—Spring sales are be- 
ginning to show a better volume. Deal- 


ers’ stocks are ample for the call. 
Prices are firm as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No $5.50: No. 15, $7.00; 
No. 016. $8. 25; "No. 0190, $10.50; No. 
151, 37.50: No. 0161, $8.75: No. 0191, 
$11.00; No. 505 Giant, $11.25: No. 605, 


with discount in quanti- 
ten or 


$12.% each, 
ties less than ten, 30 per cent; 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Out- 
side paints still are slow, but there is 
an apparent growing interest in this 
line. Interior finishes are leading so 
far, due perhaps to the general weather 
conditions up to this time. Stocks are 
well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 lb. containers 
at $12.64 cwt., net. 


PUMPS.—There seems to be a promise 
of good volume in water supplies dur- 
ing the year. This section of the coun- 
try is developing in dairying and di- 
versified farming, and better water 
supply is imperative. Dealers are pre- 
paring for the expected trade. Prices 
show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85: adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable’ stroke, 
$14.35: No. 415, $14.65: No. 103, hand 
lift, 6-in. stroke, $14.25: No. 182 hand 
lift, 6-in. stroke, 6-ft., sot length, $5.25 
each, net. 

REGISTERS.—With the opening of ac- 
tive building, registers are selling bet- 
ter. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 

20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 
(Continued on page 82) 


stocks, 











May 5, 1927 HARDWARE AGE 73 








: . 
| Spring is here aga n! 
But prepare against the invasion 
of the germ-carrying flies. 





The average home owner realizes 
the necessity of installing screens 
on the doors and windows of his 

~7~ home in order to effectively keep 
out these intruders. 





“= 





Dealers everywhere will be called upon to supply hardware 
for these screens and it should be the best hardware obtainable. 


a 
No O BOREEN AND STORM DOOR SET afiona 


SCREEN 
HARDWARE 


when installed will 

oo prove a source of satis- 
Pee faction to both dealers 
and householders. Its 
distinctive features will 
be appreciated and in- 
sure peace of mind and 
protection. 



































Our lastest catalog is No. 20. 
If you have not already re- 
ceived your copy we will be 
“909 pleased to mail one to you. 
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No. 200 Pull Coil Spring 


National Manufacturing Company 
STERLING ILLINOIS 


























74 





HARDWARE AGE 


Cleveland Jobbers Report Fair Gain 


in Past Weeks Business—Few Price Changes 


(Cleveland office of HARDWARE AGE) 


OBBERS report a fair gain in business during the last week or 


two. 


active. 
items. 
livery are generally quiet. 


Seasonal hardware is moving well and staple merchan- 

dise has also become more active. 
demand, moving better than a year ago. 
Roofing material and painters’ supplies are also active 
Builders’ hardware is only fair. 
Local retail business has improved, 


Baseball goods are in good 
Fishing tackle is also 


Lines for future de- 


retail merchants reporting good volume of sales in garden tools and 


seeds, lawn seed, fertilizers and other seasonal lines. 


week also stimulated sales. 
Prices show little change. 


Clean-up 


Jobbers have marked up lock sets and 


strap and T hinges following .the recent advance by manufacturers. 


Collections are only fairly good. 


ALABASTINE.—tThis is still moving 
well and jobbers report that their sales 
this season have been larger than for 
several years. 


Cleveland jobbers quote alabastine 
at 15 cents per Ib. for white and 16 
cents r lb. net in 5-lb. packages, 
subject to a 35 per cent discount for 
less than case lots; 40 per cent for 
case lots and 45 per cent for 20 cases 
and over. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tires are moving in very 
good volume. While there was some 
talk recently of a price advance, a 
change in prices in the near future is 
not expected. Accessories are moving 
in moderate volume. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75; tan Cue. 


1.60; 

balloon tire tubes, ’ gray, 
$1.80; 29 x 4.40, $1.85; 30 z 5.25, $2.50: 
32 x 6, $3.10; 32 x 6.26, $3.5 


We quote from Neal stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 


%6c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45c. each for less than 100, and 4lc. 
each for over 100: Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100 


AXES.—Jobbers have been getting 
quite a few good orders recently. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland. 

First grade single bitted rustless 
black finished, handled axes, 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 per 
doz.; double bitted, unhandled, $20 per 
doz.: 60c. increase for dozen lots 
weighing 42 to 48 Ib., and similar ad- 
vance for each 6 lb. additional weight 
increase. 


BUILDERS’ HARDWARE.—Cleveland 
jobbers during the week advanced 
prices on lock sets and strap T hinges 
following the advance made recently 
by manufacturers. Butts are unchanged. 
The demand is only moderate. 


Cleveland jobbers quote in case 
lots lock sets, $5.75 per doz.; heavy 
strap hinges, 6-in., $1.45 per doz.; 
8-in., $2.38 per doz.; extra heavy. T 
hinges, 6-in. $1.73 per doz.; 8-in., 


$2.80 per doz. 
BOLTS, NUTS AND RIVETS.—Prices 











under the. new lists have settled down 
to 66 2/3 per cent off list for less than 
case lots. However, some effort is be- 
ing made to get 66% per cent for small 
lots. Demand is fair. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, lag stocks, 
hot pressed and cold punched nuts at 
32% to 66% per cent off list. Stove 
bolts, 75 an 10 per cent off list. 
Semi-finished nuts in packages, 60 and 
10 per cent off list. 


BATTERIES.—There is slow demand 
for all kinds of batteries. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 
Packages Lots 
FS eee $1.14 $1.22 
PM aden 6 onde dees 1.30 1.40 
i Mi. 666666+s00eKeeueg ae 2.62 
Dt <uoneebéueeuse aa 3.40 
DCE duns aseduddawhe 3.33 3.58 
Dry cell A batteries, No. 7111; 

35%c. in standard pac kages; 40c. in 


broken lots. Columbia igniter dry cell 
batteries; 32%c. in standard packages; 
36c., broken lots. 
BINDER TWINE.—Orders are coming 
in very good and steady volume for 
early shipment. , 

Cleveland jobbers quote binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.3742, Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 


been eliminated this year as a basing 
point. 


CORRUGATED ROOFING.—There is 
a fair seasonal demand. Prices are un- 
changed. 


Cleveland jobbers quote No. 28 gage 
1%-in. corrugated roofing at $4.01 per 
square, f.o.b. Pittsburgh. 


F ERTILIZERS.—tThese are still fairly 
active. 


Jobbers quote f.o.b. Cleveland: Old 
Gardner, 1 lb., 17 cents, 5 lb., 45 cents; 
10 Ib., 70 cents: z6 Ib., $1.40; 50 Ib., 


$2.45: 100 Ib., $3.8 
GARDEN HOSE.—Jobbers are getting 
a fair volume of business in late orders. 
Cleveland jobbers quote standard 
5g-in. double braid molded hose at 


9%c. per ft.; the same in higher grade, 
10%c. per ft.; standard %-in., llc. per 
ft. 


GLASS BAKING WARE.—Sales are 
not holding up to recent volume. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1-qat., 
$1.17; 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50: casseroles with fancy 
covers, 35c. higher. 
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Pie Plates.—8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

Bread Pans.—No. 212, 60c.; No. 214, 

‘Utility Dishes.—No. 231, 67c.; No. 


232, $1.1 
Tea Pots. —2-cups, $1.67; 4-cups, $2: 
6-cups, $2.33. 


GRASS HOOKS, SHEARS AND 
SCYTHES.—These three items have 
become quite active. 


Jobbers quote f.o.b. Cleveland: 
Grass Hooks.—Little Giant, $5 per 


doz.; Village Blacksmith, $4.50 per 
doz.; Forest City, $4 per doz.; Clear 
Cut, $5 per doz.; 25 cents per doz. 


extra for broken lots. 

Grass Shears.—No. 1, $2.85 per doz.; 
No. 2162, $3.25 per doz.; No. 1269 
$5.50 per doz.; Pexto, $8 per doz. 

HOSE REELS.—Sales are fair. 
Cleveland jobbers quote all metal 
reels with galvanized drums at $18 
per doz. for the plain reel and $21 

per doz. for reels with ratchet. 


ICE CREAM FREEZERS.—Orders are 
rather light, but a more active demand 
is expected shortly. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 


White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 


ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 
$8 each; 6-qt., $10 each; 8- -qt., H3 
rence subject to a 55 per cent dis- 
cou 

ities 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $1 3 each; 
subject to discounts of 55 and 7% per 
cent 

Acme, 2-qt. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz, 


ICE SKATES.—A fair amount of busi- 
ness is being taken for next season, 
particularly for the shoe skates. 


Cleveland jobbers quote Alumo 
skates: standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 


NAILS AND WIRE.—The demand is 
rather slow. Barbed wire is moderate- 
ly active. Jobbers’ prices are firm. 


Jobbers follows from 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg: No. 9 galvanized wire, $3.35 per 
100 Ib.: No. 9 annealed wire, $2.90 per 
100 Ib.; cement-coated nails, $2.90 per 
100 \b.: polished fence staples, $3.60 
per 100 lb.: galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 


quote as 


shipment, Lyman, 4 point, $3.20 per 
80-rod spool. Hog wire, $3.45 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—A 
very good seasonal demand has sprung 
up for these items. 


Jobbers quote f.o.b. Cleveland: 

Oil stoves, Nesco, No. 212, 2-burner, 
$11.85 each; No. 215, 3-burner, $14.60 
each; No. 214, 4-burner, $18.60 each; 
Harvard, 2-burner, $11.75 each: 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 

Gasoline stoves, Nesco, No. 82, 2- 
burner cook stoves, $18.80 each; No. 
83, 3-burner, $23. 25 each: No 84, 
burner, $40. 65 each; No. 840 gasoline 
range, $53.25 each. 


PAINTERS’ SUPPLIES.—Linseed oil 
is firmer, but turpentine has declined. 
There is a good demand for paints for 


(Continued on page 82) 
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ADVERTISING 


to Your Best Customers 


OME-OWNERS who take pride in 
keeping up their homes, make the 

best customers for hardware stores—an im- 
portant reason why advertising in BETTER 
HOMES and GARDENS is so valuable in 


selling hardware. 


BETTER HOMES and GARDENS 
reaches more than 900,000 families who 








































NS take pride in keeping up their homes. 
ee A And over 90 per cent of these families own 
SAAS uy their homes. 
SEER | , | | 
SeSRSen Keeping their homes attractive both in- 
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2s FGA es side and out requires a lot of hardware: 
eee, ‘3 Da At this season of the year, BETTER 

SP cory 1h HOMES and GARDENS readers are 
checking up on outdoor tools. Taking care 
of lawns and gardens means buying mow- 
ers, rakes, grass-catchers, walk-edge trim- 
mers, sickles, hedge-clippers, spading forks, 
hoes, files, fence and hose. 


Through advertising in BETTER 
HOMES and GARDENS, hardware man- 
ufacturers are giving you a closer sales con- 
tact with these families who, above ll, 
should be your best customers. You can 
develop the contact still further by featur- 
ing products advertised in BETTER 
HOMES and GARDENS. 














BETTER HOMES and GARDENS 


E. T. MEREDITH, Publisher Des Moines, lowa 


. 2. 


ETTER HOMES 
and GARDENS 


Devoted fo the nation’s greatest business, HOME~MAKING 


Among the products advertised in BETTER HOMES and GARDENS, the following are of special significance to you: 
































om Sash Chains ee Psd Systems Hoosier Kitchen Cabinets auines pueiing Plaster 
Alabastine Juban Awnings Kirsch Curtain Rods Sani-Flus 

Armstrong Spray Pumps Dutch Boy Paints Sestee Washing Machines Sherwin-Williams Paints 
Barrelled Sunlight Electric Garden Hose Patton’s Paint Stanley Tools 

Bassick Casters 40-40-20 Paint - True Temper Garden Tools 
Blue-Bird Curtain Rods Goodrich Garden Hose Pennsylvania Lawn Mowers Win-Dor Casement Hardware 
Cupples Fruit Jar Rings Gould Water Systems Pittsburgh Lawn Fence Valspar Brushing Lacquer 
Cyclone Fence Herrick Refrigerators Rolscreens Yale Builders’ Hardware 


McKinney Forged Iron Hardware. Planet Jr. Garden Seeders Standard Pressed Steel Products 
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HARDWARE AGE 


May 5, 1927 


Retail New England Hardware Sales 
Show a Healthy Expansion This Week 


(Boston office of HARDWARE AGE) 


EW ENGLAND retail hardware sales are expanding due to 


more favorable weather conditions. 


As an illustration of 


the improvement, a small retailer reported 206 cash sales 
last Saturday, the best business for any one day since the pre- 


Christmas trade. 
mistic. 


Statements by other retail firms are equally opti- 
Collections are beginning to pick up, according to both re- 


tail and jobbing houses, another very encouraging sign. Sentiment 
in hardware circles, therefore, is more cheerful than it has been in 


several months. 


According to jobbers buying embraces a wide variety of merchan- 
dise with wire cloth, poultry netting, fencing, garden sets, lawn- 
mowers, baseball goods, fishing tackle, step ladders perhaps dis- 
playing the greatest activity. Sales of baseball goods are rnnning 
considerably in excess of those of a year ago and jobbers’ stocks 


are broken. 
year. 


The buying of many kinds of merchandise is late this 
People are buying goods now that should have been pur- 


chased a month ago or longer, and most retail dealers want goods 
immediately. Jobbing institutions, therefore, appear exceptionally 
busy and there is an atmosphere of strain in shipping departments, 
something not noted since last December, when the last minute 


Christmas business was handled. 


AUTOMOBILE ACCESSORIES. 
—Some of the leading makers of tires 
and tubes have issued statements to 
the effect that no immediate advance in 
prices is contemplated. These state- 
ments have slowed up retail buying. 
Other accessories are enjoying a broad- 
er market. 


We quote 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns. — Klaxon, qualities’ less 
than $50 in list value, 35 per cent 
discount; in $50 to $199 value. 40 and 
5 per cent discount; in $200 value, 
50 per cent discount. 

Tires. — Mansfield 
clincher, 30 x 3 in. 
30 x 3% in., $7.25. 
straight side, < 
each net; 31 x 4 in., 
$14.50; 33 x 4 in., 


from Boston jobbers’ 


line, fabric, 
$6.35 each net; 
ry duty cord, 
in., $10. 95 


x 6 in., $50. 40: 38 x " in., $70.65 

Tubes. —Inner, tan, in small lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
in., $1.70; 32 x 3% in., $1.90; in lots 
of ‘12 or more deduct 10c. each tube; 
2.40; 32 x 4 in., $2.50; 
-- $2.60; 34 x 4 in., $2.75; 
32 x 4% in., $2.90; 33 x 4% in., 
x 4% in., $3.10: 35 x 41, 
x 4% in., $3.40; 30 x 5 in 
5 in., $3. 16: 34 x 5 in., 
in., $4; in lots of six tubes or more 
deduct 10c. per tube; 32 x 6 in., $6.20; 
36 x 6 in., $6.15; 38 x 7 in., $9.40. 


BARN DOOR HANGERS.—There is a 
steady although not large movement of 
barn door hangers out of jobber’s 
stocks. 
We 
stocks: 
Barn Door Hangers.—Topping line, 


quote from Boston jobbers’ 





~ 





Storm King, $9.60 per doz. pair net; 
World’s Best, $17.28; Safety, $12; 
Tandem, $17.76. 

BARBED WIRE.—Certain retail deal- 
ers who failed to cover their barbed 
wire wants earlier in the year are do- 
ing so now. Jobbing sales are of fair- 
ly large proportions. 

We quote from 
stocks: 

Barbed Wire. — Galvanized, 
weights, two ply, four point, 
from factory, in car lots, $3.30 per 
cwt.; in less than car lots, $3.55. 
Two ply twisted, in car lots, $3.30; 
in less than car lots, $3.55. 80-rod 
reels, four point, Lyman, in car lots, 
$2.88 per reel, in less thag car lots, 

From store, $4.03. Two ply, 
twisted, from factory, in car lots, 
$2.41 per reel, in less than car lots, 
$2.85 from store, $3.37. 


BOUQUET HOLDERS.—Further en- 
couraging reports are issued regarding 
the sale of bouquet holders for the pre- 
Memorial Day trade. 


Boston jobbers’ 


catch 
Lyman, 


We quote from Boston jobbers’ 
stocks: 

Bouquet Holders.— Glass, No. 14, 
60c. each net; iron, tulip, No. 2, 
35c. each net; tin, No. 22, $1.25 per 
doz, net. 


BRACKETS.—Orders for brackets are 
increasing, according to jobbers. Sales 
are no more than normal for this time 
of the year, however. 


We quote from Boston jobbers’ 
stocks: 

Shelf Brackets. — Discount 40, 20, 
10 and 5 per cent, 


CELLEO GLASS.—Retail interest in 
celleo glass appears to be increasing. 
Jobber’s stocks are far from burden- 
some. 


We quote from Boston jobbers’ 
stocks: 


Celleo Glass.—In 100 ft. rolls, 13c. 
per sq. ft. net; in 50 ft. rolls, 13%c. 


CEMENTS.—AIll kinds of cements are 
wanted by the retail trade and pur- 
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chases for the past week were larger 
than for any similar period this year. 


We from Boston jobbers’ 
stocks: 

Stove Lining. —Rutland, No. 3, $2.16 
per doz.: No. 6, $3.60; No. 10, $5.04. 

Patching Plaster. —No. 3, $1.80 per 
doz.: No. 6, $3; No. 10, $4.20; No. 
15, $6. 
Crack Filler.—No. $1.80 per doz.; 
No. 2, $3: No. 3, $4.20: No. 5, $6. 

Furnace , in 1-Ib. 
cans, 9c. lb.; in 5-lb. cans, 7c. 
per Ib. 

Roofing Cement.—In 1-lb. cans, 15c. 
per lb.; in 3-lb. cans, 13c. per Ib.; 
in 5-lb. cans, 12c. per Ib. 

Iron Cement.—In 3%-0z. packages, 
$14.40 per gross. 

Liquid Roof Cement. 
containers, $1.20. 

Pine Joint Cement.—iIn 1- Ib. pack- 
ages, 20c. 

CLAM DIGGERS.— Now that the 
weather is more seasonable and people 
are beginning to open up their summer 
seashore homes, there is more life to 
the clam digger market. 


from Boston jobbers’ 

stocks: 
Clam Diggers.— Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 


extra heavy, 26-in. handle, $18.90; 
Ipswich pattern, four tine, riveted, 
$12.56. 


CLOTHES LINES.—A sustained de- 
mand for all kinds and makes of clothes 
lines is reported by both retail and job- 
bing firms. 


We quote from Boston jobbers’ 
stocks: 
Clothes Lines.—Cotton, twisted, $4 
pee doz. net. "Se “et 19, $4.50 per 
net; No. 18, 


OZ. 
COD LINES. wn ae dealers situ- 
ated along New England shores, are 
stocking up on cod lines. Retail stocks 
generally are small. 
We quote from Boston jobbers’ 
stocks 
Cod bine. ier gy No. 2, - 10 per 
doz., net; No. 4, $2. 20; No. 6, $3.30. 
CROQUET gute -Jetbers report ad- 
ditional bookings. The buying move- 
ment, however, is somewhat behind last 
year. 


We quote 
stocks: 
Croquet 


quote 


per 


— In gallon 


We quote 


from Boston jobbers’ 


Sets. — Standard makes, 
5% in. mallet, 4-ball, No. 0, $2.38 per 
set net; No. H, $2.75; 8-ball, No. B, 
$3.38; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4- ball, No. AA, $4.50; 
No. AA, $5.75. 


DRAIN PIPE CLEANERS. — Retail 
dealers keep buying drain pipe clean- 
ers, but the average individual pur- 
chase is of a small amount of mer- 
chandise. 

We quote from Boston jobbers’ 


stocks: 
Drain Pipe Cleaner. — Economy 
Plumber cleaner, in 1 Ib. net cans, 


in lots of 3 doz., $2.75 per doz.; in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

me, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.: in lots 
of 6 doz., $4.85 per doz.;: and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1-qt. cans, 
$3 each; in doz. lots, $2.50 each: 
in 1 doz. lots, $2.25 each. 

Same, in v4 gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 
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Jn the White House at ‘Washington 
the rare fine luster of 
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Drawn by L. V.A. Guild THE FAMOUS EAST ROOM OF THE WHITE HOUSE, WASHINGTON, D. C. 







AST summer when the White House, the offi- cost because 2 | tilted may 
cial home of the President of the United hz en- 


States, was redecorated, Vitralite, she Long- ani Ze0'em) for 
Life Enamel, was the only enamel used to embellish th 
the beautifully paneled woodwork in this historic 
mansion. Here, as in foreign buildings of state, fini 
where diplomats,ambassadors, governors, presidents eq! ish 
and even royalty meet, Vitralite serves as a back- duds the 1 in 
ground for brilliant scenes. Chosen for economy, as we 
well as for beauty and durability, more Vitralite is 
used in modest homes than in prominent Sere the surface ad 
buildings. It is rich in beauty but low in 42°=—"™"™™ 


Pratt & LamBert-Inc., 114 Tonawanda St., Buffalo, N.Y. Canadian Address: 20 Courtwright St., Bridgeburg, Ont. 


PRATT & IAMBERT VARNISH PRODUCIS 


The transparent floor finish in clear and |f 
colors, which stands the **hammer test.”’ 
You may dent the wood but the varnish \| 
won't crack. For nearly forty years it has \Y 
withstood the utmost in foot traffic on floors. 
The world walks on *‘61” Floor Varnish. 
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FENCING.—Business in fencing was | 


quite brisk the past week, say local 
jobbers. 
tail dealers who were urged to make 
purchases two or three months ago, but 
failed to do so. 
We 
stocks: 
Fencing.—Plain, factory shipments, 
in car lots, $3.30 per cwt.; in less than 
car lots, Smooth, galvanized, 
sizes No. Yo. 9, in car lots, $3.20 
per cwt., in less than car lots, $3.45. 
From store, $4.15. 


quote from sSoston jobbers’ 


FISHING TACKLE.—tThe fishing 
tackle market has taken on a new lease 
of life, thanks to the passing of the 
forest fire danger and the lifting of 
fishing bans by various New England 
governors. 

We 
stocks: 

Rods.—Steel bait, Vim, 5c. each 
net: Sunnybrook, $1; bait casting, No. 
854, $1.56; Sunnybrook fly, No. BF, 
$1.10; telescope, No. 86, 8%-ft., $1.65, 
No. 96, 9%4-ft., $1.65. 

Reels.—No. 35, $3.50 per doz. 
No. 75, - No. 150%, $10.50; 
125, $12; No. 250, $18.75; No. 350, 
No. 500, $36. 

Rigged Lines.—No. 5, 40c. per doz. 
net: No. 550, 80c.; No. 1000, $1.20; No. 
2000, $1.75. Cod lines, No. 2500, $2.40 
per doz., No. 40, $4; No. 50, $6. 


quote from Boston jobbers’ 


net; 
No. 
$26; 


FLYPAPER.—Boston jobbers continue 
to round up flypaper business. It has 
been a slow process, however, and sea- 
son bookings are somewhat behind 
those of 1926. * 


We from Boston jobbers’ 
stocks: 

Fly Paper.—s x 14-in., in case lots 
(five cartons), $5.50. 

Sprays.—' pts., $4 per doz. net, 
pints, 35. quarts, $10; gallons, $32. 

Sprayers.—Standard makes, $2.80 
per doz. net. 

Ribbon.—In case 
tons), $3.50 net. 

Tree Tanglefoot. —1-lb. can, $4.80 
per doz.; 5-lb. can, $22 per doz.; 10- 
ib., $42; 25-Ib., $96. 


quote 


lots (four car- 


GARDEN SETS.—‘No fault can be 
found with our garden sets business,” 
is the way one jobber expresses him- 
self, and reports from others are equal- 
ly assuring. 

We quote 

stocks: 

Garden Sets.—No. 112, child’s, three 
tools, $1.50 wl doz. net; No. B : 
$2.14; No. , $4.54: No. HF, four 
pieces, $9; No. FSX, three pieces, 
$15.38; No. 83, three tools, $6; No. 
1842, $1.20; No. 860, $2; No. 867, $4; 
No. 870, $6. 


LAWN ACCESSORIES.—Lawn mow- 
ers are in somewhat better demand 
than they were in April. Garden hose 
sales continue of sizable proportions. 
Lawn rollers and other lawn accessories 
are experiencing a broader market. 
We 
stocks: 
Hose. — Commercial, %-in., 
per ft. net: Leader; %-in., 7%c., %&- 
in., 84c.; Viokson, %-in., 10c.; Vigi- 
lant, *%-in., 10%c.; Olympia, %-in., 
10c.: Good Luck; %-in., 10c.; Milo, %- 
in., 11%c.; Bull Dog, %-in., 13%c. 
Add. %c. per foot for 25 ft. lengths. 
Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 
Lawn Mowers.—Mast, Foos Co. line, 
Sky Pilot, 12-in., $4.80 each net; 14- 
in., $5.10; 16-in., $5.40; 18-in., $5.70. 
Overland, l4-in., $6.55; 16-in., $6.90; 


from Boston jobbers’ 


quote from Boston jobbers’ 


7%e. 


Most of the buying was by re- | 
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18-in., $7.20. 
16-in., $7.50; 


Gilt Edge, l4-in., $7.20; 
18-in., $7.80. Peerless, 
14-in., $8; 16-in., $8.30; 18-in., $8.60. 
Gold Medal, 14-in., $9.55; 16-in., $10; 
18-in., $10.50. Standard, 14-in., $10.45; 
16-in., $10.95; 18-in., $11.40; 20-in., $12. 
Duplex, 16-in., $13.35; 18-in., $14; 20- 
in., $14.75. 

Lawn Mowers. — Colonial, 
$8.25 each net; 18-in., $8.63. New- 
port, 16-in., $7.75; 18-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16; 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75. 

Lawn Mowers. — Towsend line, 
Victory, 12-in., $11.16 each net; 14- 
in., $12.40; 16-in., $13.94; 18-in., 
$14.88; 20-in., $16.12; 22-in., $17.36; 
24-in., $18.60. Spider, 12-in., $8.46; 
l4-in., $9.40; 16-in., $10.34; 18-in., 
$11.28; 20-in., $12.22. Derby, 12-in., 
$7.20; 14-in., $8; 16-in., $8.80; 18-in., 
$9.60; 20-in., $10.40. Red Bird, 12-in., 
$6.60; 14-in., $7.40: 16-in., $8.14; 
18-in., $8.88; 20-in., $9.62. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


16-in., 


MATS.—Recent rains with resulting 
mud have created a better call for 
mats. Retailers are buying on a hand- 
to-mouth basis, nevertheless. 


We quote 
stocks: 

Mats.—Cocoa, No. 1, 14 x 25 in., 
60c, each net; No. 2, 16 x 27 in., 75c.; 
No. 3, 18 x 30 in., $1. Kevstone flex- 
ible wire mats, No. 2, $1.47 each net. 


from Boston jobbers’ 


PORCH GATES.—Many recent warmer 
days have brought out the regular 
spring crop of babies on front piazas, 
and mothers have been investing in 
porch gates. Retailers have therefore 
been obliged to replenish porch gate 
stocks. 


We quote from Boston jobbers’ 
stocks: 

Porch Gates.—Wooden, slatted, No. 
3, $12 per doz. net; No. 4, $14; No. 5, 
$16; No. 6, $18. 


POULTRY SUPPLIES.—All kinds and 
makes of poultry supplies are selling, 
but at the moment netting is by far the 


most active item. Certain retailers 
claim that never before in their expe- 
rience have they sold so many poultry 
supplies as this season. 

We 
stocks: 

Staples.—Factory shipments, in car 
lots, $4.55 per 100 Ib. keg; in less than 
car lots, $4.80: from store, $6.25. 

Netting.—Galvanized hexagon, gal- 
vanized after weaving from _ stock, 
50 and 5 per cent discount. From 
factory, Worcester, Mass., 50 and 15 
per cent discount. 

Incubators. —- Buckeye line, No. 1, 
110 egg capacity, $26.25 each net; No. 
2, 175 egg capacity, $31.15; No. 3, 250 
egg capacity, $40.43; No. 4, 350 egg 
capacity, $47.60; No. 5, 600 egg 
capacity, $74.90; No. 40, large ca- 
pacity, $175; No. 14, 65 egg capacity, 
$11.50; No. 16, 110 egg capacity, 
$19.25: No. 17, 210 egg capacity, 
$25.73. 

Brooders.—Buckeye line, portable, 
No. 20, 60 chick capacity, $8.23 each 
net: No. 21, 100 chick capacity, 
$10.85; No. 22, 150 chick capacity 
$13.30. Oil burners, No. 80, 350 chick 


quote from Boston jobbers’ 
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capacity, $13.30; No. 81, 500 chick 
capacity, $15.05. Coal burners, No. 
117, $11.55; No. 118, $15.05; No. 119, 
$18.55. 


SHEARS.—Local jobbers are now se- 
curing quite a few repeat orders on 
grass, hedge and other shears. It has 
been quite a satisfactory year in this 
class of merchandise. 


We 
stocks: 

Shears. — Grass, special, $2.50 per 
doz. net; No. 14, $3.50; No. 1, $2.75; 
No. 1360, $4; No. 0267E, $6. Disston, 
No, 1105, $11.75 per doz. net. Sheep 
shears, No. 057E, $8 per doz. net; 
No. 055E, $7.50. 

Shears.—Lawn, No. 106, $3 each 
net hedge, No. 100L, $1; No. 100, 
7-in., $1.30; 9-in., $1.65; No. 101, 9-in., 
$1.75; border, No. 104, 9-in., $3; No. 
105, 9-in., $3.50. No. 2, 90c. Ladies 
or rose, $6 per doz. net. No. 117, $8. 


quote from Boston jobbers’ 


SHEET ZINC.—Sheet zinc prices have 
been out again for the second time 
within a month. The cut this time 
amounts to 50c. per cwt. 

We quote from Boston jobbers’ 
stocks: 

Sheet Zinc.—In 600 and 300 Ib. 
casks, $11.50 per 100 Ib.; in 200 Ib. 
casks, $11.75; in 100 lb. casks, $12; 
in less than cask lots, $12.50. 


WATCHES.—Watches are selling, but 
in a rather limited way. Most retail 
purchases are for filling in stock pur- 
poses. 


We quote from Boston jobbers’ 
stocks: 

Watches.—Ingersoll line, plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, $1.50; 
Two in One, $1.67; Eclipse, $2.17; 
Midget, $2.50; Wrist, $2.67. New 
Haven line, Tip-Top, plain, $1 each 
net; radium, $1.48; Tip-Top wrist, 
plain, $2.29; radium, $2.62. New 
Haven, 95c. Sports timer, $1.65. 


WATERING POTS.—In common with 
other things needed about gardens, 
there is a very good call for watering 
pots. All sizes are wanted, consequent- 
ly jobbers’ stocks are not as complete 
as they were a fortnight ago. 
We 
stocks: | 
Watering Pots. — Galvanized, 4-qt., 
$6 per doz. net; 6-qt., $6.80; 8-qt., 
$7.50; 10-qt., $8.75; 12-qt., $10.40; 16- 
qt., $12. 


quote from Boston jobbers’ 


WIRE CLOTH.—Belated buying of 
wire cloth is reported. As a rule it is 
the small retail dealer that wants goods 
today, yet some really sizable bookings 
were made the past week or ten days. 


We quote 
stocks: 

Wire Cloth.—From store, per 100 
sq. ft. bronze, 14 mesh, $5.75; 16 mesh, 
$6.10; copper, 14 mesh, $5.25; 16 mesh, 
$5.50; black, 12 mesh, $1.90; 14 mesh, 
$2.30; dull galvanized, 14 mesh, $2.65. 

Direct shipments, f.o.b. mill, per 
100 ft, roll, sizes 22 to 48 in., black, 
12 mesh, $1.75; 14 mesh, $2.15; dull 
galvanized, 12 mesh, $2; 14 mesh, 
$2.40; 16 mesh, $2.70; bright galvan- 
ized, 12 mesh, $2; 14 mesh, $2.40; 16 
mesh, $2.70. Bronze, bright and dull 
finish, 14 mesh, $5; 16 mesh, $5.35; 18 
mesh, $5.75. Copper, bright and dull 
finish, 14 mesh, $4.50; 16 mesh, $4.75; 
18 mesh, $5. 

Extras.—Sizes 18 to 20 in., 5c. 
100 ft. Wider than 48 in., 25c. 


from Boston jobbers’ 


per 
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500 Push Broom. Made of gen- 
uine African Bass—length of fibre 
6". Size of block 16" x 3\2"—sweep 
of broom 221%", large flare. 





Efficiency and Economy 
Combined in Osborn Push Brooms 


Osborn Push Brooms are made 
specifically for the job to be done. 
This is the reason for their marked 
efficiency, economy and widespread 


popularity. 


Osborn has a better-wearing broom 
to fit the need. 


Osborn Push Brooms are accepted 
as the best for mills, factories, 
municipalities, railroad shops and 


Whether the work requires a fine, 
close sweeping material or a coarse, 
heavy-duty bamboo or rattan, 


yards, street cleaning and every- 
where that economy and efficiency 
are carefully considered. 





0277 Bamboo Push Broom. Made of 
Split Bamboo. Length of Fibre 7’. 
block size 16" x 3%". heavy duty push 
Broom at a low price. 


277 Rattan Push Broom. Made of 121 Flat Wire Push Broom. 

select round reed. Size of block Made of tempered flat steel 

16° x 3%". Length of fibre 6”. wire. Widely used in road con- 
struction. Block size 16" x 2%" 
—length of wire 5”. 


THE DSB0RN MANUFACTURING LOMPANY 
Cleveland, Ohio 


Branch Offices: 
New York, Detroit, Chicago, San Francisco, Los Angeles 





5401 Hamilton Ave. 








S 


* * 
» 





A BETTER WEARING BRUSH FOR EVERY USE 
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Seasonal Goods Moving Well in 


May 5, 1927 





Pittsburgh Market—Prices Competitive 


(Pittsburgh office of HARDWARE AGE) 


HE flareback of winter has had but slight effect upon hard- 
ware business in this district and the report about the move- 


(ik of seasonal goods still is favorable. 


Garden, lawn and 


housecleaning supplies continue to be wanted in the face of winter 
temperatures and rains, which have made it impossible to do much 
working of the ground, while having a bearing on spring house- 
cleaning activities is the fact that it has been necessary to re-light 
the home fires and in this area where soft coal is the common house 
heating fuel, the average housekeeper feels that it is labor lost to 


clean when the furnaces are in operation. 


Screen wire cloth is do- 


ing well, although it is a fairly common comment among local job- 
bers that prices are too competitive to be interesting. Baseball 


goods stand out in sales of sporting goods. 


Intimations are heard 


that there is to be an advance in automobile tires and tubes, but the 
experiences as to sales by local jobbers do not suggest that there 
is a demand strong enough to sustain one and in more than one di- 
rection the talk is put down as sales propaganda. The stronger mar- 


ket in cotton is reflected in an advance in cotton mops. 


Turpentine 


continues to recede in price and it is a long time since it was as 


cheap as it is now. 
over collections. 


Jobbers here have no occasion to be exultant 


AUTOMOBILE TIRES AND TUBES. | 
—The majority report is that sales are | 


rather slow for this time of year and | 
the suggestion that prices are to ad- | 


vance soon is taken with reserve. Job- 
bers quote the grades handled by the 
hardware trade as follows: 

High Pressure Tires 


Heavy 
Size Duty Truck Ply 
tl eae $7.25 re 
30 x 3% Ci. 66.68 ° 
30 x 3% Cl. 
extra size ... 8.75 -" 
99x30 O.S...-.. 10.95 ns 
32x3% S.S.. 12.35 painiie 
ig Gee AP ere 13.75 ss aot 
23 eee 14.50 cet 
ff < See ree 15.25 ‘aaa 
eG cuveeeacnn 16.00 i ia 
DPR sécceeud 19.75 24.75 8 
PP wcetkuow 20.50 25.65 x 
DEEPUEE sondeusa 21.25 26.55 S 
f 2 (a 22.00 — 
SPU ceoswane 22.75 er 
? ee bis a 29.85 & 
EGE + becckecas 26.85 32.95 8 
DEM ¢édetisene oa ie 35.45 8 
PCT phkence eon 28.85 36.25 8 
8 ae silat 31.90 7 
BE ees shes 38.95 s 
7, fee ane 45.90 10 
DEELGE teuceeei ns _— 50.40 10 
3 RS eer ees 65.05 10 
eee ee ew 70.65 10 
DEE sn@asiaanme ‘ 99.00 12 
Tan Tubes 
Size 
SPICE swwitetedese wd $1.50 $1.25 
30x 314 eveeceveseoce .60 1.45 
fh, eee ee - 1.90 1.75 
Dt ivtuunouslenee 2.40 1.95 
EE ire eee wee enue 2.50 2.05 
3 eee 2.60 2.15 
re eee 2.75 2.25 
DT. scs6<cnesepes 2.90 ee 
PE cictdudhwase 3.00 
EE 6ecvceeeué ku 3.10 
DEUCE eccnvsécocer 3.30 
DE” ccogebbesesa 3.40 
DES; ¢Ghastiac ahanwidé 3.45 
7 4 a ene 3.75 
ees,» 3.85 
gd a eee & 4.00 
5 4 eae eee 4.40 
ee eee 6.20 
I et ic eek 6.65 
0) Farr. 8.70 
DE Utv8 dines Bee eek 9.40 
De. widiouwankeene 11.95 








| 





BALLOON TIRES 
Casings 


Heavy 
Size Regular Duty 
Be 2 4.40-89 226s $9.15 aes $1.80 
29 x 4. 40- 9.65 ve 1.85 
29 x 4.7 7 EE. athe %% 12.25 - 2.15 
30 x 4.78-21 ..... 12.75 i 2.20 
29 x 4.95-20 ..... 13.75 - 2.25 
30 x 4.95-21 ..... 14.25 rid 2.30 
31 x 4.95-22 15.75 ‘a 2.35 
 ' es | aaa 15.45 , 2.45 
30 x 5 95-20 oe 15.95 ale 2.55 
Ret * ae 16.45 *19.25 2.65 
30 x 5.77-20 ..... ‘aa *21.95 3.10 
$e: *. Sam a *23.95 3.20 
33 x5.77-23 ..... *24.95 3.50 
30x 6.00-18 ..... *21.50 2.90 
32 x 6.00-20 ..... *22.50 3.10 
33 x 6.00-21 ..... 22.95 3.35 
32 x 6.20-20 ..... *26.75 3.50 
Fe it | *27.30 3.70 
ae es Sseas *29.75 4.30 
Re * eee *33.25/ 4.65 





*Heavy duty made in 6 ply. 
AWNING HARDWARE.—Demand for 
this line shows steady expansion as the 
season approaches when protection 
against the sun is necessary. Jobbers 
quote: 

Eye ends, \% in., $5 per 100; % in., 

$8; clamps, ™ in., $6. 50 per 100: 3%, in., 

$8; hinges, $3.50 per 100. 
BATTERIES.—Dry cell batteries still 
are moving steadily in this market, al- 
though the volume of business is 
lighter than it was earlier in the year. 
Jobbers quote: 


Broken Unit 
Packages Packages 
No. a hes wesssee 1.05 $0.97 
No. Sr 3.85 3.33 
No. aera 1.22 1.14 
No. 1.22 1.14 
No. a ssasshonke 1.40 1.30 
No. Nes 2.62 2.44 
No. ay Uiceeeeie > 2.62 2.44 
No. ee 3.40 3.17 
No. Seer .42 .39 
"a .40 20 

No. 6 dry cells, ignition type unit 
packages, 824 c. each. 

Flashlight. —No. 935, 94%4c. each; No. 
950, 9%4c.; No. 790, 18 MC. ; as 705, 
es : = 750, 18%yc.: No. . onc. 

hot. — No. 1461, y+ 67: No. 


Hot 
1662, $2. oT 
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BOLTS, NUTS AND RIVETS.—Job- 
bers report a steady demand for these 
items. Manufacturers are not doing as 
well in orders and specifications as they 
did in March, but the heavy orderings 
of that month are helpful to plant oper- 
ations, which are about 70 per cent of 
capacity, which is at least 15 points 
better than the average for all of 1926. 
Manufacturers are not paying muth 
attention to jobbers’ protests over the 
10 per cent extra charge for broken 
cases of bolts and lag screws. They 
claim that the jobbers are crying be- 
fore they are hurt and that analysis of 
typical jobbers’ orders disclose that 
only a fraction of one per cent of the 
business would carry the extra charge 
while in the standardization of pack- 
ages, the smaller sizes of bolts are 
packed in cases of as little as 90 lb. 
Jobbers quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 40 and 10 
per cent off list. 
ms ‘a —All styles, 62% per cent off 

Rate. —Large, $3.50 base, per 100 
pieces; small wagon and tinners’ riv- 
ets. 60 per cent off list. 


BUILDERS’ HARDWARE. — Business 
is good, but some jobbers do not find 
it as good as is indicated by the build- 
ing permits, which are very little be- 
hind those of a year ago, while in the 
way of sizable projects under way or 
likely to-be soon are the Keystone Ath- 
letic Club, the addition to the William 
Penn Hotel, a warehouse for the Joseph 
Horne Co., the Embassy Beach Club, 
Webster Hall annex, county office build- 
ing and the Islam Grotto, involving 
$19,000,000. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique ge less than case 
iots, 3 in. x in., $17 ? 100 pair; 
3% in. x 3% Ry, $17. 50; in. xX in., 
$27.50. 

Hinges.—Heavy strap, 6-in., $1.47 
per doz.; 8-in., $2.47; 10-in., $4.14; 
extra heavy, T, 6-in., $1.87 per doz.; 
8-in., $3.18; 10-in.. $4.48: light strap, 
with screws, packed one pair in a 
box, 3-in., $9.27 per 100 pair; 4 in., 
$11.20: light T, 3-in., $10.67 per 100 
pair; 4-in., $12.60. 

Hasps.—Hinge, without screws, sin- 


gle dozen lots. 3-in.. 64c. per doz.; 
4% in., 76c.; 6-in., $1: safety, 3-in., 
"7c. per doz. : 414-in., $1.14; 6-in., 
$1.60. 


Garaae Sets.—Swinging hinges, 10- 
in., $2.50 per set. 


CARPET SWEEPERS.—Good, steady 
movement still is reported by jobbers 
here, who quote: 


Bissell’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48: Universal, $42: standard, $36; 
Junior, $16; Little Gem, $4; Sterling 
sweepers, $24 per doz. 


FERTILIZERS.—No material letdown 
yet has occurred in the demand for 


small packages of fertilizers. Jobbers 
quote: 

Old Gardner, 1-lb. cans, $2.05 per 
doz.: 5-lb. pails, 45c. each; 10-Ib. 
buckets, 70c. each. 

Shur-gro, 10-lb. sacks, 50c. per 
sack: 25-lb.: $1.15; 50-Ib., $2; 100-Ib., 
$3.50. 
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No. 7121 


Secure Lever Carbon steel 
case, 2% inch. Brass plates 
reinforced by Bowne steel 
armor plates, protecting all 
interior mechanism. Hard- 
ened steel shackle. Can be 
master-keyed. 





No. 650 


Secure Lever. Wro’t steel, 

ebony black finish case, 2 

inch. Malleable iron, brass 

plated shackle. Brass in- 

terior parts. Can be master- 
eyed. 

No. 650G. Secure 
Lever. Same as above but 
with galvanized case and 
shackle. 

No. 850. Secure Lever. 
Same as No. 650 but with 
1% inch case. 

No. 850G. Secure 
Lever. Same as No. 850 
but with galvamized case 
and shackle. 


Heavy Duty Padlocks for Hard 


Here are grouped some of the Miller Heavy Duty Padlocks. Such sturdy and secure locks always 


No. 960 


Miller Heavy 
Duty Assort- 
ment. Steel 
panel, green 
enameled, 944 
x 21 inches. 





No. 217 


Ward and Lever. Cast brass 
case. 2 inch. Cast brass 
shackle. 

No. 197. Ward andLever. 
Same as above but with 134 
inch case. 









Miller 


This assort- 
ment consists 
of 2% dozen 
assorted pad- 
locks, of extra 
strength and 
they are rea- 
sonably priced. 





No. 999 


Scandinavian. 
bronze case. 15% inch. 
bronze shackle. 
No.99. Scandinavian. 
Same as above but with 
1 7-16 inch case. 


Cast 
Cast 


MARK 








No. 66 


Secure Lever. Cast bronze, 
highly polished case, 2 4 
inch. Hardened, forged stee 
shackle. Brass interior parts. 
Can be master-keyed. 

No. 86. Secure Lever. 
Same as above but with 134 
inch case. 


No. 417 


Secure Lever. Cast bronze, 
highly polished case. 2% 
inch. Polished bronze 
shackle. Brass interior 
‘parts. Can be master-keyed. 

No. 617. Secure Lever. 
Same as above but with 2% 
inch case. 

No. 817. Secure Lever. 
Same as above but with 134 
inch case. 


Service 


attract attention because they tell their own story of strength the instant they are looked at. 


There is a big market for padlocks that will 
resist rough usage by prying humanity and 
will weather sturdily through the seasons. 
Heavy garage doors, factory doors, yard gates 
and tool boxes are only a few of the many 
places where these heavy duty locks will serve 


satisfactorily. 


ume of this profitable business. 


Miller Lock Works 


of The Yale & Towne Mfg. Co. 
Frankford, Philadelphia, Pa. 


Have you a Miller Heavy Duty Padlock 
Display Panel exhibited where the customers 
who enter your store can see and handle these 
well constructed and serviceable padlocks? Are 
you adequately stocked to sell this market? If 
not, let Miller help you to secure a greater vol- 
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hand. The swelled end affords a non- 
slip grip and eliminates the possibility 
| of cramped hands and tired muscles. Each 
'tool bears the “Autograf” of Fayette R. 


| Plumb as an assurance of its quality. 
unusual | 


The Morning Glory Shower 


The Morning Glory Shower, marketed 
by Hugh Pitcher, Boonton, N. J., may be | 
attached to most common types of faucets. 
To make a connection with an 
variety of faucet, the company supplies | = 
extra fixtures, free of charge. Except in | 
very rare cases, these attachments can be 
made without the assistance of a plumber. 








Sout for Ger fasevt 


(Ge Vnkx-ctaf 














4 

ay The “Autograf” Nail Hammer is 11% 
te 34 in. in size and 1 Ib. 1 oz. in weight. The 
ernment weight is thrown into the head, which 


j 
& 


puts driving force behind the full face. 


The shower consists of three simple | The curve of the claws, with the top of 
parts: the eye the high point, will pull a nail 
1. The aluminum clampfast with rubber | clear out of the wood without the head 
washers. marring the woodwork. They are de- 
2. Three sections of nickel-plated brass | signed and tempered for bite, and, accord- 
tubing. ing to the company, must pull a headless 





_nail through a board in their physical test. 
The “Autograf” Half Hatchet, designed 
to fill the growing demand for a lighter 
fast cutting tool, is only 1 Ib. 2 oz. The 
blade is tapered for fast cutting or accu- 
rate trimming on high-grade work. It is 
beautifully balanced to put driving force 
behind the full, rounded face. The double 
temper produces a keen, tough edge. 


3. The shower head. 





Novelty Refrigerator Dishes 


A practical household novelty is being 
offered to the hardware trade by the 
Space Saver Dish Co., 205 West Madison 
| Street, Chicago, in a set of four glass 








The Morning Glory Shower can be ad- 
justed to three different heights by the 
use of three different lengths of tubing. 
It is guaranteed for one year, and if any 
part should prove faulty, the company will | 
replace it, gratis, with a new part. | 





| 








dishes. These dishes are for use in re- 
frigerators and are so made as to stack 
upon one another, occupying a total space 
of only 4% by 7% inches. The receptacles | 
are constructed of heavy glass with ven- 
_tilation notches in the edges, allowing a 


Plumb Tools in Attractive Dis- 
play Box 


The neat display box containing the 
Plumb Nail Hammer and Hand Hatchet 
has much to do with the quick sale of 
these articles, 
Fayette R. Plumb, 


according to their makers, | free circulation of cold air. | 
Inc., 





Philadelphia, Pa. 
Remington No. 25 Rifle 














action and is used for such small game as 


i, ad ; :, | 
Ke hed Kida The Remington Arms Co., Bridgeport. | 

av The Too! forthe Exe Conn., has lately reduced the price of their | 
= Model 25 rifle. It has the popular slide | 








and jack-rabbits. It 
32 WCF 


| woodchucks, hawks, 


They are made of Plumb Special Process |¢takes the popular 25/20 and 


Steel, heated, treated, and tempered to | cartridges. This rifle, the company points | 
give years of service. The shaved side | out, is perfectly balanced and has a twenty- 
handle keeps the tool from turning in the | four inch round barrel. | 
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Keepsit Markets Vacuum Bottle 


The Keepsit Bottle Co., Cincinnati, is 
a company recently organized to make 
vacuum bottles. F. C. Torry is president; 
F. V. Woorner, general sales manager, 
and E. A. Kelsch is in charge of the east- 
ern sales division. 





The company claims that the new fea- 
ture of its bottle—that of having the tip 
in the center—makes for longer filler life. 
This construction has enabled the glass 
blower to spread the glass evenly and make 
the bottle very sturdy, so that it is proof 
against breakage in transit and rough han- 
dling. The filler is made by hand and 
rests on a rubber cushion, which absorbs 
all shocks. 

The company is selling directly to the 
dealer, and guarantees the safe delivery 
of its product. It will replace any item 
that is broken in transit. 





Richards-Wilcox Lock Joint 


Richards-Wilcox Mfg. Co., makers of 
door hangers and hardware specialties, 
Aurora, IIl., calls attention to its new No. 
It is made to meet 





the problem of making the installation of 


| short sections of track as rigid as a one 


piece frack. It locks the joints per- 


_manently and so tightly that hangers will 


always operate smoothly. 
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“It Paid for Itself in 30 Days” 


Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 






ei hud oe diewk ee edmee +edweie $2.50 
ee SY I OD ccc encenee seveceseeccececes .60 
EE OO oe RN $1.90 
NE a $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 
ike aden dad tek bode see ee token ee ehee eee oe 5.33 
eo a ewlewueéweenoeee ns $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 

We have figured on a basis of only ten keys per day. Many dealers 
using our machine cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


proor SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 

















Literary Digest 
Advertising— — 


EAD our advertis- 

ing in The Literary . 
Digest. Millions will. 
Altogether about 1,000,- 
000 owners of  busi- 
nesses, executives, and 
professional men and 
women. 





IF YOu 


It is day 
Srs te P 
below 7 per cage veer 








The story of Cordley 
“20th Century” Coolers 
goes into about 1,440,- / \ 

000 Literary Digest ¢ % | 
homes. It will help you egy: | 
make money. 


CORDLEY & HAYES 


10 Leonard Street, New York, N. Y. | 
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USED EASILY WITH EITHER * 
HAS FILE AND CLEANER CUTS CLEA 
TRIMS HA PERFECT 


The Gem : /|\ = ‘- ee alt 
Display 


Gets 


EXTRA 
SALES! 

















—“gets” the customer who comes in for other things, 
because Gem and Gem, Jr., trim nails and hang-nails 
perfectly. 

The only nationally advertised nail-clippers—in The 
Saturday Evening Post, Collier’s and Judge. 

Du Pont “Cellophane” wrappers keep them bright and 
clean—always visible. 

' ; = Gem, 50c. 
Your jobber has them—extra ee 
sales—today. ya. ” 





THE H. C. COOK CO. 


Ansonia, Conn. 
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CHRADE ()AFETY 
Push Button Knife 


No Breakingg 
Jager ni we 


» ay.) (3) | 
Lock” 


Sure to sell on sight 


Absolutely safe in pocket snd in use 
or convenience you can't beat i. 
Easily operated with one hand. 
he safety slide locks the button. 


y 4 
y elt me Te ae belel ccm tems, without it. 


Schrade Cutlery Co. 
Pocket 
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MERCHANDISING IDEAS 


NEW ITEMS 











Stainless Steel Display Card 
of Samson Cutlery Co. 


The Samson Cutlery Co., Rochester, 
N. Y., manufacturers of Samson Stainless 
Steel Cutlery and Samson Electrical Ap- 
pliances, is introducing its new line of 
stainless steel kitchen tools. The company 
states that these kitchen tools are always 
bright and clean, do not rust, stain, tarnish 
or corrode. They are easy to keep clean 
because they require no scrubbing or clean- 
ing. They are durable and strong, accord- 
ing to the company and will last a lifetime. 

The attractive display shown here may 
be used by the dealer both as a window 
and counter display. The 


‘ 


idea of “no 


7 als Sti 





more scouring or scrubbing” appeals to the 
labor-saving instinct of women. The com- 
pany offers this display free to dealers with 
every order for six dozen assorted items. 


Heller Cutlery Show Case 
Neat and Efficient 


The W. C. Heller Co., Montpelier, Ohio, 
manufacturers of hardware store equip- 
ment, has added a new cutlery show case 
to its line. This show case was originally 
designed by H. H. Daughters, the well- 
known merchandising engineer, and after 
a few improvements was adopted as a 
standard case by the Heller Co. 

The outstanding feature of this case is 
its height which is no taller than an open 
display table. This construction permits 
an open view over the entire store and 
adds dignity to the store’s appearance. The 
attractive, neat, oak panel in front and the 
plate glass top encourage the visitor to 
look over the display. The accompanying 
illustration will show the case and the 
company’s conception of the proper way 
to display cutlery, manicurists’ accessories 
and kindred articles. 











The case is 7 feet long, 33 inches high 
and 284 inches wide all over. The front 
and both ends are paneled with oak ex- 
posure finished in rich, antique varnish. 
The back part for storage is equipped with 





two adjustable shelves forming four com- 
partments for the stock. The show case 
part is only 5 inches high. Neatly designed 
display trays are provided for the entire 
top. Each tray has a high back which 
entirely closes the rear opening and makes 
the show case practically dust proof. When 
the glass is installed on the counter part 
the total weight is but 38 inches. The 
company states that this case will endure 
for the life of the store. 


African Natives Now Using 
American Safety Razors 


Thomas W. Pelham, vice-president and 
sales manager, Gillette Safety Razor Co., 
of Boston, returned recently after a six 
weeks’ business tour of England and Con- 
tinental Europe. 

An interesting order that Mr. Pelham 
brought back with him was one for 50,000 
Gillette Safety Razors to be delivered at 
Pretoria, South Africa. 
taken to the safety razor after demonstra- 
tion at the mines by salesmen. So heavy 
was the demand made by the natives, the 
South African supply was completely ex- 
hausted in a few days, resulting in this 
order. 

Many of the razors were taken far back 
into the interior to the natives who will 
not mingle with civilization in any way. 
“In the olden days,” said Mr. Pelham, “the 
native Africans used shells to remove the 
hair from their faces, or plucked the beard 
out by the roots. As civilization came near 
to the interior, the natives have used glass 
as a means of shaving. A piece of glass 
was highly prized. 
has caught the fancy and imagination of 
the natives, and a new market has been 
opened up for this product.” 








The Kaffirs have | 


Now the safety razor | 








Oneida “Honeymoon Chest” Has 
Service for Four 


Recognition of two growing trends has 
led the Oneida Community, Oneida, N. Y., 
to offer a new set of Tudor Plate table 
ware. One of these trends, says the com- 
pany, is a demand for smaller quantities 
at lower prices, the other an increasing 
tendency~ to entertain in smaller numbers. 

The new set, called “The Honeymoon,” 
contains a sufficient number of pieces to 
set four places. It will appeal to newly 
married couples, small families, and dis- 
criminating people with small incomes. 
“The Honeymoon” will supplement rather 
than compete with present sets. 

The contents are of standard Tudor 





Plate quality, and include eight teaspoons, 
four forks, four knives, two tablespooris, 
one butter knife, and one sugar spoon. 
The container is a_ striking flat wood 
chest, brilliantly decorated in orange and 
black, with black velvet-taped silverware 
rack. 


Don’t Forget Price Tickets 


“Before leaving the question of cutlery 
sales and displays,’ says John Cassin, “I 
want to emphasize the value of plainly 
marked retail prices. So many stores seem 
to be making a secret of their prices. Why 
not price knives plainly? The button on 
top of cutlery display boxes usually shows 
an indistinct trademark—that would be a 
good place for the retail price; use it for 
that purpose and give the knives a chance 
to occasionally sell themselves while you 
and the boys are busy.” 
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Cheney 


No. 3 


You Can Meet Every Demand 
with Royal and Cheney Grinders - 


There never was a time when the average housewife required 
so many different tools. 


A 
Quality 
Grinder 
at a 
Low 
Price 










The kitchen knife, bread knife, carver, boning knife, table 
steak knives, ham*slicer, fish knife, etc., are used more or 
less in every well equipped kitchen. 





All these and other household edge tools need 
frequent sharpening. Every home is a prospect 
for a Royal or Cheney Tool Grinder. These 


popular grinders are quiet, smooth running, and 


Royal equipped with fast cutting wheels. They give 
a absolute satisfaction. 


in ; 
Royal Purple Write for Catalog and Discounts. 


in 5 Sizes 








EVERY HOME 
Sells on Sight 


everotain 


The Better Stainless Steel Cutlery 


/ 
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Sharp Always 
as well as Bright 
Stainless Sanitary 


FINE QUALITY ANO FINISH 
MADE /NPOPULAR $/ZES 
and the 


O y . i 


A CARDED ASSORTMENT OF Oval’ 
SHEARS. A STANDARD NUMBER 





No. G 723 Paring Knife Display 


No. [°P Contains four each of three shapes of Paring 

Knives, Stainless Steel Blades—Assorted Coco- 

bolo and Ebony Handles. Packed 1 doz. in 

THE ACME SHEAR CO. container carton with display tray holding six 
Knives. 





Bridgeport, Conn. 


THE ONTARIO KNIFE CO. 
ry Franklinville, N. Y. 
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The well displayed cutlery department of Chas. 
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Brown & Sons, San Francisco, Cal. 


Four to Six Stock Turns Annually in Cutlery 


Chas. Brown & Sons believe that fully 60 per cent of success 
in merchandising depends on display 


PECIAL items at special prices openly displayed on 

top of the display cases, attractive merchandise that 

must be pushed inside the show cases, and staple 
items and large pieces in the cabinets behind the show 
cases, plus regular window displays, newspaper adver- 
tising and intelligent salesmanship enable the hardware 
firm of Chas. Brown & Sons, San Francisco, Cal., to 
turn its cutlery stock four to six times annually. 

An illustration from a photograph of its cutlery de- 
partment accompanies this article. The items on the 
show cases.may be seen. One of the prominent items is 
displayed with a card as “something new.” It is a 
special knife sharpener offered for $1. Stainless steel 
paring knives are offered as a special at 27c. each. They 
are in a box on the case in the left foreground of the 
picture. Other items are razor sharpeners, scissors, 
safety razor blades, various kinds of knives and sharp- 
eners and shaving brushes. 

Everything that exclusive cutlery stores carry this 
firm attempts to stock and sell. The cutlery salesmen of 
the Chas. Brown & Sons store receive special training. 


Ixverv time a traveling salesman trom a cutlery factory 
calls he 1s asked to talk to the sales force in the cutlery 
department. Whenever anything comes up that cannot 
be answered by a member of the firm or a manufac- 
turer’s representative is an occasion for special letters 
to be sent out to factories in the East for information. 

All of the trade papers are carefully watched for new 
eoods items, for sales hints in advertising copy, for ideas 
that other merchants have found successful. 

Consistent newspaper advertising is carried on by the 
firm on all of its lines, and a regular allotment of space 
is devoted to cutlery. At certain times of the year 
special sales in cutlery are held. These sales are usually 
confined to one or two individual items; that is, the 
special is offered on one or two things, which are used 
as bait to get people into the store. Then the displays 
and the sales force do the rest. 

Some item of a is continually on display in the 
window of this San Francisco store. Inside the store 
in the cutlery department practically every item that is 
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GENUINE 4 


STAINLESS 


STS et. 


KITCHEN 
TOOLS 


What women have for 
years been waiting for 
—Kitchen Tools, like 
their Stainless 
Knives, that will 

not rust, stain 

or tarnish. 


Special intro- 
ductory offer to 
dealers includes 
FREE Display. 


Big national advertis- 
ing campaign starts 
with 


FULL PAGE 
ANNOUNCE: 
MENT 
in the June 18th 
SATURDAY 


EVENING POST 


—featuring complete 7-piece 
Kitchen Tool Set (with white 
enameled rack free) for only 
$1.95. 




















Be Prepared for the Great 
Demand! Don’t Delay! 


A Complete Line— 
Most Items to Retail at 








Wire or 
Write for Com- 
rete Information TO- 


SAMSON CUTLERY CO. 


America’s Foremost Producers 
of Stainless Steel Products 


Dept. 25, Rochester, N. Y., U. S. A. 
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carried in stock, or, at least, a sample of every item, is 
displayed. The firm believes that fully 60 per cent of 
success in modern merchandising depends on display. 

Every time a pocket knife is sold the salesman makes 
it a point to burnish the knife with a piece of chamois, 
to oil the springs, and to make sure that the cutting edges 
of the blades are sharp. He tells the customer about the 
care of a knife, about oiling the springs occasionally, 
at the same time demonstrating how it is done. He ex- 
plains about keeping the knife clean and sharp, etc., 
and also about the high points of the particular knife 
that the customer has selected. 

The firm also makes it a point to get new goods fre- 
quently, new items or numbers that come out. Then, 
if the article warrants it, and if other things justify it, 
a special sale is held. Occasionally, lots of low priced 
merchandise is bought for special sales, for quick turn- 
over, and in order to attract new customers to the store. 

By continually pushing different cutlery items it clears 
out its old stock and keeps its goods moving. The cut- 
lery department of this firm not only pays for itself but 
it is also a magnet that attracts customers to the store 
and to other departments. It is profitable in itself and in 
its ability to draw trade that might not be drawn by 
other departments alone in the same way. 





Novel Features of Schick Repeating Razor 


In offering its new Schick Repeating Razor, the Magazine 
Repeating Razor Co., 285 Madison Avenue, New York City, 
claims many novel features. 

The Schick Repeating Razor is a com- 
pact, self-contained single unit with no 
loose parts to put together or take apart at 
every shaving operation. It occupies a 
minimum space in a traveling bag, toilet 
case, or vest pocket. Twenty sharp Schick 
blades are stored in the blade ready for 
instant service. A simple pull and push 
of the plunger places a new blade in the 
shaving head. The user never needs to 
touch a blade with his hand. The shaving 
head grips the blade firmly and insures 
that absence of vibration which is so nec- 
essary to smooth shaving. 





Schick blades are made with the greatest 
possible care, the company points out, and 
in the process of grinding, honing, strop- 
ping, inspecting, testing, and packing, they 
are never touched by hand. The correct 
distribution of weight gives the proper 
“hang” and “balance.” A man size handle 
gives a firm grip, steady stroke, and 
handling ease. The razor requires no care 
further than rinsing off and wiping dry. 
The blades are highly polished and 
drenched with fine oil; they do not rust. 

The dealer should study the “Direction 
Sheet” packed with every razor to learn se 
the new principles embodied in the razor. The resulting pro- 
ficiency in demonstration will be reflected in sales production. 
In these demonstrations sharp blades should never be used, but 
instead the unsharpened “dummy” blades which the company 
furnishes for this purpose. The company guarantees the razor 
to be free from defect and gives assurance of quality. 

Schick blades come packed 20 in a cartridge clip ready to be 
inserted in the handle. The clip is packed in a small metal container. 
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Are You Passing Up 
Refrigerator Profits ? 


A good many people in your town 
are ready to buy a refrigerator. 


Don’t send them down the street 


to some other store. 


The complete, dependable Chal- 


lenge line will enable you to get this 








business. It will meet all your require- 
ments, starting with an inexpensive 
well built box and grading up to a 


beautiful all porcelain refrigerator. 


Write us or your jobber for a 





catalog. 


CCHALLENGE REFRIGERATOR COMPANY 
Grand Haven, Mich. 


42 Years of Specialized Manufacture 
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What type 
dish drainer 
does your trade want? 


The WS-75A 18. the 
most popular type of 
Dish Drainer on the 
market. Most prac- 
tical size and shape 
for the average fam- 
ily. Also fits the aver- 
age size sink and 








drain board. Has 

basket for  Silver- 

ware. Sells on sight. 

Retails at 75 cents. WS-75A Dish Drainer 

Good profit. 
The WS-119 
is another 


popular price 
Dish Drainer 
of good qual- 
ity. Standard 
size, made of 
heavy electro 
welded steel 
wire with 
bright re- 
tinned = finish. 





Housewives often 
prefer this 
stvle WS-50 Dish 
Drainer because it 
will hold a great 
many dishes 
can be used in stand- 
ard size dish 
Heavy electric welded 
steel wire with re- 
tinned finish. 


Reasonably priced. 





= Gun +> i 
WS-50 Dish Drainer 


Or—perhaps they 
need canning racks 


A one-piece Rack. Collapses when not in use. Top 
adjusts to any size can. Retinned finish. Made also in 
8 NT same shape and capacity but lower priced. They 
nest for shipping. 
Union Steel Products Company 
Albion Michigan U.S. A. 


Send for our New Catalog No. 427 





Ws Fits any 
No. 8 No. 8 or 9 
Canning —_ | ~ V/A aaae ees Sana on Wash 

ac Boiler 


SAMA AA 











pan. | 


HARDWARE AGE 


; 








round | 


and it | 

















' tion and so on. 


May 5, 1927 


15,000 Customers Reached by Letters 


(Continued from page 58) 


“If you let a man’s account run a long time without 
reminding him of it, it will become a habit, and he will 
think you have plenty of money to finance your business 
and don’t need his help. If you appeal to people’s sense 
of justice, they will invariably appreciate the appeal and 
send in their checks, but if their account 1s allowed to 
run, they will trade somewhere else and avoid meeting 
you. As it is, these men come in, bring us their prob- 
lems—they are a little slow at times, but before their 
accounts get too large we remind them that it is past 


Miss Ross considers it part of her job to know some- 
thing about the store’s customers, and. she spends much 
of her time after store hours driving around, spotting 
the houses that need painting, the lawns needing atten- 
Then the home owner gets a letter about 
it. She also checks up on the buildings under construc- 
tion, ascertains whether they are to be of Colonial, 
Georgian or English type in order that she may intelli- 
gently suggest the proper style of hardware. As the 
building progresses, the owner receives timely letters tell- 
ing of the paint that he is about ready to buy or the 
hardware he needs. 

Her whole attitude toward her work may be summed 
up in her enthusiastic statement, “I consider my list a 
family, and I am forever trying to make that family see 
our bargains our service and our quality merchandise. 
Each name represents an individual, a person who can 
and will eventually be active at our store.” 





Our Ancestors! What Could We 
Expect! 


IX don’t want to belittle our forefathers. They 

did the best they could under the circumstances. 

They had no telephones, automobiles, radios, motor boats, 

moving picture machines, eversharp pencils, plastic sur- 

gery, college songs, eskimo pies, machine guns, saxo- 
phones, concrete highways or opera glasses. 

It took ‘Moses about forty years to take the Israelites 


to the Promised Land. Today we could hop into the 
flivver, telephone ahead for rooms and get there in three 
hours. 


Nero has always been razzed for playing on the violin 
while Rome was burning. What could he do? He 
didn’t have any fire engines or pyrene fire extinguishers. 
The Romans didn’t even have a fire whistle on their 
paper mill. 

Paul Revere had a big job on his hands April 18, 1775, 
when he hopped on his old nag and rode out of Boston 
hellbentforelection. Today he could have walked up to 
a broadcasting jigger and said, “This is Station XYZ. 
For the love of Mike get your pitchforks and beat it 
“i the tall timbers. The Redcoats are coming. Hot 

Jog.” 

So we mustn’t be too harsh with our well-meaning 
ancestors. They did the best they knew how.—Allith 
Bulletin. 





“If a thing is possible and proper to man,” said 


Marcus Aurelius, “deem it obtainable by thee.” 
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The Club Car 


(Continued from page 45) 


To illustrate,” -he remarked further, “in the big break ot 
stocks of many industrial corporations this week, have 
you noticed how utility corporations like Consolidated 
Gas and others have stood up?” 


e:- @.:a@ 


Then this middle-class investor added: “I am ‘pretty 
strong for American Telephone & Telegraph stock: No 
one knows where this television idea of theirs is going 
to land. Besides that, I hear that in their laboratories 
they are working on a radio outfit. Just stop and think 
what this means. The telephone companies have- the 


entire country wired. Suppose they attach a new-fangled- 
radio and rent these radios to every family, just as they _- 


do the telephone. Then, when you wish to tie up with 
any broadcasting station, all you do is pick up your tele- 
phone and tell them what you want, and the telephone 
company turns on the music. If this story is true, and 
if the American Telephone & Telegraph Company is ac- 
tually in the radio business, I think its stock will be a 
good buy.” 


x * * 


So here, then, ends my article in which I announce 
the discovery of a new type of citizen. Certainly his 
number and influence are growing, and at least, as a sci- 
entist would say, “I have succeeded in separating the 
germ!’ Probably many an intelligent man prefers the 
security of being the manager of a department of a well- 
established corporation to taking all the chances of being 
the proprietor of a small business. It is largely a matter 
of temperament, also of training. Perhaps our modern 
svstem of being born in hospitals, trained in schools, liv- 
ing in apartments, subsisting on canned foods, dying in 
hospitals and being buried-from funeral churches may 
tend to develop a type of citizen who lacks the courage 
to risk his all in a business enterprise of which he is the 


directing spirit. 
ok * 


This leads us naturally and logically to think about 
the other type of man, who sits on the inside of the taxi- 
cab and tells our manager where to take him. What 
kind of men have built up and are directing the affairs 
of our mammoth corporations? May we not say of 
them—“On what, then, does Caesar feed that he has 
grown so great?” It might be interesting to analyze the 
food of our great captains of industry. Did they create 
their opportunities or did the opportunities exist and 
did they simply grasp them, or, on the other hand, did 
they simply happen to be at the head of certain kinds 
of business that were developed almost in spite of these 
men by the phenomenal growth of this country? Prob- 
ably an intensive study of this particular human business 
microbe would indicate that it is not one kind but several 
kinds. Some grasped opportunities that existed and 
grew great. Others, by reason of scientific discoveries, 
created new businesses. Still others simply happened to 
have the ability to hang on while the efforts of other 
men in developing the country pushed them to the top. 
In the story of every great business man, I am sure 
that what we call luck or chance, notwithstanding what 
success writers tell us to the contrary, will be found to 
cut a very large figure! It would seem that the factors 
that have a bearing on success or failure are so varied 
and numerous that it would take a very egotistical man 
to assert that he himself directed and controlled these 
factors and so brought about his own greatness! 
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Aad FI MULATE your warm weath- 
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er sales with these items. 





_ The Arcade 
Lemon Squeezer | 


Lemon Squeezer 


Standardize on Recognized Quality 


Arcade Lemon Squeezers are built strong for; long 
service and hard use. Simple in action and du- 
rable, they are necessities at all times. Cuts above 
illustrate two types of Arcade Lemon Squeezers. 
The X-Ray is for household use, and the Arcade 
is designed especially for fountain or counter 
work. Why not standardize on Arcade recog- 
nized quality and be assured of complete cus- 
tomer satisfaction ? 





No. 325 Ice Pick 






No. 18 Ice Pick 


No. 200 Ice Pick ab 
? ‘ 


No. 500 Ice Pick 














Arcade Ice Picks represent sales and profit to 
you. The blades are made of the. finest steel, 
carefully ground to a needle point and hardened. 
Our line includes Ice Picks and Ice Shaves for 
household, restaurant and hotel use. 


Write us for catalog—Ask your jobber for prices. 


ARCADE MANUFACTURING CO. 
Freeport, IIl. 


ARCADE 


HRRDWRARE 
and TOYS 
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Price $1.50 
Complete 






How’s This 
for a Handy Hack Saw? 


Instead of banging away with a hammer and cold chisel 
in a tight place, drop into the nearest supply house and 
get yourself a 


K 





CONVERTIBLE 
ni SAW FRAME 


It’s a complete tool. The 3” 
lade gets around obstructions, 
and even the 12” blade can 
be used in very narrow space. 
Nickel-plated steel frame takes 
3, 6, 8, 10, 12-inch blades. 
Pressed steel pistol grip handle 
for comfort. If not at your 
supply house, write direct to 














K-D MANUFACTURING Co. 
Lancaster, Pa. 














Expert Department: 
Woolworth Building, 
New York City. 























BUSINESS IS GOOD 


for 


CARRICK HDWE. CO. 


. x 


i i ee 
< 
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BECAUSE they properly display their mer- 
chandise on Heller equipment. 
Our statistical department will cheerfully tell 


you how you too can make your business better. 
No cost or obligation. Mail coupon TODAY. 


700 Bryant St., Montpelier, O. 


W. C. Heller & Co. 20 Vesey St., New York City 


Please tell us how Carrick Hardware Co. are increasing sales. 
Our store is wide feet long. 
Name 


Address 
5/5/27 Hdwe. Age 





1816 Brownsville Road, Pittsburgh, Penn. 
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An Ad. That Sold a Thousand 
Dollars Worth of Bird Cages 


ROM time to time HAarpWareE AGE has told of the 

the experience of dealers who have found bird 

supplies a paying and active line. It is a line that 

will attract women to the hardware store and is the 

means of selling many lines of housefurnishings, china, 

vlassware and any of the countless items handled by the 
store. 

To carry a stock is one thing—to tell the people 


Z 
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Dashes Hardware Co. 


The Garden, Lawn and Bird Shop of This City 


















Give a Joyous Litle Song Bird | This 
ie as Your Gift For Will Be 
Easter Your 
A Hartz Mountain Male Canary, Last 
A Hendrix Brass Bird Cage 7 — 
and 
A Gilt Bird Cage Stand ) To 
Complete Complete Secure 
$10.98 oo 
If a sunbeam could sing, or a golden flower could These 


turn to you with love, a little canary might have a 











rival as an Easter gift. For a bird has all the grace and B tiful 
loveliness of a flower, its cheerfulness has the tonic 
& effect of sunshine, yet it responds to your voice with Outfits 
intelligence and learns to greet your approach with a 
song. For this reason, a living, singing bird, more than At this 
any other gift, express¢s the Easter spirjt of returning 
joy and renewed life. The Canary is the ideal gift to all Extremely 
F people. it appeals to the very old, arid it is always a 
favorite companion for the shut-in, nervous invalid or Low 
? children. ° 
Price 
A HENDRYX BIRD CAGE 
Adds distinction to your Easter Gift 
$10.98 DANBURY ; 
_ BIRD CAGE AND STAND HARDWARE 
This Week Only CO 
| DANBURY | 
158 INU" A 158 





about it is another. The hardware stores that intelli- 
gently advertise their wares are profiting thereby. 

The advertisement reproduced here was run by the 
Danbury Hardware Co. of Danbury Conn., in a recent 
issue of the local newspaper and H. H. Mignerey says 
that it sold one hundred outfits. This would seem to 
indicate that selling birds, bird cages, stands, etc, is 
something worth thinking about. 

This advertisement is well written and from an adver- 
tising standpoint well displayed. Good advertising 
backed up by good store displays and efficient merchan- 
dising brings the business and builds prestige for any 
store. 
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Business Conditions 


HE continued employment of labor and capital in 

our industries and commerce, the tonnage and car- 
loading reports of the transportation companies, and the 
bank clearances, all testify to the fact that the people of 
this country are demanding and using up commodities 
in truly enormous quantities. 

It is true that just at this time there is some evidence 
of a recession from the peak records in some lines. The 
construction of new buildings is expected to represent a 
lower volume this year, still the Architectural Forum, 
an authority on the subject, forecasts the value of build- 
ings to be erected in 1927 will be about six billion dollars. 

New automotive buildings, bank buildings, club and 
fraternity buildings, community and memorial buildings, 
hospitals, commercial buildings, schools, stores, theaters 
and welfare buildings are expected to retain about the 
same proportion to the total of new construction as was 
the case in 1926, with some decline, as compared with last 
year, in the value of certain other types of buildings. 

With the operations in the building industry running 
into such large figures, the activity spread all over the 
country, and involving as it does, so many other trades, 
the program for the construction of new buildings is 
bound to contribute substantially to the general commer- 
cial and industrial prosperity during 1927. 

During the past few years the automobile industry 
has developed to a position of leadership among manu- 
facturing activities. 

These two industries, new building constructions and 
automobiles, have been leaders in the growth of business 
during the past four or five years. With automobiles we 
do not have as clear a picture of the future as we do in 
new building operations. It has been predicted that some 
important adjustments will be necessary in order to sta- 
bilize the automotive industry. Production schedules are 
below par just now, but sfocks of cars in the hands of 
dealers are not excessive, and with the new models, 
lower prices, and aggressive selling and advertising 
methods, there no doubt will be found a market for a vast 
number of cars during 1927. 

The business of the retail merchants is good and it 
should continue at or close to the high level reached in 
1926. In this field competition is unusually severe. The 
established local merchant finds many new stores con- 
tending for business in his territory. It is necessary for 
him to put forth extraordinary efforts in order to avoid 
sharing the increased volume from his regular trade with 
the new competitors. Some idea of the extent to which 
retail sales have grown, and are still growing, may be 
had from the reports of sales made by mail-order houses 
and the many chain-store systems.—Patton’s Monthly. 





A Fine Golf Alibi 


T was said by the scientist Helmholtz on his seventieth 

birthday that a great idea had never come to him 
when he was at his desk, nor when he was tired, nor 
after taking a glass of wine, but usually when he was 
walking in the garden musing of other things. 

If any other testimony were needed to prove the value 
of loafing, Clinton W. Gilbert supplied it when he 
pointed out that the most important and constructive 
ideas of the late President Harding, namely, the idea 
for the Washington Conference on the Limitation of 
Naval Armaments and the idea of sending General 
Dawes to Europe to help solve the reparations problem, 
came to him when he was playing hookey, off cruising 
on the Mayflower.—Lillibridge Viewpoint. 
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At the recent exhibit of the Pennsylvania 
and Atlantic Seaboard Hardware Asso- 
ciation the popular Wall DreapNaucut Blow 
Torch was given permission by the Fire 
Marshal of Philadelphia to demonstrate in-, 
side the Convention Building. Another 
victory for Wall Brazed Steel construction! 
Another evidence that a one piece steel tank 
with all connections brazed with hard brass 
is recognized by authorities as absolutel 
safe when gasoline is used as fuel! 


WALL 
DREADNAUGHT 
BLOW-TORCHES 


are making new friends every day. Mechanics, 
plumbers, painters, electricians, farmers—all buy 
them because they are just as dependable as they 
are safe. And through the stay-sold qualities built 
into every DREADNAUGHT, dealers everywhere 
are learning that there can be a real profit in sell- 
ing Blowtorches,—if they are DREADNAUGHTS. 


Your jobber has them or can get them quickly. 
Glad to send illustrated literature on request. 


P. WALL MEG. SUPPLY CO. 
PITTSBURGH, PA. 
Since 1864 








To Save Time, Write to Nearest Representative 
New York: E. H. Brinkman, 30 Church St., Room 446. 


Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 


Boston: Walter C. Gindele, 241 Purchase Street. 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
St Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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“Do you believe in fate, Pat?” 
“Shure, fur whut would we be standin’ 


on without thim? 


eee 


The Boy (doubtfully)—“If you knew 
what I was thinking, your heart would 
turn to stone.” 

The Goil (wearily )—“And,if you knew 
what I was thinking, you’d*be a little 
boulder.” 


Willie was dejectedly 
from school and his woe-begone appear- 
ance attracted the attention kind- 
hearted old lady. 

“What is troubling you, my litth: man?” 
she asked. 

“Dyspepsia 
Willie. 

“Why, that’s absurd,” remarked the old 
lady. “How can that be?” 

“Teacher kept me in after school be- 
cause I couldn't spell them,” was Willie’s 
dismal answer. 


ota 


and rheumatism,” replied 


Phillips and his wife had always been 
reputed to be the happiest of married 
couples, so when Mrs. Jones heard that 


walking home | 








her friend was suing for divorce she was | 


astonished. 
“You say his chief fault is his absent- 
mindedness?” she asked Mrs. Phillips. 
“You should try and endure that, dear.” 
“I did as long as possible,” replied the 
latter. “But when he shook down the 
player piano and threw a music roll into 
the furnace, that was going too far.” 


“Should evening dresses ever be 
to bridge parties?” 

“No. In playing cards it is only nec- 
essary to show your hand.” 


worn 


An old colored man was arraigned be- 
fore a justice on a charge of assault. 


During the proceedings the judge asked | 


him if he wanted a lawyer appointed to 
defend him. “No, no, judge,” he replied, 
“IT don’t wan’ no lawyer, but I  sutinly 
would like a couple of good witnesses, 
if you got ’em.”—Selected. 


“Dear Bettie,” wrote the young man, 
“pardon me, but I’m getting so forgetful. 
I proposed to you last night, but really 
forgot whether you said yes or no.” 





glad to hear from you. 


“Dear Bud,” she replied by note, “so 
I know I said 
‘no’ to some one last night, but I had 
forgotten just who it was.” 


The Installment Buyer—“How much is 
this hat?” 

Clerk—‘‘It is ten dollars cash.” 

Mrs. I. B.—‘“‘And how much by install- 


ments ?”’ 





Clerk—“Fifteen dollars. Ten dollars 
down and one dollar a week for five 
weeks.”—The Outlook. 





“Dr. Goofus certainly has worked him 
self up, hasn’t he?” 

“How ts that?” 

“He used to be a chiropodist; now he’s 
a dentist.”—Texras Ranger. 


—_—————-_ .-- 


“And at her request vou gave up drink 
ing ?”’ 

ee: 

“And you stopped smoking for the same 
reason ?” 

“T did.” 

“And it was for her that you gave up 
dancing, card parties, and billiards?” 

“Absolutely.” 

“Then why didn’t you marry her?” 

“Well, after all this reforming I real- 
ized | could do better.” 





An Irishman was out gunning for ducks 
with a friend, who noticed that Mike 
aimed his gun several times, but didn’t 
shoot. 

At last his friend said: “Mike, 
didn’t you shoot that time? The 
flock was right in front of you.” 

“IT know it,” said Mike, “but ivery time 
[ aimed at a duck another duck came 
right between us.” 


why 


“Yes,” said the oculist, “he had a curi- 
ous affliction; everything he looked at he 
saw double.” 

“Poor fellow. I 
hard to get a job?” 

“Not at all. The gas company snapped 
him up, and now he’s reading meters.” 


suppose he found it 


| —Tit-Bits. 


| 





Father—“You kept the car out rather 
late last night, son. What delayed you?” 

Son—“Had a blowout, dad.” 

Father—“Huh! Tire or roadhouse ?” 
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“I want you to understand,” said Young 
Spender, “that I got my money by hard 
work.” 

“Why, | thought it was left to you by 
your rich uncle!” 

“So it was; but I had to work to get it 
away from the lawyers.” 


A lady walked into a department store 
and said: “I want something in oil for the 
dining-room.”’ 

Salesman—“What will it be? 
scape or a can of sardines?” 


A land- 


Purchaser—‘*What is the charge for this 


| battery?” 


| always 





entire | 
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Garageman—“One and one-half volts.” 
Purchaser—‘Well, how much is that in 
American money ?” 


A storekeeper had for some time 
displayed in his window a card inscribed 
“lishing Tickle.” 

A customer drew the proprietor’s atten- 
tion to the spelling. 

“Hasn't anyone told you of it before?” 
asked. 

“Hundreds,” replied the dealer, “but 
whenever they drop in to tell me they 
spend something.” 


he 


The Boy Friend—‘‘Say, who’s the dumb- 
looking guy that drives your car around, 
and works in the garden. I notice he 
always gives me a nasty look when I 
come in.” 

The Girl Friend—“Oh, don’t mind him. 
That's just father.” 


A Scotchman in a Penny Arcade came 
across a punching-bag machine with a no- 
tice on it to the effect that if one hit the 
bag hard enough the penny would be re- 
turned. 

Friends found him two hours later, 
lying under the machine, unconscious, with 
both arms broken. 


Algy—“You say she only partially re- 
turned your affection?” 

Monty—“Yes; she returned all the love 
letters, but kept the ring.” 
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They’re Selling! 


More “C-B-CO” 
Bottle Cappers are 
being sold in Hard- 
ware Stores each 
year. Why not? 
It’s a regular and 
profitable Hardware 
Item. If you, Mr. 
Hardware Dealer, 
are giving full ser- 
vice to your com- 
munity, these prof- 
its rightfully belong 
to you. Don’t let 
them slip away. Ask 
about the ‘Free 
Demonstrator.” 


"C-B-CO” 
BOTTLE 





A Necessity In Every Home 


At your Jobbers, or write Dept. 110 


Comstock- Bolton Company 


335 Southwest Blvd. Kansas City, Mo. 
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“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, 


New York 
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DOOR-STAY AND HOLDER 
No. 38 and 39 





The two curved arms “B” are of spring steel and fur- 
nish ample spring cushion. To hold the door open turn 
thumb piece “E.” This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 38, 
with the exception that thumb piece “E”’ is made a sta- 
tionary block, so designed, that by applying a slight pres- 
sure to the door, this block will engage the curved arms 
“B,” holding the door in an open position. A slight pres- 
sure at the handle of the door will either engage or release 
the hold-open feature. 


Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 























We’re 

telling 
‘your 

Customers 


A steady program of Silver Lake 
advertising is arousing the in- 
terest of your sash cord cus- 
tomers. Home owners, con- 
tractors, builders, and architects 
are having the advantages of 
Silver Lake Sash Cord brought 
constantly to their attention. 


Building and repairing are boom- 
ing now, and it is time to check 
over your stock and see that 
you have an ample supply of 
Silver Lake Sash Cord on hand. 





Your Wholesaler Can Make 
Immediate Delivery 


Silver Lake Company, Newtonville, Mass. 


Ses a a Sen. me Oe. 
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A Thought for Mother’s Day 


A little publication of the Illinois Glass Company, 
entitled “Bottles” contains the following sentiment taken 
from a speech of Senator James A. Reed of Missouri: 

“A mother will enter prisons of shame and kiss a 
felon’s hand thrust through the bars. She will sit beside 
the accused in courts of law, when the mob jeers and 
the heartless machinery of justice grinds its grists of 
agony, and with unwavering faith maintain her child 
is innocent. She will stand at the foot of the scaffold and 
when the trap has fallen, pillow the condemned and life- 
less head upon her breast. 

“But if the path of life has led her son to the fields 
of honor, her heart will glow with pride, ineffable, un- 
speakable. If he is called to war she will bid him good- 
bye with dry eyes, although her heart is filled with 
tears. She will maintain a firm and hopeful mein, that 
he may gain courage from her sublime example. When 
he sleeps upon the tented field her spirit will keep watch. 
Whilst he is slumbering she will pray. In the agony of 
waiting she will die a thousand deaths, but will choke 
back her sobs and hide her torture. She will search for 
him amongst the slain and try with kisses to warm 
the dead and unresponsive lips to life. She will coffin 
her heart with the beloved body, and her soul will keep 
the eternal vigil of a deathless love. This mother love 
is the golden cord that binds the earth to God.” 


7] 






There are no “quiet periods” 
in Speco sales—plumbers, tin- 
ners, and handy men need 
them and buy them all year 
‘round, 





Put in a stock of these solder- 
ing necessities — your trade 
needs and wants them. Shall 
we send you further details? 
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Special Chemicals Co., Waukegan, III. 








There’s A Good Market for a Better Flux 





Mechanics, electricians, manufacturers, 
and radio-fans prefer Rubyfluid because 
it does not corrode metal, is easy to use, 
is economical in use, and saves solder. 


Rubyfluid brings buyers back for more— 
it is a real “‘repeat seller.’’ Let us send 
you a sample and prices. 


RUBY CHEMICAL CO. 
67 McDOWELL STREET, COLUMBUS, OHIO 




















Says the Man Behind the Counter 


I was standing in a hardware store talking with a 
young fellow who works there and the sky began to 
darken rapidly and a few drops of rain splashed on the 











Holding Their Own for—Years 


Mechanics and 
motorists like 
Lanes ‘‘Unique”’ 
Socket Wrench 
Sets. 

The sockets fit 
cap screws and 
nuts perfectly; 
the strong drop- 
forged wrench 
gives just the 
leverage needed 
to turn the sock- 


pavement outside. It was going to rain hard. “Why in 
sam hill don’t you rustle out and get in those lawn 
mowers out in front? They’re going to get wet,” | 
told the salesman. I was partly kidding him, but I 
partly meant it, too. He wasn’t busy. 

“Oh, I never pay any attention to those,’’ was the 
response. “Ed, the delivery boy, lugs those out and in. 
A little rain won’t hurt ’em any. They need washing 





Ford Set ets quickly. 

The same good 
quality that has made these Tools popular for years, is 
rigidly maintained. Five up-to-date styles for Ford and 
other cars at prices all can afford. Write for Latest 
Folder and Discounts. 


Will B. Lane UniqueTool Co. GaicrgoiLe 





off.”’ 
I said nothing more, but I couldn’t help thinking about 


something I once saw in a pamphlet written for clerks 
by Elbert Hubbard: “When a man is told to do a cer- 
tain thing, and there leaps to his lips or even to his 
heart, the formula, ‘I wasn’t hired to do that,’ he is 
standing upon a greased plank that inclines toward the 
sea.” In other words, the skids are under him and he 


CRACKPROOF is on his way. i 


The garden hose 
which renders 











A young clerk wrote this in a letter of advice to his 
fellow grocery store order clerks a few years ago and 
it was printed as part of a prize article. I think there 
is something in it for hardware salesmen: 

‘Be sure your appearance is neat, but not sporty. 
Have your pencils and order book in your pocket. Be- 
fore you start out, see what new goods are coming in 


Maximum Service 





is advertised in the 


Saturday Evening Post 








Write our nearest branch for name of distributor in your territory. - ° 
: and what fresh goods are on hand. See if the boss 
PIONEER RUBBER MILLS has a ‘special’ for the day. Then, without pipe, cigarette 

New York Chicago San Francisco "7 ‘ r , 
etn a a or chew ing gum, start out as if you mean business, and 
ne Los Angeles don't fool on the way.’’ Not much of that but applies 

tapidly becoming e world’s largest manufact ~ d h . . ac~a 

wicetiallesmnaesonmnitestrethiie acs pinsccribomens to the man in the store as well as to the order solicitor. 
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A Lacquer Demonstration Attracts Trade 


INCE the advent of brushing lacquer many new 
ways of using it for decorative purposes have been 
introduced. The manufacturers have sent out demon- 
strators to show people how simple, easy and pleasant 
it is to make beautiful ornaments of ordinary dishes and 





oa 


other objects made of glass, china, pottery, wood and 
other materials. 

Recently Green’s Hardware Store of Denver, chose 
a Saturday to put on a demonstration in their window. 
A clever young lady, employed by the paint manufac- 
turer occupied the window and demonstrated to passers- 
by the art of lacquering lovely candlesticks, which were 


afterward given to customers as souvenirs. Tew people 
passed the store that day without receiving a firm 1m- 
pression as to what may be accomplished with a little 
lacquer and a brush. 

The proprietor of the store says that these demon- 
strations really bear fruit, when those who witness them 
begin to think of painting things in their homes. When 
the demonstration was finished a common stool bottom 
kitchen chair was left in the window, among other 
lacquered articles, with half its surface lacquered and the 
other half plain, making a striking illustration of the 
possibilities of a little home work with this material. 

These demonstrations do not depend on any particular 
season of the year, but may be given at any time, as each 
season has its own special appeal for painting and 
lacquering. 


NN eee 


“LET US NOT FORGET that a good deal of our pros- 
perous appearance is due to driving a mortgaged car 
over a bonded road!” It is a serious thought, of course, 
that we are spending next year’s income this vear; 
installment buying might be a menace if it were half 
as large as it looks. The word mortgage has a sinister 
sound, yet the system it represents has been one of 
mankind’s greatest blessings. Those who otherwise 
never could have done so have bought homes, farms, 
apartment properties by its aid. Seemingly contrary in 
spirit to all the principles of thrift, it yet has made for 
thrift. Perhaps it is a mistake to extend it so freely 
to other forms of property, but we cannot yet be so 
sure that we know all the lessons of economics.— 
Allith Bulletin. 








BURNLEy 


The Soldering 
Serer Paste that has 
tue soerIno” satisfied cus- 


tomers for over 
23 years. 


SOLDERING PASTE 


SEY) 
SAarTe Ry 8 oF Conon US 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 








MECHANICS’ 
CANVAS 
BAGS 


This is the bag 
that linemen 
and mechanics 
want. It is made 
of No. 6 White 
Duck strongl 
bound wit 4 
Shoe Leather. 


We also make 
Masons’ Bags, 
Plumbers’ Tool 
Rolls, Electri- 
cians’ ool 
Bags. 


Ask fora 
circular. 


1847 Ashland Ave. 
Chicago, Ill. 


Leather Bound = : 
12” to 24” Long 
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LENDZION LEATHER Goons Co.. 








THEIR QUALITY 
HAS MADE 
; THEM 
SO: 





Coverec by patents. 
No. 57 Qt. No. 58 Pt. 


“Always Reliable” 
TORCHES and FURNACES 


One of the leading lines on the 
market today. 


Each torch and furnace is 
fully guaranteed. 


Most jobbers stock. Others will order. 


OTTO BERNZ CO., INC. 
; Newark, N. J. 


Stccks in Newark, N. J., New York City, Chicago and 
San Francisco. 
Offices in Newark, N. J., New York City, Chicago, Fort 
Worth, Denver, Helena, Mont.; San Francisco, Los An- 
geles, Seattle and St. Thomas, Ont. 
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uestion-Answerers — 
OLD and NEw ! ey 


In Olden Days, Question-Answering was the prerogative of the 
Soothsayers, Oracles and Wise Men. It was a Mystical Rite, 
which presupposed Supernatural Powers. Usually the people 
were held captive by it. 


HARDWARE BUYERS CATALOG 
VV The Modern Question-Answerer is more matter of fact. 


It frees rather than enslaves men’s energies. 





It answers hardware buying questions at a glance—representing 
Greater Convenience, Time Saving and Increased Business Bui!d- 
ing Opportunities for the hardware buyer and manufacturers of 
hardware and kindred products. 


eae is it answering your business building questions profitably for you. too? 


HARDWARE BUYERS CATALOG 


239 West 39th Street, New York 
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“NORWOOD" QuaLity 
Trellis and Flower Bed Guard 


Artistically Designed—they add beauty to the 
home and grounds. 

Sturdily Constructed of heavy high grade Copper- 
Bearing, Rust-Resisting Steel, they always retain 
their form and because of heavier gage wire, they 
last longer. 

Our Systematic Advertising and “Dealers’ Helps” 
create the demand. Home owners are now buying 
such goods and you should not be without a stock. 
Our prices are right for the consumer, dealer and 


jobber. 
Write for full particulars. 
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We have a Catalog showing our complete line of “Norwood” 

Quality Ornamental Wire Fence, Walk, Drive and Farm Gates, 

Trellis, Flower Guard and Tree Guard and Rubbish Consumers. ; OO | eure win ee . 
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FET Y 
PAINTERS HOUSEWIVES 
DECERATERS FARMERS 
MACHINISTS : WINDew- 
MILLWRIGHTS ee siti CLEANERS 
STEAM : 32) ie CARPENTERS 


FITTERS noe ROOFERS 


for BABCOCK— MEANS for 





SEND 


FOR CATALOG — WE PAY THE 
AND LATEST PRICE LISTS FREIGHT 


W. W. Babcock Co., Bath, N. Y. 
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my 
It Fits Your Hand 


Most wrenches feel alike to the average 





man—but to the man who uses one day 
after day there is a real difference be- 
tween a narrow poorly finished wrench 
handle and one with broad rounded 
edges. 

B & C wrenches are made with handles 


that fit your hand. They are, therefore, 
particularly popular. 


Mail this coupon for our newest catalog 
No. 30— it will give you some idea of the 
profit possibilities in B & C wrenches. 
Your jobber carries them. 


Bemis & Call 


WRENCHES 
Springfield, Mass. 


BEMIS & CALL CO. 
Springfield, Mass. 


lease send me your catalog and name of your nearest jobber. 


Name 
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CUTTER known every where. 
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The 
Porter Line 


has no loose ends. Itisacom- 
plete line of hand operated 
tools for cutting bolts, rods 
and wire. For splitting nuts 
and cutting hard or soft 
chain. The line in- 
cludes every prac- 
tical size and every 
practical type of 
jaw. | | 





sal - 4A 
PORTER'S BOLT CLIPPERS) 


You can simplify your 
selling, your stocking 


and your repair part 
problems by concentrat- 


ing on the Porter Line. 
And Porter Tools are 
quality tools—uniformly 


i satisfactory and well- 


Sold by Jobbers and Supp y houses everywhere 


H. K. PORTER, INC. 
EVERETT, MASS. 
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cas ement Windows ‘stay put with 


N 


Jie Monarch 
‘Control Lock 


and it creates sales that “stay put’’ too. 


é 
“td 








Youn greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning ofa seriesof service callsthateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for | 
installation. Furnished in a variety of finishes. | 


tts 
The MONARCH Automatic Stay 


S for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 


a 1 turn of outer tube. Furnished in any 
finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 


season starts. 
MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 
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“Put in a can of that 


SEMESAN 


Makes Seeds Healthy 


It’s a whole lot better’n 
just hoping—” 


GARDEN is outside the natural bounds of a 

budget. Besides, if a man’s intelligent enough 
to have a hobby, he’s intelligent enough to see the 
economy of keeping it fun and keeping out the 
drudgery. 


A 50c can of Semesan will make the pretty pictures 
on the seed packets keep their promises. Destroys 
the more than 200 fungous and bacterial diseases har- 
bored on or in seeds and prevents reinfection. Ridic- 
ulously easy to use either as a dust or liquid. Just 
dip bulbs, roots or tubers or shake seeds and a small 
quantity of Semesan dust in a closed fruit jar. 


We don’t need to shout about the profits in Semesan. 
You’re a good enough business man to figure that 
out for yourself. But here is what The Barteldes 
Seed Company, Lawrence, Kansas, say: 


“Dealers who are displaying Semesan, offering the 
Semesan booklets, and making a little study of seed 
disinfection, are enjoying a rapidly increasing sale in 
this profitable line.”’ 


Semesan merchandises itself—display container on 
the counter, display cards and trim for the window, 
decalcomania for window or door, metal rack for 
booklets on various crops. 


The whole Semesan-profit story is told in pictures, 
tables and graphs in the kind of proposition book 
you've always wanted to see. You'll be glad you sent 
for it. Here’s the coupon. 








COUPON OL PONT H. A. May 


E. I. du Pont de Nemours & Co., 
Dvestuffs Department, 
Wilmington, Delaware. 


Gentlemen: Please send me your Proposition Book. 

PD Heke a akan ee-deu bebe Jbbe6 bagd Deedee bel eeaiedkds we deenewes 
ee i Mas an eee eae eC ORR Rhee Ebest es OCONEE eeeRene 
Cal pceedewbas tees deeccees esas SL OPrrrrrrrrerrrreeecererreee 





Makers of the famous 
. Monarch Interlocking Self-adjustring Weatherstrip y, 
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SELF-OILING 


A REGISTERED TRADE NAME 


WATER SYSTEMS 


NLY a short time ago running water in the country 

or suburban home was a luxury. Today tens of 
thousands of suburban homes, farms and country estates 
have been modernized and now enjoy all or a part of 
the many labor and time saving conveniences made 
possible by the modern water system. 






























But this is not the end of the picture. Other scenes 
are being enacted with startling rapidity. A network 
of power service lines is stretching out over the entire 
country. Private power and lighting plants are multi- 
plying rapidly. With their coming laborious methods 
pass. Old and young must be served with the numerous 
time and labor saving devices now at their command. 





Myers Water Systems have played an important part in this 
development. Pioneers in the field, with but one or two styles 
at first, the rise of the Myers line has been equally rapid and 
successful. Designed, constructed, and marketed by an organiza- 
tion of experienced pump makers—protected by numerous patents, 
produced in many styles and sizes for every installation up to 
ten thousand gallons per hour, nationally advertised, and sold 
and installed by leading dealers, plumbers and service men, they 
offer exceptionally strong opportunities for sales and profits that 
only a well established and complete line can give. 

We Are Ready to Quote 


THE F.E,MYERS & BRO.¢9. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN.FACTORY and *—}- 
GARAGE DOOR HANGERS: STORE LADDERS, Etc. 











Take Off Your-Hat= 
e aoM ‘% 


PUMPS — WATER SYSTEMS — E TOOLS — DOOR HANGERS 























GRANITE STATE _ memes 
LAWN MOWERS Curiosity 
g Creates 


Customers 





A good window display is the 
best cutlery salesman you can 
engage. No man can resist the 
glitter of a well-arranged knife 
assortment; it stops him every 
time. Once his interest is 


YOUR CUSTOMERS CAN’T STOP aroused it’s an easy step to a 





GRASS FROM GROWING! 3 profitable sale; profitable not 
only in the gain from that one 
but you can sell them Granite State Lawn Mow- sale. but in “14; 
ers to cut that grass to their entire satisfaction. q 7 in the building a of 
Granite State Lawn Mowers are high grade ma- good-will for continued busi- 
chines that will pass your customers’ most careful ness. 


examinations. They are made for one purpose only 
—TO CUT GRASS and do it well! r . , 
[he merest novice of a win- 
We make a complete line of high grade mowers— dow-trimmer can qualify with 


ball and plain bearing—a mower for every cus- : 
tomer’s need and purse. We also make lawn trim- the best by taking advantage of 


mers and edgers. Let us send you a catalog. the display ideas in Hardware 
Age. 





Granite State Mowing Machine Co. 
Hinsdale, N. H., U. S. A. 
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Cold-Drawn 


The cold-drawn sockets—patented 
feature—explain the 30% extra 


strength of your ‘‘ALLENS.” 


The special heat-treating of differ- 
ent-style points and _ individual 
sizes, explains the perfect balance 
of toughness and hardness. 


The accuracy of Allen threading— 
testing of pitch diameters with 
pitch micrometers—explains the 
staying power of ALLENS in mov- 
ing parts. 


These points explain why ALLEN 
screws move the fastest from 
Dealers’ stocks—and explain why 


Allen Dealers lead in the hollow 


screw business of their localities. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


Ww. C. Stanble R. BE. Cregory 
. 2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


E. P. Crawford Ww. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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REPUTATION 


Twenty-five years ago 
Premax designed, patent- 
ed and marketed the first 
steel tent stake. 


During the past quarter-cen- 
tury we have kept faith by 
improving Premax Products to 
match improvements in tent 
manufacture and design. 





But we have never changed our original 
policy to maintain our prices and protect 
our dealers. Ruthless competition with the 
intent to get business at any cost—deter- 
mining the grade by the price—has never 
influenced Premax. 


The name is known everywhere 
and respected as a guarantee of 
quality. All these years—and 
this spring and summer too— 
we have told the world about 
Premax through consumer ad- 
vertising. 


Never have we profited at the ex- 
pense of our regular channels of 
distribution. That’s something to 
think about in placing your stock 
order for this summer’s business. 


Tent manufacturers, ever anxious to 
improve the quality of their product 
and add to its sales features, are 
standardizing on Premax Steel Tent 
Stakes, Telescoping Tubuiar Up- 
rights and Ridge Foles in an ever- 
increasing number. That is a true 
indication of the worth of a good 
product, with a good name, at a 
fair price. 


PREMAX 


Niagara Metal 








Stamping 
Corporation 
Niagara Falls, N. Y. 
Dept. HA-5 








PLEASE MAIL THE COUPON 


Niagara Metal Stamping Corporation 
Niagara Falls, N. Y. Dept. HA-5 


Please send samples and quote prices on 

[(] PREMAX STEEL TENT STAKES 

C] PREMAX TELESCOPING UPRIGHTS 

C1] PREMAX TUBULAR STEEL RIDGE POLES 
Signed ... 


Firm Name .. ; NE ey Ae ee Eee 


Address 
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HUDSON 


SPRAYERS 





are 


NATIONALLY 

ADVERTISED 

NATIONALLY 
KNOWN 


NATIONALLY 
SOLD 


They are han- 
dled by leading 
jobbers and 
dealers every- 
where. 


They have an 
established fol- 
lowing. 





No. 110 Perfection , , 
You can obtain 
your share of the business on them. 


Acquaint your trade with the fact that 
you are a Hudson distributor. 


Put in a complete, representative stock 
of merchandise. 


Install an attractive window display. 


We will gladly furnish Window Dis- 
play Cards, Catalogs, Booklets, Price 
Lists, etc., upon request. 








No. 122 Modoc 


No. 4A Spray Pump 


HUDSON 





MANUFACTURING CO. 


MINNEAPOLIS, MINN. 
OMAHA, NEBRASKA OSHKOSH, WISCONSIN 


NEW YORK CITY CHICAGO, ILLINOIS 
106 Reade St. McCormick Bldg. 
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Sold by thousands 
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Superior Laboratories 
Dept. 502 
Grand Rapids, 
Exclusive Pacific — 
718 Missiou St...eee°°" ely 
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Sell Facts—Not Claims 


Make Three Times the Profit 


When you sell Witt Garbage Pails you 
don’t need to make claims. Just show 
the guarantee tag. 


Your customer will recognize at once the 
splendid construction—special analysis sheet 
steel, deep, closely pitched corrugations, double 
locked seams, riveted steel bands top and 
bottom. Here is good material for a sales talk. 
And you make three times the profit you 
would make on an ordinary pail. 


Witt dealers are taking advantage of the ad- 
vertising campaign to sell Witt Cans and Pails 
and are making a nice profit. Now is the time to 
sell garbage pails. Get your order in today and 
get your share of the profits. Your jobber can 
supply you, or write 


The Witt Cornice Company 


2111 Winchell Ave. 
CINCINNATI, OHIO 


Manufacturers of 


Whi 


CORRUGATED 
‘CANS and PAILS»: 


Try the Brighton Line of Cans and Pails as a special. A medium 
weight line of good quality that will make sales and pay profits. 














The Expected Happens 


The present big retail demand for 
the SUPER Great American B. B. 
Mower was expected to follow the 
enthusiastic endorsement given this 
improved model by gardeners every- 
where. Because the same features 
which make it the ideal gardener’s 
mower also commend it to the dis- 
criminating householder. 


The SUPER Great American has 
all the advantages which have estab- 
lished the world-wide reputation of 
the Great American model and, in 
addition, the two special features of 
Steel Axles and Roller Bearings in 
the Drive Wheels. The famous 
Great American model i is, of course, 


Diary ANIA 


LAWN MOWERS 


TopUTIN 









rrr: 






FORMERLY 


nvED 377 JOHN BRAUN & SONS privavevenia Pa 
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GREASE Cups 
and OIL Cups 


For Every Purpose 








No. 5739 No. 118 





Included in the Bowen line 
of grease cups and oil cups, 
are lubricators of the exact 


Attractive Counter Dis- 
plays containing assorted 
sizes of the types of grease 
and oil cups most in de- 






Neo. 200 


Y 


mand provide the dealer 
with a quick and easy way 
to sell and also a con- 
venient method of stock- 
ing these small parts. 







type and size to meet every 
lubricating requirement. 
Catalog No. L-104 showing 


more than fifty other types 
will be sent upon request 





BOWEN PRODUCTS 
CORPORATION 


Branches 

BOSTON 161 Massachusetts Ave 

CHICAGO 412 Wrigley Bide. 
CLEVELAND 7113 Euelid Ave. 
DETROIT 2760 W. Warren Ave. 
KANSAS CITY 1322 MoGee St. 
MINNEAPOLIS 983 {7th Ave... S. E. 
yy YORK 220 Broadway 


No. 77 Monadnock Bidg. 


No, 249 


Case No. 12 


Case No. 1l 





A Special Galvanized Hardware Grade to 


ft Meet Price Competition 


The new “BUFFALO” SPECIAL Hardware Grade is designed particularly 
for price buyers. It is a well-made product, selling at a lower price than the 
Standard Hardware Grade, and will fill a definite need of your trade, but it is 
not “BUFFALO” Standard Hardware Grade and will never be sold as such. 


Hardware dealers are tired of buying supposedly best quality wire cloth at 
under based prices only to find they were actually receiving inferior merchandise. 


Here is the truth for your protection. “BUFFALO” Wire is not selling an 
inferior grade under the brand name of the Standard. There are two kinds of 
“BUFFALO” Galvanized Hardware Grade, the SPECIAL—which is lighter than 
the Standard—and the STANDARD. 


Large stock of “BUFFALO” Standard and SPECIAL Galvanized Hardware 
Grade constantly carried for your immediate requirements. 


You receive what you pay for in either “BUFFALO” Brand. Catalog No. 
8-AB—mailed gratis. 


Buffalo Wire Works Company, Inc. 


(FORMERLY SCHEELER’S SONS) 
Established 1869 
Buffalo, N. Y. 


518 Terrace 


LH OWIRE 
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Experienced tool 5 s 
xperienced too fe os 
users say, Pe i 
“We'll stick to our sf i 
Cheney Hammers” ; Don’t Let This Happen §& 
5 9 Sst ¥¢ Rs 

Because they know they’d have to search a ae In Your Store xf + 
long time before they found any other ham- 3 ar 
mers that have everything a man could pos- ay . ; ibs 
sibly want in that kind of tool—and that’s fy §=Don't let your stock of CLOVER Sandpaper get eas 
what they find in their Cheney Hammers. . . . . down to where a quantity sale empties your [ay@ 
Slick handles of second growth hickory fash- eve = shelves. : Ra 
ioned to fit the hand, tool-steel heads that Re Ww —_— hi diti aS 
withstand their worst wallops and a “hang” wes atch your Stock. rder be ore b is condition ies 
or balance that’s right—all these Cheney yam) occurs in your store. CLOVER Sandpaper has ss 
Hammer features appeal to mechanics as well ae ©6=become a steady, profitable selling item. PA 
as the ability of Cheneys to stand the gaff eet aie se ; DR 
for years. Cheney Hammers will certainly ie This is due to the quality of flint, glue, and paper § Fe 
take a heap of punishment, too. That’s ae 6©all «united in an _ unbeatable combination. & 
’ . pl: : . ark 

— — — they’ve been the favorites me “CLOVER?” quickly prepares a surface for paint fam 
Of Gites generations. meat =oor varnish. Each day finds NEW customers be- my 
fam §6=6s cause OLD customers induce others to try it. at 

Gin Send for SAMPLES. Ak 

ety 4 D bed 

tm x ¥Ka'F 

os ye 

Poke: Tae 

ee CLOVER MEG. CO. ie 

106-110 LAFAYETTE ST. NEW YORK CITY ee re: 
ba 110 Main St., Norwalk, Conn., U. S. A. geen 

The Largest and Oldest Manufacturers een 

of Abrasive Compound in the World ee 

g Ae 


Clover Dealers Get Clover Business Service 
Free 















Handsomely Decorated Ream Package 
Two Color Box Packages for 

for Display Purposes Bulk Consumers 

oe, ELL 
we =6©. CLOVER MFG. CO. 
ae 110 Main St., Norwalk, Conn., U. S. A. 
as , Gentlemen: Please send us Samples of CLOVER \ 
ate Sandpaper and refer us to nearest Jobber. { 
oy 
rare Dealers MAM 2... ccccccscccccccccscccccvoccecs 
Nn ns icp Jedd Wdeesndsqenseeredweneeneseete 
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The Stick to “One Brand” 


Customer 


You've met his kind. He won't buy anything 
unless it has been tried and proved worthy. 


wa) 





The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: “Perfect Brand” when he wants 
Screen Wire Cloth with a known reputation. 
Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


MBB i4141m 





LUDLOW-SAYLOR WIRE CO. 


Painted St. Louis Missouri Galvanized 








HOUSTON’S 
Gold Medal Rock Hard Water Putty 


Will Not Chip, Break, Warp or Crack — ae ae 
Quickly Dries Rock Hard—Stronger Than Wood | J UNAS 


Just the thing for every home! Needed by every painter and carpenter. 
Has hundreds of uses—filling cracks; repairing friezes, ornaments, furni- 
ture and woodwork. Permanently sticks to wood, cement, plaster, stone 
and compositions of all kinds. Easy to mix. Can be made toe match any 
shade. 


e 
Easy Sales, Quick Profits 

Sells at sight. Im handy cartons. Retails at 1 Ib., 30c.; 2 lbs., 60c.; 
5 lbs., $1.40; giving dealer 40% quick margin. A great repeater. Write iy, 
for samples. Ask your jobber or order direct. | Y ~~ ; | 
GOLD MEDAL PRODUCTS COMPANY Vie? \TeS | 

Makers of Houston’s Famous Wax Products we 
1210 Sh ago, Illinois. 


s 
y 
—————— — : = — = /, 47 f 
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NEW YORK OFFICE 
42 West Broadway 


HARMON & DIXON, AGENTS 


MAIN OFFICE AND WORKS 
WESTFIELD, MASS. 





Manufacturers of 
Flint, Garnet, Emery, Alabrase and Silabrase Paper and Cloth, Sheets, rolls, discs and boxes. 
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They Want More of the 
Same Kind 


rincco Bathroom Fixtures are designed 
along lines that create an immediate 
desire ““To have and to hold.” 


They are obtainable in combinations to 
match and harmonize, or in individual 
pieces, as customers prefer. 


Once installed home owners usually 
want more of the same kind and con- 
tinually add to the line. 


Being made of Solid Brass they never 
rust out or wear out. They give ever- 
lasting satisfaction. Send for Catalog 
which gives complete information. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
*Boston—1!70 Summer St. New York—2 Hudson St. 
San Francisco—!!6 New Montgomery St. 
Chicago—29 E. Madison St. 











DOOR AND WINDOW 
BARREL BOLTS, ONE PIECE 
BODIES, NO RIVETING 


This method of construction makes for greater 
strength and better appearance 


Made in wrougitt brass and steel 














BRASS STEEL 





__Weight - _ ‘Weight Furnished with Mortise Strikes If Desired. 
No. Size Packing Per Doz. No. Size Packing Per Doz. Flush Strike Is Regular. 
769 2 in. 1 Doz. its Lbs. yh 4 : in. 1 Doz. Ay Lbs. 
770 3 Ee Be in Bs <4 ag 
71 3yin 1S 2K S| O71 yin 1 2K THE BRAINERD MFG. CO. 
I in. ce : sé in. ce sé 
73 6 mite * (ae £m ie EAST ROCHESTER, N. Y. 





















Tivot Bearing 
FAULTLESS CASTER COMPANY 


EVANSVILLE. INDIANA. 


Canadian Factory: Stratford, Ontario 
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This is the season 
for pitching shoes 


pe Good Shoes 
Sell Well! 


PITCHIN G shoes has become a national game 
and there is a constant demand for the stand- 
ard regulation shoe. 

These shoes are guaranteed not to break and are 
heat treated to prevent surfaces from nicking. 
They come in three colors—black, blue and red. 
The regulation steel stake is also furnished in 
red enamel. 


CHICAGO STEEL FOUNDRY CoO. 
Kedzie Ave. at 37th Street 
\ Chicago, Illinois 








Eaatern Representative: 
GEORGE A. PAINE & CO. 
240 Revere Beach Parkway 
Chelsea, Mass. 
Western Representative: 
LOUIS COHN 


24 California Street 
San Francisco, Calif. 











_~ SHOTGUNS ~ RIF ES Pst oI 
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Sendinn Seen Sales 
Into Your Store 


i ROUGHOUT the year the gun buyers of every community 
are constantly gaining news and information on the Stevens 
lines of firearms, through a ceaseless stream of advertising backed 
by informative leaflets and catalogues. This advertising means in- 
creasing Stevens sales to the alert dealer who ties his business into 
these campaigns. Stevens advertising is always working — put it 
to work for you. 


See Your Jobber’s Salesman 
(send for 5 piece firearms window display) 


J. STEVENS ARMS COMPANY 
Dept. 1089 Chicopee Falls, Mass. 





STEVENS 





FREE! 








your counter. 


with this attractive display. Hundreds 


their boating supplies at your store. 


Supply them and win new customers. 
Send the coupon now for your display. 
is free. 


Unique display in full color. 
Very attractive and requires 
little space in window or on” 
Mail coupon 


Mundreds 
of Boat Owners 
are looking for this— 


Catch the eyes of the passing boat-owners 


of 


canoe ami boat-owners will come to you 
when you show them that they can get 
All 
boat owners need Jeffery’s Marine Glue. 


It 
























- J52 Kneeland Sireet, Boston,Mass. 


ea . LW Ferdinand € Co. 
wha 


Send full particulars of your offer 


to dealers. 
a a ee eet ade 
Address 


En lovéebudebeanthosdeateasceeeue 








No Nails—No Bolts 
No Rivets—No Slots 


These things which 
weaken a step ladder 
and cause’ trouble 
and , accidents are 
left out of the 
Trade-Mark 


Super-Strong 


Step Ladder 


What is NOT there can- 
not go wrong. In their 
place we use a Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and insures 
SAFETY with the 
strongest construction 
known. 

A demonstration closes 
the sale. 

Send for Catalog and 
Prices. 





Sizes 4 to 12 Ft. 
Special Sizes 14 to 20 Ft. 


Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators. 
The Superior Ladder Company 


516 East Madison St., (Lincoln Highway ) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied lines. 
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THE ELASTIC TIP COMPANY 
®@ | RUBBER GOODS AND SPECIALTIES | # 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


coe 


















































Greater Profit / 













ees Larger Size 
—— reen 

= fie Whee Better Quality 

+ 1167: Purple Gpying 

+ 1154-Special Yellow 

» 1155-Short Length 


Special Black 





Lumber Crayons 
ee Fe ee See 
Railroads 

|Bttscles ame Chacl- in 


Surveyors design, 
Steel Mills workmanship, 


Sp Prarie Oller: improvements, 
N° 1154 | | service, 


forRailroads | sales “™~ 
















Phate! Dealers who concentrate on the 

Smith line of sprayers are not 

} troubled by competition, either 
Steel WEE fair or unfair. Value is s80 
seal sa readily re — price never 
governs’ the e. Exclusive 


features cause “emith Sprayers 
to stand out so conspicuously 
in any company, that choice is 
a matter of course. National 
advertising is creating universale 
knowledge of the superior Smith 
features. 

A catalog of over 40 styles of 
hand and compressed air spray- 





6 Samples furnished on request 


™ 























Learisdelf PEN COMPANY | | SRDS ec mi mn 
GALSOC// PHILADELPHIA USA.| | —p. B. SMITH & COMPANY, Ine. 
Awarded Gold medal Sesqui-Centennial1926} | _ UTICA, NEW YORK 

















Me = a The Gilbert & Bennett Mfg. Co. 
Gislii Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Kansas City 








New York City Georgetown, Conn. Chicago 
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Ask Your Jobber’s 
Salesman 
about 


: > 
. 3 
j Ey 
4 “ » 
= = . 
1 
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Laan 


FOR FORD CARS 








The Best Line of Ford Replacements 
on the market. 


Tubular and 


RADIATORS SBeunyeneil 


Passenger Car 


FENDERS oe Commercial 


Tool Boxes, Kits and Caps 


The CORCORAN Mfg. Co. 


4915 Section Ave., Norwood, Cincinnati, O. 











STAR HEEL PLATES 


“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 


No. 6 
STAD 

ther SQ No. 5 

ad "STAR 

1 GSD x... 

and 

sel No. 3 
No. 2 
No. 1 
No. 0 





These illustrations are % size. 


STAR HEEL PLATE CO. 


LOUIS SACKS, Inc. 
Newark, N. J. U. S. A. 

















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 




















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 


Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. :; 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 
, Mail Order Houses handling hardware and housefurnish- 
ngs. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calis. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current edition. 

Hardware Wholesalers find Verified List of great value in 
“‘checking’”’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th Se. New York, N. Y. 
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Quick Turnover! 


Bicycle 
3 Year 





Warranty 
Send for 


LOVELL MANUFACTURING CO. 


New York, 86 Warren St. 





Ball Bearing Clothes Wringers 


Anchor a Brand! 


Guarantee 
5 Year 





Price List 


ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 
Chicago, 52 E. Lake St. 


Boston, 52 Pearl St. 








The Famous F. & N. 
VULCAN 





EADERS are the most profitable for dealers. F. 
& N. Lawn Mowers, for instance, lead because 
they give fine mowing results over an unusually 

long time, with minimum effort and mechanical atten- 
tion. That’s natural. Every part is machined and fitted 
as precisely as in the finest automobiles. Their designing 
is accepted everywhere as most efficient and attractive. 


Among the chief advantages is the patented F. & N. 
SELF-ADJUSTING Reel Bearing Device. This posi- 
tively does away with the bother and difficulty of making 
reel bearing adjustments, and with all troubles resulting 
from neglected or improperly made adjustments. Sell 
the leaders, F. & N. Mowers. 


Ask Your Jobber for Full Information, Catalog and 
Attractive Cut-Out, Show Cards, etc., or Write Us 


The FsN Lawn Mower 


THE WORLD'S LARGEST LAWN MOWER MFGR\ gm 
RICHMOND,~ INDIANA, — U.S.A. ‘ 
_ .% - 
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Real Protection 
for Homes and Dealers 


You sell complete security when you sell this 
ILCO No. 202—and you secure a satisfied cus- 
tomer who will help you sell the whole ILCO line. 
Most front doors have glass panels that can be easily 


removed by an expert yegg, and the inside knob 
turned, 


Turning the key in this ILCO model once backwards 
dead-locks both the bolt and the inside knob. 
Send for new catalog No. 7 


i) INDEPENDENT IOCKCO,@> 


FITCHBURG, MASSACHUSETTS 


Branches 
P Philadelphia, Chicago, 
an Francisco and Log Angeles 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass Knob 
Sets, Key Blanks, Auto Switch Keys and Hardware Specialties. 





New York — Detroit, 












More than 

300 Million Gallons 
Ice Cream consumed 
in the U. S. in 1925 


é 


There is more 


You Can Make This Your 


Biggest Year in Freezer Sales 


Ice Cream consumed continually, every year, and a very 


large portion is made at home in our Freezers. Just feature the famous 
» or the Gem, with the Blizzard. They sell on a 35 year reputation and 








they stay sold. This means permanent profits for you. 

Women are quick to appreciate the satisfaction in having clean, pure, delicious, 
wholesome Ice Cream, made at home, under their own supervision, in our easy 
running, quick freezers. 

You have every advantage in placing your order now. Don’t wait for hot weather. 
Sales are made now, if the goods are on the shelves. Be sure to include sales helps on your order. 
THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 
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Sell the Best 
HARDWARE 


+ For Hard-wear 












— For morethan 50 years 
» o* Bommer Spring Hinges have main- 
tained their leadership and proven 
» their superiority over all others. 


>) - They have kept pace with the 

. times, because they have been 
kept up with the times whenever 
improvement was possible, 


BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 








































They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 50. It is a 
big help in ordering. 



























Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 











Hundreds of Hardware Stores Now 
Sharpen Lawn Mowers a, 


These stores have 
come to realize that 
many first-class lawn 
mowers they sell fail 
to give good satisfac- 
tion simply because 
of improper sharpen- 
ing. 


Some customers en- 
trust the sharpening 
to irresponsible par- 
ties, while others file 
the blades themselves, 
which of course, 
should never be done. 


Hundreds of dealers 
have installed an 
IDEAL LAWN- 
MOWER SHARP- 
ENER (hand or 
power) because it is 


The Only Machine That Will Grind the 
Reel Knives to Fit the Straight Bar 


wher this bar becomes sprung or bent, 
the reel knives or blades from making proper contact. 
The IDEAL LAWNMOWER SHARPENER puts a 
keen cutting edge on the blades in ten to fifteen minutes 
and any boy can operate it. 


The usual charge, $1.50 to $2.00, returns you a snug profit 
and keeps customers satisfied. Write for Prices and Full 


Particulars. 


The FATE-ROOT-HEATH Co. 
PLYMOUTH, OHIO 


which prevents 
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Home owners and builders nationally are recog- 
nizing the many features of Dacor, the six-in-one 
clothes closet hook. Notched to hold six coat 
hangers, Dacor hooks double clothes closet ca- 
pacity. 

Dacor hooks are stamped steel, finished in brass, 
nickel or Japan and are supplied with screws, 
It’s a package item, offers rapid turnover and 
earns a place in your stock. Dacor is nationally 
advertised. 

















Manufactured by 


Davis Tool & Engineering Co. 
6481 ~natage Blvd. Detroit, Mich. 


SEND TODAY 


For display box of one dozen 
Dacor hooks complete with 
| screws. Simply place it on 
your counter and see it sell. 
You'll reorder in quantity. 
At your jobber or from fac- 
tory direct. Attractive dealer 
discounts. 
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Properly designed tacks are more 
expensive to make than miniature rail- 
Do not let yourself be 
cheated or assist in cheating your cus- 


road spikes. 


tomers. 


When you buy by count see that 
you get the weight. 
corresponding difference. 


Make the @omparison. 


° Every product of the Atlas Tack 
Corporation has been 
designed for its purpose and stand- 


ardized. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


ZN TRICKS FV 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


There is often a 


scientifically 
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‘Oliver 


Quality and 
Service 


GwW9 


ee ee see 








Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 










GW 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 










The Saw Test 


—proves that the locking bolts cannot 
be sawed. Made in * 

rim and mortise, 

front and store 


door patterns. ¥ 


KEI ‘LOCK 


It is guaranteed bur- 
glar-proof — it makes 
security doubly sure— 
it sells without effort. 


Francis Keil & Son, Inc. 
401-425 KE. 163rd St. 
New York 


1876 
A Half Century of Progress 
1926 





KEI Le 
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Jobbers Find Our Rim Tool 
a Very Profitable Item 


This New Com- 
bination Rim 
Tool with Tele- 
scopic Legs is 
a world beater 
for speed. Be- 
sides being the 
fastest tool of 
its kind, it in- 
sures accuracy 
and is perfect- 
ly safe. 


It is 


Cc MBINATION 


CLE VELAND,O. & 


Instantly Adjustable 
for Any Size Split Rim 


Will handle the smallest balloon as well as the 
largest old type high pressure rim. 

Features: Legs radiate from center—no slipping 
of legs—no chance of distorting rim. Handle 
remains set wherever it is left regardles of pres- 
sure. Hinged Arm prevents springing the rims. 
Made entirely of Malleable Iron excepting screw. 


Write for Special Jobbers’ Proposition. 
Retail Dealers supplied through Jobbers. 


The Pacific Rim Tool Company 


16606 Waterloo Road Cleveland, Ohio 
Seattle: 2339 11th Ave. N. Export: 44 Whitehall, N. Y. 
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BRIDGEPORT. CONN, 


WOOD SCREWS 


Roofing Nails Scratch Brush Wire 





Rivets 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 

















RED DEVIL MEANS 
GLASS INSURANCE 


Steady Sales - Satisfaction 
ty. all 4n the whl ; 


LANDON P. SMITH, INC. 


111 Coit Street, Irvington, N. J. 
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SOLDERAL 


The Real METAL Solder 
in Paste Form— 
Packed in 
Collapsible 






The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
or Intricate Job Needs ~ 


SKA" SOLDERALL. 
A: ‘THE SOLDERALL CO., Newark, N. J. 

















Most convenient wrench made for general use. Com- 
bines Adjustable “S’” Wrench with Nut Wrench in a 
practical way. 

Gets into and out of places where a Monkey Wrench 
cannot be used. Forged-steel jaw. Malleable handle. 
6 sizes: 4 to 14 in. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicago 


They are 
glad to pay 
60 cents 
for a 





“PERFECTION” “q 
Pocket Level 


Which serves many purposes and is as accurate as 
any expensive level. Steel clips are furnished with 
each level for attaching it to a carpenters’ square 
for plumbing or leveling. Can be used on a two 
foot rule without clips. Write for discounts. 


Modern Utilities Co. 14°58, Secon’ Sse" 








Better 


Machine Screws 
Regular and Special. 


Complete stock of 
Standard Sizes. 


Prices on Application. 





MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 


NEW YORK, N.Y. 
30 EAST 42 42 ST. 








HARVEY HUBBELL 











Style A 


CAROLUS CUTTERS 


e Style A is a Straight or Side Cutting Bolt Cutter. 
mm. 5. so offers you the Style B, or Straight and End Cut; 
also Style N, gp =F and End Cut. with Nut Splitter. Steel 
Plates hold javs 1 = oe ht oaene at all times. 
Made in SIX SIZES an REE STYL ES. 
If your Jobber cannot supply you, write us direct for 
Literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 


NEW YORK, CHICAGO 








ee re re 
ec 


BULLDOG 


MENDER HOGE COUPLING 


Nationally Distributed by the Jobber 


W. D. So MFG. CO. 


i 
| €GHRICAGO . 


ae 


NEW YORK 





|Look for the full name 


Russell Jennings 


leet erwemele t} round 


“Auger Bits 


| 
oubie twist auger bit, pat 


. Russell tein In +69) 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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"HEADQUARTERS 









































The W-H-S mark on a 


With this carefully selected TROWEL attracts _ the 


Walden - Worcester Assort- AMERICAN as it does the 
ment on your counter, your ENGLISH Bricklayer. 

trade soon learns that you 

can supply any needed socket, Good workmen know a good 


handle or attachment. The 


Cabinet offers a convenient tool—good tools are essential 


and attractive medium for to good work—good tools 
the display of the stock. earn good money. 

In a word, an investment 
of only $54 makes your store Protect yourselves and your 


Socket Wrench “Headquar- 


ters.” customers by supplying good 


Trowels and have the repu- 





No. 1100 Assortment of 113 Parts, : 
including 75 CHROME NICKEL tation and guarantee of the i 
Steel Sockets for Hex and Square W-H-S mark behind you “a 


nuts; Speeders, Offsets, Tees, 
Ratchets, Connectors, Universal 
Joints, Extensions, etc. Graded in ms , ‘ 
proportion to demand. All parts Send for information 
interchangeable. Net price, in- 
cluding all-steel cabinet, $54. 









Write us for name of the Walden- Sole Distributors for U. S. A.: 


a tg = cn gl Socket 
renc a 0g 0. 27 . ° 
Wiebusch & Hilger, Ltd. 
STEVENS WALDEN-WORCESTER, INC. 
Mire. of Walden-Worcester Wrenches New York 
end Stevens ““Speed-Up’’ Toole 


Worcester, Mass. 

















Every Housewife Wants // One! 


White 
Enamel 
Household 
Thumbtacks 




















One look at this attractive, sturdy pan, 

with its long handle that saves bend- 

ing, is enough to sell any woman. 

And it’s the only nationally advertised Pp il 
article of its kind on the market. oly 


‘I INVIE “® 
Hi IMBTACKS 
v 















Prim In Attractiv 

e 
Polly Prim is made of strong steel, 
finished in black or blue enamel. The Dust 26 Inch 25c Boxes 
black pan retails for $1.00—the blue Dan Handle 24 Boxes to Carton 
for $1.25. Our plan offers you a Se Deal $4.00 
liberal margin of profit. Write for ves Work < Balers ot. 
details today. gael Sinatested 

rice 


List of every kind 
of Thumbtack- 
Your customers ex- 


HOUSE , White Sra 
Patent Novelty Co. ‘OLD THUMBTACKS 


Incorporated 
Fulton, Illinois 


“The Fulton Line” 


and Moore Push- 
less _ 

° n early 
Moore Push-Pin Co. Every Home. 


(Wayne Junction ), Philadelphia, Pa. Est. 1900. 























Built-in xs 
Vaughan’s Uanug ses yas | 
Display Stand MCLE OOLS < en 


for kitchen tools 
sent with assorted 





der. 
The imposing, nation-wide list of jobbers handling A-P eicieee 
lines is staunch prost of the fact that Allith-Prouty leads A Silent 
ardware, Door Hangers, Overhead Car- en 
Door Hardware, Rolling Ladders, Spring Salesman 


Ask for Catalog 20-H 





It will help close many 
rite for your cop eee 


Vaughan Novelty 
Mfg. Co., Inc. 

DANVILLE, ILLINOIS 8211-25 Carroll Avenue 
Chicago, Illinois 
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DIAMOND “E” 


All-Metal Fly Screens 


Let your customers try DIAMOND “E’ Fly Screens 
once, and they will surely come back for more. In- 
stantly adjustable. Fit snugly. Guaranteed fly and mos- 
quite proof. And built for lifetime service. 
— All sizes: Galv. Wire, $1.00 to 
4 .00; Bronze Wire, $1.50 to 


For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 
at low cost. 


Made in an assortment 


of sizes to fit every hard- 
ware need. 










+> 3 









BUY FROM 
YOUR JOBBER 


N40 BROADWAY,N.Y THE GREEN CO., 250 W. 57th St., N. Y. 


Write for NEW Illustrated Price List 









= 











SEXTON ALL METAL IVER JOHNSON 


Underground Garbage Receiver 


With the appreach of warm EVERYDAY SELLERS 


weather people realize the need 


of a strictly odorless, fly-proof, BICYCLES 
sanitary Garbage Receiver. VELOCIPEDES 
The SEXTON meets every re- JUNIORCYCLES 
quirement and is approved by REVOLVERS 
health commissioners. Outer SHOT GUNS 


cylinder is guaranteed from de- 
composure for 10 years in natu- 


al soil. Send for catalog and 
—— ee MAKE EVERY DAY COUNT 


Send for Catalogue and Prices 








(SEXTON = Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 























ates TIRE 


SRE LADDERS 


Insure perfect shelf service for any line of merchandise. 
tread steps, properly spaced, with convenient full 
handholds on both sides of ladder permit mounting 
ye ease. Both hands free to remove or 
colons stock rg a danger of falling. Cushioned Tired 
Trolley and Truck Wheels eliminate noise and prevent 
vibration. Erection as sim ee > C. Utilize 
4 small space. Make top shelves safely available rat} 
for stock a agate One style--neat of pro 


an muy SEcane 





ex OKYSERAPE 





RUBBISH BURNER 

























Endorsed by 
Fire Chiefs, Safety Councils, 


and Insurance Co’s. 


One of the best Rubbish 
Burners made 


Woven from High Carbon. 
Flat Steel. 


Will Not Warp or Buckle 
Model EE illustrated 


H. B. BORNSIDE 


Manufacturer and Patentce 
Providence, R. I. 











j 









Write for price lists. 





























ILLUSTRATED CATALOG OF SEYMOUR SMITH PRUNING SHEARS 
STONE WORKING TOOLS ud, Dances 
ABSOLUTELY 
IE; GUARANTEED 
F mea pactcatinors not —— Mustrated Catalooue 
Manufactured by 
TROW & HOLDEN CO. Barre, Vermont Sales Rgcesmaetiet Geen ‘& SON, INC.. Oakville, x. 

















the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit 
Name and design trade marks registered U. S. Pat. Off. J. MARK 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. BROWN & SHARPI 


Robertson “Horseshoe Magnet’ Hammers os - SHARPE 
Permanent magnet which holds ke cie Peau 
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. 1 
4 * 
PAINE PIPE STRAPS: Osborne High Grade Punches 
é 
In Five Pound Cartons e 
4 
a 
Stops careless waste. ? C) 
Send out on the job in cartons, # 
Balance returned in cartons. 4 
5 
' 
NO MIXED SIZES ‘ Belt Punches Arch Punches 
ttn tn ‘Gi 4 Spring Punches Revolving Punches 
Very convenient to handle. ? A varied and attractive line for the Hardware Trade. Also: 
Ocder im cortens os tath rs ee Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
- oois 
Prices Right. Samples Free. ? The above tools will please your customers, as well as our 
Shipments Prompt. Z famous Round and Oval Punches. 
Z ‘ Remember we have —_ one hundred years of successful manu- 
: acturing experience, employ only skilled workmer nd use the 
We Sell to Jobbers only Ls finest quality of materials. ee ; 
4 We stand back of every tool we make. Try us. 
THE PAINE COMPANY : Write for Catalog 
¥ Cc. S. OSBORNE & CO., NEWARK, N. J 
r ~ A 4 ee 4 4 4 ¢ ste OF « 
2951 Carroll Ave. Chicago, Il. . ESTABLISHED 1826 
a 
: 

















Simplified | “IV ES” Patent Ventilating — 


Sign making is so simplified 
with a National Show Card 
Writer and the _ resultant 
extra sales s0 noticeable, 
that hardware dealers wonder 
why they didn’t make their 
own signs before and save 
money. 

We have Alphabet Plates 
ranging in size from 
one-half to fifteen 
inches in height; 
pa Capital sn 
ower Case. e 

also manufacture a a * oo a - Window 
large variety of oem. 











Art Stencils and Manufacturers of 
re “Quality Hardware Since 1876” 
Bene for Peter. Window and Door Specialties 
NATIONAL SIGN STENCIL COMPANY 
Manufacturers of the NATIONAL SHOW CARD WRITER THE H. B. IvEs Co. 
1602 University Avenue Saint Paul, Minnesota New Haven, Conn., U. S. A. 

















ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 


Wire Products 









for every need hy ~ 

drainage | in 

Nails of all kinds, Staples, the gutter. 
Cambria Fence, Barbless = hangers are 


Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


out the United States. 


Write for catalog No. 

27, which also illus- 
trates and describes * 
conductor hooks and {o] ej 
fasteners. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


IBETHLEHEM 


" 
{ 
;! 


Free sample gwudig 
furnished. 


L. D. BERGER COMPANY 


51 N. 2d St., Philadelphia, Pa. 


ee eRMONE 


Per Set 
& cS it Solid Brass 





1100 vvapnannennarte 



























S Per Set 
poll O.., pattie esailipaate| 
Steel 
SOLD ONLY THRU THE HARDWARE TRADE 








MANUFACTURERS VV HARDWARE (J SPECIALTIES 


89 FEDERAL ST., 365 MARKET ST., 
BOSTON, MASS. SAN FRANCISCO, CAL. 
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Classified Opportunities 





fy 





Use the “Classified 


Classified Advertising Rates 
Opportunity Exchange Section 
Set Solid, Minimum of 5 lines 





ities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


oe 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Each additional! line 
All Capitals, Minimum of 5 lines. . 

Each additional line 
Average 10 words to a line 


Allow One Line for Keyed Address 


Samples of merchandise, literature, catalogs, etc., requirin 
be addressed to 





Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 


tunities, 239 West 39th St., New 
York City 

Harpwarkse AGE is published each Thursday 

Forms close Ten Days previous to date of 
publication 


more than ordinary reforwarding postage should not 
x numbers. 

















BUSINESS OPPORTUNITIES 


HELP WANTED 








‘ 
| 
| 
{ 





Do You Want to Sell Your Business? 
Do Want a Partner? 
Do Want a Manager? 


The advertiser has had a long and varied experience in 
the hardware business. Knows buying, selling, corre- 
spondence, cost accounting, etec., etc. Can deal with im- 
portant citizens and others. 

Would like to manage a 
wholesale). 

Would buy out the business entirely if the cash outlay 
was not too great and the condition of same is sufficiently 
attractive. 

Please state details fully in first letter. 
7 Water St., New York Re 


profitable store (retail or 


Address Stiles, 











FOR RENT 


Exceptional location for manufacturer’s sales office or 
similar proposition, in corner store, with office and stock 
room facilities. 


Address Box H-545 c/o Hardware Age, New York 











merge. 
ay 


portation good. Attractive proposition. 
usually attractive terms. 
New York. 


METAL PRODUCTS mg NED) ea PLANT fer lease or 
Fully seulppes for DWARE or Electrical specialties and 
requiring ETAL ESTAMPINGS and SCREW MACHINE 
UCTS. Location Indiana. 40,000 ft. floor space. Labor and trans- 
Exceptional opportunity with un- 


Address Box H-511, care of Harpware AGz, 





of well known and highly advertised lines. 
New York. surrounded by a large farming territory to draw trade from, 
on a main State highway with daily truck service from two large cities. 
Stock about $6,000. 
care of Harpware Ace, New York. 


FOR SALE—A clean stock of hardware and farm implements consisting 
Located in a town in Western 


Can reduce. Your opportunity. Address Box H-537, 





Sites to Industries locating in Newton Falls. 
freight service, 
in Mahoning Valley, 
in the world. 
Uhio. 


IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Three railroads, electric 
main we for trucking, the best supply of water 

right in the heart of the greatest industrial center 
NEWTON FALLS BOARD OF TRADE, Newton Falls, 





9,500 and the trade area served by this city is 
crete roads lead out into trade area in five 
Good climate. 
ELECTRA CHAMB 


FINE opening for farm implement store in rn Texas. Population 
approximately 15,000. Con- 
irections. Fine farming. 
For further particulars, address 
“R OF COMMERCE, Electra, ny 


No implement store here. 





Clean, staple. 
ing in world. Large industrial program. 
Population 13,000. Real chance for live wire. 
Box 488, Wilmington, Cal. 


FOR SALE—Old established Hardware Store. 
Can reduce. 


Stock, fixtures, $40,000. 
Heart of Los Angeles Harbor, fastest grow- 
New Ford plant, refineries, etc. 
olesale and retail. 





tral Ohio. 
store it must have a good hardware patronage. 
reference to building, business, price, etc. 


WANTED—HARDWARE OR GENERAL STORE LOCATED in Cen- 
Must be a paying proposition and priced right. If a general 

Give complete details with 
. DOAK, Fresno, Ohio. 





growing town about 50 miles from 
from $10,000 to $12,000. 


FOR SALE—Hardware business established over 50 years in 
New York City. Stock will inventory 
Address Box H-535, care of Harpware Acz, 





New York. 


SALESMEN to represent long established Grand Rapids factory with 
national distribution. Call upon jobbers, retailers, sash and door factories 
and lumber dealers. Trips sixty to ninety days’ duration. Salary and ex- 
penses. Give references in first letter. Address Box H-541, care of 
HarpWaRE AcE, New York. 








YOUNG MEN not over twenty-two years of age, with retail hardware 
experience, living in Philadelphia, Pittsburgh, Cleveland or Detroit, for 
local sales work by reputable manufacturer. Address Box H-542, care of 
HARDWARE AGE, New York. 





WANTED—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 





SALESMAN—One who is experienced in Door Hangers. Don’t apply 
unless you are a Hanger salesman. State age and experience. Address 
Box H-534, care of Harpware AGE, New Yor 





POSITIONS WANTED 


EXPERIENCED HARDWARE MAN, now traveling, desires to make 
connections with jobber as buyer or sales manager. Will consider travel- 
ing for manufacturer in territory West of Pittsburgh to the Coast or in 
South. Experience covers buying, managing salesmen, and selling to the 
jobbing and manufacturing trade in this territory. Can handle a big line 
or two short lines if they do not conflict. Highest references. Address 
Box H-532, care of HarpWAre Ace, New York. 








JOBBER SALESMAN—Age 32, experienced in organization and gen- 
eral sales promotion, desires position with reliable shelf hardware manu- 
facturer. Have excellent record and wide acquaintance among better 
grade jobbers and dealers in all eastern and Atlantic Coast states. Address 
Box 7218-A, care of HArpwAre Ace, Otis Bldg., Chicago. 








SALESMAN would be interested in a line of latches and dead lock 
for New York City, Long Island and New Jersey. Am now representing 
a padlock manufacturer. Kindly 
Any other line will be considered. 


Ace, New York. 


send full particulars in first response. 
Address Box H-543, care of HARDWARE 





POSITION WANTED by hardware man with 18 years’ experience in 
buying, pricing and managing. Can estimate from blue print. Address 
Box 540, care of HarpwArE AcE, New York. 





DETROIT producer, long trade acquaintance, wants lock builders’ hard- 
ware or other good line, salary or commission. Address Box H-513, care of 
Harpwars Ace, New York. 





SALES ACCOUNTS WANTED 


AN OLD.ESTABLISHED CONCERN IN NEW YORK CITY WITH 
S FORCE, WIS O 

GENCY FOR NE 4 
ER TERRITORY, F .\ 
A Y SPECIALTIES. 

ADDRESS BOX H-509, CARE OF HARDWARE AGE, NEW YORK. 




















A CONCERN traveling four men in the States of Ohio and Pennsyl- 
vania, calling on hardware trade, wishes to add a side line as factory repre- 
sentative on commission basis. Address Box H-529, care of HARDWARE 
Ac, New York. 





SALES REPRESENTATIVES WANTED 





MANUFACTURER’S Representative Wanted to handle side line of 
uality Casement Window Adjusters to Hardware and Builders’ Supply 
rade. Liberal discounts, good prefit. Advise fully territory covered and 


references. LOXRITE CORPORATION, Grand Rapids, Michigan. 
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SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








WANTED—EXPERIENCED HARDWARE SALESMEN in. the 
South, Middle West and Northwest territories by well-known manufactur- 
ers of deadlocks, latches, padlocks and growing builders line. Address 
Box H-539, care of HARDWARE AcE, New York. 


MANUFACTURER of Snow-Drift Wiping Waste wants sales repre- 
sentation in restricted territory. This is Fe Looe _ line for agents calling 
on hardware, oil and auto accessory jo answer state territory 
and lines now handled. SWEETLAND WASTE "CO. ., So. Boston, Mass. 








SALESMEN calling on retail hardware, house furnishing goods and 
department store trade. We have a hi th grade household specialty that 
sells and repeats. Representation wanted in unoccupied territories. Write 
fully concerning lines handled, connections, territory covered, etc. Ad- 
dress Box H-530, care Harpware Acz, New York. 








MANUFACTURERS of full line household specialties want local repre- 
sentatives in all important cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. State experience, lines 
handled and territory covered. We want none but those who can “make 
good.”” For such our proposition is an excellent one. Address “S. H.” 
care of HArpwWare Ace, New York. 


WANTED—Sales representative calling on tool and hardware stores and 
jobbers for high class tool line and nationally advertised Door Check; com- 











mission basis. State territory covered. Address Box H-523, care of 

HarpwareE Ace, New York. 
ane —— WANTED for New iiliatal and southern states, wrought 
goods, 10 per cent commission. Write HOBOKEN 


eplac 
wv RoucHT “TRON ANDIRON CO , 1328 Grand St., Hoboken, N. J. 








OLD ESTABLISHED MANU FACTURER of builders’ hardware de- 
sires sales representatives on commission basis. In reply — vusteneeed 
covered. Address Box H-544, care of Harpware Ace, New Y 











Are You Looking for 
REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 











- FORSTNER BITS 





The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
. boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
’ scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE Pp ROGRESSIVE MFG. co. oe « @ TORRINGTON, CONN., U. Ss. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








Want a Good Hardware Salesman? 


The quickest way to locate one is through an ad 
in the Classified Opportunities Section” of this 
paper. 

It’s the place where good hardware salesmen look 
first for real opportunities. 


IWSCCH——— 


Wright’s Jennings Auger & Car Bit® 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 








SAMSON CORDAGE WORKS 


MANUFACTURERS OF ZS SASH CORD. CLOTHES 
BRAIDED CORDAGE By LINES, SMALL LINES 
AND COTTON TWINES ETC. sew /ar carlos 


BOSTON MA SS. 

















Plain or enameled 


STRATTON ™*.o.08 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Confidence in ffampion, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co, 

DanVers, Mass. 


‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 














. BLAIR 


LAWN MOWERS 


SCREW “LENOX” orivers 
Seema. ee 


“The Toots in Lhe Paid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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“Where do all the levels go?” 


HE above question puzzles us sometimes— it’s like 
asking where all the new automobiles go. America 
does consume at a prodigious rate. 















vewetl 





Great America—home of the greatest manufacturing 
geniuses in the world—geniuses all competing with 
each other toward finer 
standards, greater accu- 
racy, better values for the 
‘Y  consumer’s dollar. 























We are proud that Sand’s Levels 
fx are considered a standard in 
™\ “factory built-in accuracy.” 
\ That is as it should be, for the 
\ | adjustable type of 1910 has been 
\ | supplanted by the Sand’s “Solid- 
‘\\\\ Set” type of 1926. 
{ 






































Outside of the many details of 
a level, even the very base 
(selected sugar pine), there is 
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f a grand test for accuracy, the 
| Sand’s test, which is: 
rE a hi AW “After a level has been 
|! milled or jointed, the 
ue tl working faces are paral- 
leled on a B. & S. steel 


straight edge. Sand’s 
proves the vials to the 
level by the rocking test. 
The level must rock from 
0° to 35° before the 
bubble in the vials will 
move from between the 
graduation marks.” 





Most levels are roughly accurate, superficially so. 
But not deadly accurate. Only Sand’s “Factory 
Built-in Accuracy” guarantees that. Come and 
see for yourself—visit us or write for catalog. 





Sand’s Level and Tool Co. 
8629-37 Gratiot Ave., Detroit, Mich. 


Sand’s sole distributors of Stevens line levels! 


"Sands Levels, Plambs & Tools 


Sands Levels Tell the Truth. 





HARDWARE AGE May 5, 1927 


A 
—— NX 


S } ee, < rN SHAPLEIGH HARDWARE CO. 
‘/ cATARLISHED (003. — 


DIAMOND EDGE i Sage + FocEe 
TOOLS : ‘ CUTLERY 


ST. Louis.” °, 
DIAMOND EDGE IS A QUALITY y PLEDGE 


= ab Rages eT 


Shapleigh National Series No. 








